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INSURANCE 





The Travelers Premium Budget Plan 


helps you fight your real competition 


Statistics tell the story. 


Your real competition for the insurance 
dollar is not from rival agents but from 
rival products: new cars, new clothes, new 
luxuries. And now, The Travelers Com- 
panies are giving their producers the weap- 
on to fight this competition . . . a modern, 
businesslike method of merchandising and 
financing a// the personal lines of insurance. 


Intensive market and product research 
revealed a public demand for account sell- 
ing of personal lines by an independent 
local agent with premiums on a company- 
agency pay-by-the-month plan. 


The Travelers new Premium Budget Plan 
was devised to satisfy this demand. Now, 


Travelers agents and brokers can show 
their prospects how they can wrap up all 
their personal insurance in a single pro- 
gram and pay for it by the month with 
a single check. This new advance in mar- 
keting cuts red tape, builds premium 
volume, and helps meet competition on 
all fronts. And it will save you expense 
dollars in the operation of your office. 


The public is learning about the Travelers 
Premium Budget Plan through dramatic 
advertisements in the nation’s leading 
magazines. To find out what it offers you, 
inquire at any Travelers Branch Office or 
General Agency. Or write to Millard T. 
Wilson, Vice President, The Travelers, 
Hartford 15, Connecticut. 


ll forms of business and personal insurance including 
nt « Group + Fire « Marine « Automobile « Casualty + Bonds 





LET US ENGINEER 


HIGHLY PROFITABLE EXTRA SALES 


for you in BOILER and MACHINERY 


coverage * 
fai! 


Practically every plant manager in your area is a worthwhile - 4 suuater tage 
prospect for Employers’ completely engineered Boiler & % 
Machinery insurance. And selling involves minimum effort 

on your part. All you have to do is spark the prospect’s in- 

terest with our new point-of-sale brochures. We do the rest. 

Trained Safety Engineers appraise your prospect’s risk for sebedaniititintilianaaiaaeeaiiialiada 
our Underwriters... recommend efficient safety procedures to ane eaheldhilie tax gue ts Ditite; ta telian 
keep loss percentages low. They’ll make as many calls as de- to-understand fashion, how Employers’ 
sirable so you can make multiple sales without extra effort. Boiler and Machinery insurance covers 

If you are now selling Boiler & Machinery insurance, it will both direct and indirect losses, and pro- 
pay you to check the advantages of Employers’ completely vides effective loss-prevention engineer- 
engineered plan. If you are not now selling this type of cover- ee 
age, the time to add this highly profitable best-seller is now. 


rue Employers Group 
OF INSURANCE @) companies 


Fire, Casualty and Marine Insurance, Fidelity and Surety Bonds 
110 MILK STREET, BOSTON 7, MASSACHUSETTS 


THE EMPLOYERS’ LIABILITY ASSURANCE CORP LTD 


THE EMPLOYERS’ FIRE INSURANCE CO AMERICAN EMPLOYERS INSURANCE CO * THE HALIFAX INSURANCE CO. OF mass 











Best’s stock index 


Appleton & Cox, Juc. 


111 JOHN STREET * NEW YORK 38, NEW YORK 


Insurance Managers and 
Underwriters since 1872 
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30 Fire 90 30 Fire 0 
& Cas. Stock & Cas. Stock 
FOUNDERS AND MANAGERS ” — ™ — 


OF THE January 3! ..... 278.1 348.0 265.4 355.0 
February 28 ..... 286.3 360.0 265.8 343.5 
h : y G - l — . eee 299.6 385.0 276.9 *44,1 
\X/ April 30 ...... 285.2 384.2 281.7 45.7 
aS ington enera May 31 ......... 268.6 358.9 283.9 47.4 

June 30 : 266.7 373.0 276.8 47.4 

INSURANCE CORPORATION July 31... 277.7 392.2 270.7 47.9 
August 31! 266.5 377.3 252.6 45.2 


September 30 ... 251.8 360.1 245.1 42.4 
FIRE AND ALLIED LINES October 31 257.2 362.0 223.0 41.1 


ee F 358. 
AUTO PHYSICAL DAMAGE - INLAND oneene = as _ 


December 3! .... 252.2 370.6 
AND OCEAN MARINE - YACHTS The index of 90 stocks is based on Standard & Poor's daily stock price 


indexes of 50 oe 20 ~~ p- and 20 public utility stocks combined. 

The 90 stocks and the $0 fire and casualty stocks were at 100 in June, 1944. 

AIR CARGO * Standard & Poor's new index of 500 stocks. Comparable figure for 
February 28, 1957 is 43.3. 
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Avg. June Avg. June 

1939 1957 1939 1957 
Boston 210 675 Minneapolis 202 639 
New York 219 705 Kansas City 209 606 
Buffalo 205 714 St. Louis 208 656 
Baltimore 198 655 Atlanta 186 712 
Philadelphia 196 663 Dallas 171 587 
Pittsburgh 219 652 New Orleans 194 677 


AUTOMOBILE © © © FIRE & EXTENDEDCOVERAGE mm  Giccinet -_ es tae :- 


Cleveland 206 679 Seattle 196 645 


HOMEOWNERS eco ALL FORMS CASUALTY Chicago 205 = 616 San Francisco 183 609 


Indianapolis 206 660 Los Angles 167 625 
SURETY & FIDELITY BONDS © © — AVIATION Detroit 208708 2a 


Milwaukee 209 707 Nation Average 200 664 
NATION WIDE CLAIM SERVICE 


This index (1913 = 100) applies to construction only and does not in 
clude building fixture items such as plumbing, heating, lighting, sprinkler 


¢ 
system, etc. It is based on average costs under normal conditions with no 
allowance for overtime, premiums on materials, or special conditions. It is 
the composite of four types of buildings, frame, brick, concrete and steel 
and therefore should be used only as a trend as it is not applicable to 
/ ; HOME OFFICE © - ORLANDO, FLORIDA specific buildings. Furnished courtesy of the American Appraisal Company 





; T : EXECUTIVE AND GENERAL OFFICES BEST BUILDING, 75 FULTON ST., NEW YORK 38, N. Y 
Best’s Insurance News Publication Office, Columbia Turnpike, Box 232, Rensselaer, N.Y. Publication Date: 10th of the Month. 
Entered as Second Class Matter at Post Office at Rensselaer, N. Y. Under Act of March 3, 1879. Subscription Rates: $4.00 Per Year in the United States. 





insuranee stocks 


Over-the-counter Market 


Furnished through the courtesy of The First Boston Corporation 

Bid Price 
Fire & Casualty Companies High Low 10/31/57 
Aetna Casualty Company 150 120!/2 127 
Aetna Insurance Company 75/2 48'/4 
Agricultural Insurance Company 33 22 22 
American Equitable Assurance Co 23'/2 23'/2 
American Home Assurance Co 26 26 


American Insurance Company Ve 20'/2 
American Re-Insurance Company 23'/4 
American Surety Company \/y 1234 
Bankers & Shippers Insurance Co 3 45'/2 
Boston Insurance Company : 25'/2 


Camder Fire Insurance Assoc 243/, 
Continental Casualty Company | 66'/ 
Continental Insurance Company 

Employers Group Associates 

Employers Reinsurance Company 


Federal Insurance Company 
Fidelity Deposit Co. of Md 
Fidelity Phenix Fire Ins. Co 
Fire Assoc. of Philadelphia 
Firemen's Fund Insurance Co 


Firemen's Insurance Company 
General Reinsurance Corporation 
Glens Falls Insurance Company 
Globe & Republic Insurance Co 
Great American Insurance Company 


Hanover Fire Insurance Company 
Hartford Fire Insurance Company 
Hartford Steam Boiler Insp. & Ins 
Home Insurance Company 

Insurance Co. of North America 


Jersey Insurance Co. of N. Y 
Kansas City Fire & Marine Ins. Co 
Maryland Casualty Company 
Mass. Bonding & Insurance Co 
Merchants Fire Assurance Corp 


Merchants Fire Insurance Company 
National Fire Insurance Company 
National Union Fire Insurance Co 
New Amsterdam Casualty Company 
New Hampshire Fire Insurance Co 


New York Fire Insurance Company 
Northern Insurance Company 
North River Insurance Company 
Northeastern Insurance Company 
Northwestern National Ins. Co 


Ohio Casualty Company 
Pacific Ins. Company 
Pacific Indemnity Company 
Peerless Insurance Company 
Phoenix Insurance Company 


Providence Washington Ins. Co 
Providence Washington Ins. Co., Pfd 
Reinsurance Corp. of New York 
Republic Insurance Company 

St. Paul Fire & Marine Ins. Co. (f) 


Seaboard Surety Company 
Securitv Insurance Company 
Springfield Fire & Marine Ins. Co 
Standard Accident Insurance Co 
U. S. Fidelity & Guaranty Co 


U. S. Fire Insurance Company 
Westchester Fire Insurance Co 
St. Louis Insurance Corp. ‘'B'' (d) 


1957 Range Bid Price 
Life Companies High Low 10/31/57 
Aetna Life Insurance Company 213 156 
Columbian National Life Ins. Co 913, 66 
Connecticut General Life Ins. Co 310 229 
Continental Assurance Company 136!/2 88 


Franklin Life Insurance Co. (new) (e) 755g 
Gulf Life Insurance (c) 30 
Jefferson Standard Life Ins. Co. (a) 104\/4 
Kansas City Life Insurance Co 1500 
Life & Casualty Insurance Co 26'/2 


Life Insurance Co. of Virginia 
Lincoln National Life Ins. Co 
Monumental Life Insurance Co 
National Life & Accident Ins. Co 
Philadelphia Life Ins. Co. (b) 
Travelers Insurance Company 


U. S. Life Insurance Company 
West Coast Life Insurance Co 


(a) Adjusted for 25% stock dividend 

(b) Adjusted for 2 for | split and 25% stock dividend. 
(c) Adiusted for 10% stock dividend 

(d) Adiusted for 3% stock dividend 

(e) Adjusted 50% stock dividend 

(f) Adjusted 15% stock dividend. 
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You'll Soon See WHY 


. More and more agents continue to grow with 
Indiana Lumbermens. Representation through out- 
standing mutual agents has been our policy for many 
years. Prompt, dependable claims service; constant- 
ly improved coverage; planned advertising aids— 
will make your selling job easier—more profitable. 


WRITING 


FIRE - CASUALTY 
*INLAND MARINE - AUTO 


Write to Home Office 


for Details 


INDIANA LUMBERMENS 


Mutua rtetance\ 6 om pae ann 


429 NORTH PENNSYLVANIA STREET 
INDIANAPOLIS, INDIANA 











UNITED STATES 
CASUALTY COMPANY 


Marine 


Home Office 


John Street New York City 
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OFFICE ek OFFICE 








The American | ee UNDERWRITING 
insurance Company } a 
Ror, PRODUCTION 








American Automobile 
Insurance Company 





CLAIMS 


nem 


ENGINEERING 
Associated Indemnity 


Corporation ||] PREMIUM AUDIT 














SERVIt 


The American’s field offices are staffed with a corps of 
experts in underwriting, production, claims handling, 
premium auditing and engineering. No matter what your 
underwriting problem or service requirement may be, 
one of our specialists will be as close as your telephone .. . 
competent and anxious to help and advise you. — 
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company developments 


ARKANSAS Admitted 
CALIFORNIA Licensed 
COLORADO Admitted 
KENTUCKY Admitted 


MAINE Examined 


MICHIGAN Admitted 
NEBRASKA Admitted 


NEVADA Admitted 


NORTH CAROLINA Admitted 


Examined 
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With more and more people 
spending more of their income 
on ‘‘luxury"’ items, there’s a huge 
potential for you to sell Norfolk 
ATTRACTIVE and Dedham Inland Marine cov- 
erages. What's more you can 
recommend Norfolk and Dedham 
with all confidence as a com- 
PHONE OR pany with many years reputation 

WRITE for dealing fairly and squarely 
with all policy holders. 


District Mgr. 





CONTRACTS 


AVAILABLE 











BRANCH OFFICES: 
600 So. New Hampshire Ave., Los Angeles, Cal 
3024 Sandage St., Fort Worth, Texas 


A MULTIPLE LINE COMPANY + Dependable Since 1825 


NORFOLK ano DEDHAM 


Mutual Fire Insurance Company DEDHAM, MASSACHUSETTS 
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econventions ahead 


DECEMBER 


National Association of Insurance Commissioners, mid-year 
meeting, Commodore Hotel, New York City. 


Insurance Accountants Association, New Yorker Hotel, New 


York City. 


Eastern Underwriters Association, annual, Hotel Biltmore, 
New York City. 


MARCH 


Cleveland Insurance Day, fifth annual. 

Eastern Agents Conference of the National Association of 
Insurance Agents, annual, Hotel Claridge, Atlantic City. 
lowa Association of Insurance Agents, Fort Des Moines 
Hotel, Des Moines. 

Midwest Territorial Conference of the National Association 
of Insurance Agents, Fort Des Moines Hotel, Des Moines. 


Far West Agents Conference of the National Association of 
Insurance Agents, annual. 


Best's Fire and Casualty News 





Jack Benny can help you get new business. 


Alert agents across the nation are teaming their own 
radio advertising with THE JACK BENNY SHOW 


sponsored by ‘THE HOME 


LPGHCE AAW fOCMG 
CHAIDUCCHC C 2 CH oY 

Home Office: 59 Maiden Lane, New York 8, N. Y. 

FIRE e AUTOMOBILE ¢« MARINE 
The Home Indemnity Company, an affiliate, writes Casualty Insurance, Fidelity and Surety Bonds 


A stock company represented by over 40,000 independent local agents and brokers 
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At world-famous Arnaud’s, 
in New Orleans, it’s 


‘Poisson Rouge, Hollandaise”’ 


...at F& D, it’s BONDING! 


Take F&D’s 67 years of specialized experience in the handling of all 
kinds of bonding propositions, add a corps of highly-trained and sales- 
minded field men, and you have a business-producing combination 
that means more money in the pockets of F&D representatives. 


Indeed, nowhere is there a company that is better-equipped, or more 
eager, to help its agents develop a profitable volume of bond business. 

If you would like to know exactly how F&D is prepared to serve you, 
write today for the address of the F&D field office nearest you. 


Alen 4 tetailing wntencidhes | FID E Lt. and 


of Burglary, Robbery, 
wuretciumei 1114] DEPOSIT COMPANY 


home and industry. 


HOME OFFICE: BALTIMORE, MARYLAND «+ OFFICES IN 50 PRINCIPAL CITIES 


Ste 1890 


Best’s Fire and Casualty News 





eee \VWith a worsening of under- 
writing experience much has been 
written and said about the fire busi- 
ness with usually an inference made 
that the trouble lies with the bureaus 
and rating procedures. Some, at 
least, of this criticism arises from a 
lack of understanding of the me- 
A spokes- 
man for the rating bodies, on page 
18, admits readily that thev claim no 
special gift of prophecy or exemption 
from error. 


chanics of rating utilized. 


He acknowledges that 
involving judgment are 
unavoidable. But he maintains that 
the processes by which Fire Rates 


mistakes 


are arrived at should continue to re- 
ceive the confidence they merit from 
the industry. 


eee The management of insurance 
companies must recognize that they 
will continue for some time to op- 
erate in a highly competitive market 
and prepare the forward-looking 
plans and policies that will be neces- 
sary to maintain their position. 
While these plans may embrace in- 
ternal operations, with an eve to the 
more efficient conduct of the com- 
pany’s routines, the sales function 
will be the area of most importance. 
It is these functions which are pres- 
ently undergoing the most radical 
changes and which will pay the 
greatest dividends to a progressive 
management. In the article on page 
20, The Insurance Sales Manager 
and his scope of authority and re- 
sponsibility are considered. Some of 
the scientific techniques and_ tools 
that have been developed to help him 
do a better job are described and 
the twelve major functional areas 
of his job are treated briefly. They 
give an idea of why the author con- 


the 


siders modern insurance. sales 
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as 


a 


manager’s job not only one of the 


most challenging and demanding, 
but also one of the most rewarding 
in the entire business. 

eee 


A Fresh 


ducing 


Approach towards re- 
and loss 


ratios is becoming increasingly more 


rising expense 
necessary. [ven though many com 
panies have resorted to streamlined 
methods as an attempt to stem op- 
erational costs, they are not always 
l-urthermore, effective 
January 1, both the National Bureau 
and the Mutual Bureau are chang- 
ing from the present policy 


successful. 


vear 
basis to a calendar-accident vear 
basis for statistical and rate making 
purposes. One approach to lowering 
costs suggested in the article on page 
29 is to combine BI, PI) and medical 
into one single limit basis 

eee lor safety in driving, the 
motorist must be able to make the 
right decisions at the right 
Many of these “right” 
already 
law. 


time. 
decisions have 

been decided for him by 
Under the heading Fifteen 
Commandments, on page 69, will 
be found a group of rules which can 
contribute greatly to the prevention 
of accidents and the saving 
time and money. 


of lives, 


eee The direct writers appear to 
be capturing a great part of the mass 
market. and lower 
prices have helped, but the mere 
facts that they are so many in num- 


\dvertising 


ber and have so much more time for 
selling, being free from details, ac- 
count for their immense. success. 
But How Can We Expand? How 
can new agents be recruited with any 
hope that they will stay and pro- 
duce a_ profit the that 


for agency 


hires and trains them? The national 
advertising campaign being waged 
by NAIA will go to waste unless 
there are men to back it. 


95. 


See page 


eee |'wenty-five nuclear reactors 
have been operated during the past 
twelve in- 
off-site 
property or loss-time injuries. How- 
ever the potential hazard remains 
and 1s of such magnitude as to strain 


incident 
contamination of 


years with no 


volving 


even the resources of the insurance 
industry. The the 
major reactor breakdown so far 
experienced are detailed in the sec- 
ond part of Private Atomic Reactors 
beginning on page 99. 


results of one 


The compre- 


: =i : 
hensive precautions being taken 
against a repetition of such an in- 
cident will be considered in the final 


installment next month. 


eee The uninsured motorist cover 
age is intended to do for the insured 
what the insurance company of the 
uninsured driver would be expected 
to do if the irresponsible had been 
covered by a liability policy. Since 
January of 1954, when a few insur- 
ance companies added the unsatis- 
fied judgment endorsement to their 
standard form automobile liability 
policies, very substantial changes and 
many ramifications have come into 
Using the form drafted 
by the National and Mutual Bureaus 
as an example, the article on page 
117 breaks 
tions 


existence. 


various sec- 
that 
are a part of this tvpe of agreement 
See Uninsured Motorist Claims 


down the 


and legal involvements 


eee No other piece of property pre- 
sents as great a hazard as the con- 
crete strip of land which is used by 
any and every person who may have 
the occasion to come upon it, accord 
ing to our author on page 131. When 
an adjuster is involved in this type 
of claim, it is essential that he have 
a workable knowledge of the varied 
aspects of the laws govern 
Sidewalk Liability. The prevailing 
attitude of the country's courts 1s 
that the abutting owner 1s not liable 


which 


to pedestrians who sustain injuries 
on a sidewalk in dangerous condi 
tion due to normal wear. There are 


further instances where the owner 


is not lable, but, too, there are many 
cases in which the ruling may be for 
the plaintiff. 


11 
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tions \ctual 
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the lowest cost, 
rmine the re- 
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ules for all territories 


tates and Canada, 
sent the coverage 


nd answer his objec- 


losses under each pol 


Guantities, 
\ otes (¢ 0., 


lan Street, 


Lectures of the 4th Biennial Casualty 


—Property 


Insurance 


Institute of 


Southern Methodist University. 


copies of the 
three-day 
with 


answe¢ 


book contains 
s given during a 
seminar, along 
questions and 


floor of the institute 


after each of the speakers had com 
pleted his paper. 

Some of the subjects covered in- 
clude: Legal Aspects of Insurance 
M. L. Landis, CPCU: 
Home Owners and Comprehensive 
Dwelling Policies by R. ©. 
CPCU; Problem of Establishing 
Insurable Values by G. FE. 
CPCU; Commercial 
I loaters by 


Agency by 
Young, 


Myers, 
Merchandise 
Kagleston 


Tom and 


What are Excess Lines by B. P. 
Russell, 


132 pps.3; $3.00 per copy. Avail- 
Young, CLU, 
f Insurance 

Methodist University, 
Texas. Checks should be 
made payable to Southern Methodist 


University. 


able from Frank 1, 
director of Seminars, 
Southern 
Dallas 3, 


Best's Recommended 
torneys 


Insurance At- 


This, the 29th annual edition of 
this comprehensive national refer 
ence work, presents 


veritied 


biographical 
list of insurance 
clients, and business line 
specialties of 


data, 2 
company 
recommended insur- 


ance attorneys. It covers every 
county seat of 1,000 or more popula- 
tion, all larger cities, and hundreds 
of smaller towns. The United States 
and Canada are completely covered. 

The book holds a Certificate of 


Compliance from the Standing Com- 


Public Ledger Building 


Philadelphia 6, Pa. 


REINSURANCE 


mittee on Law Lists of the American 

jar Association, and every law of 
fice listed has been recommended to 
Alfred Mi. Best Company, both by 
insurance companies and its own 
local bar or judiciary. Mach firm has 
also been subjected to detailed local 
Investigation covering reputation, 
facilities, and type of practice. 

A special subrogation section ap 
pears for many of the larger cities, 
listing only those attorneys who are 
experienced in, and desire to handle, 
this specialized practice. 
supplementary 


Relevant 
include a 
comprehensive list of lawyers and 


sections 


legal firms experienced in- adyust- 
ments and investigations ; a digest of 
the insurance laws of every state and 
Canadian province; a list of general 
counsels and superintendents of in- 
surance company claim or legal de 
partments, both for home and branch 


offices; and a 53-page tabular sec- 
tion covering statutory provisions in 
all states pertaining to automobiles, 
negligence, limitation of time for 
commencement of action, automobile 
financial responsibility, and = work- 
men’s compensation. Also included 
are several interesting and factual 
motor vehicle stoppage charts. 


1,191 pps; available to insurance 
company claim and legal officials as 
a Best service to the insurance indus- 
try. Requests should be directed to 
the .Ilfred M. Best Company at 75 
Fulton Street, New York 38, N.Y. 
or to branch offices in Boston, Chat 
tanooga, Chicago, Cincinnati, Dallas, 
Los y Ingeles and Ri hinond., 


Analysis of Motor Vehicle Financial 

Responsibility and Related Laws 
This single-page 

chart analysis includes up-to-date in- 


comprehensive 


formation on financial responsibility 
and related laws of all states. It 
provides broad information includ- 
ing (1) liability limits; (2) 


é com 
pulsory 


laws (summarized): (3) 
requirements of security; (4) 


procity provisions ; 


reci 
(5) requirements 
as to evidence of insurance and (6) 
supplementary laws including un- 
satisfied judgment 


and = impound- 


ment, 


20c per copy; available from the 
Editor, Law Publications, Associa- 
tion of Casualty and Surety Com- 
panies, OO John Street, New York 
Le 2 
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PRODUCERS who look ahead can plan ahead with 
The Fund Insurance Companies where continuous growth 


and service meet their needs... now and in the future. 


SURETY 


ACCIDENT 
SICKNESS 








FIREMAN'S FUND INSURANCE COMPANY 
FIREMAN'’S FUND INDEMNITY COMPANY 
HOME FIRE & MARINE INSURANCE COMPANY 
NATIONAL SURETY CORPORATION 








HE PRIMARY FUNCTION of an insurance company is 
UF ae business of insurance, The investment function 
must necessarily be based on the varying requirements 
of the company’s chief purpose in life. This imposes 
certain basic limitations on investment objectives and 
introduces factors other than a mere appraisal of the 
general economic and investment outlook. 
In compiling our annual aggregates of the fire and 
casualty field for 1956 we tabulated the basic figures 
of seven hundred fifty stock companies, three hundred 


ninety-two mutual companies, sixty-four reciprocals and 
fifteen Lloyds. They reported assets of over $23 bil- 


lion, the major portion of which was invested. Ob- 
viously such a decentralized industry does not conform 
to any single investment pattern and no single set of 
rules apply. Investment philosophies themselves differ 
widely and their application to varying situations create 
many dissimilarities. 

This study is based upon the asset position at Decem- 
ber 31, 1956, the latest date for which industry-wide 
figures are available in sufficient detail to make possible 
this compilation. Since then the companies have faced a 
rapidly changing situation in which interest rates have 
risen sharply, bond prices declined and common stocks 
reached new lows after advancing for the first half of 
the year. At the same time most companies were run- 
ning into underwriting losses. This posed many prob- 
lems for financial managers. Some took long term gains 
on stocks and offset these by losses on bonds to save 
taxes and reinvest at a higher yield. Others used profits 
on sales of stocks to partially offset underwriting losses 
while still others more hopefully decided to carry for- 
ward underwriting losses (a 52° tax item) rather than 
offset them by long term capital gains (a 25% tax item). 
How the industry as a whole met the situation cannot 
be ascertained until after detailed financial statements 
are filed early next year. Meanwhile, let us look at 1956 
and trends over recent years. 

Despite the many individual differences, there are 
certain underlying guiding principles of insurance in- 
vestment which may be reasonably accurately defined. 
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In fact it is possible to demonstrate the working of 
these principles in the aggregate and over a period of 
years, always keeping in mind that the averages are 
derived from the sum total of many individual differ- 
ences. 

One portion of the industry has stressed what might be 
termed a defensive position through investing principally 
in bonds. The underlying philosophy is that enough 
risk and liability is assumed in the insurance business 
without extending risks into the investment field. Some 
of the strongest and most conservative underwriters in 
the field follow this course. This same investment pat- 
tern is also generally followed by companies that are not 
so strong and those with an unduly high or concentrated 
insurance risk as well as by some of the very small 
companies, 

Another segment of the industry has followed a more 
aggressive investment policy, placing more emphasis 
on equities, After maintaining cash and bond holdings 
in sufficient amount to cover insurance liabilities and re- 
serves they invested in common stocks. These com- 
panies sought higher income and appreciation to reduce 
the squeeze on surplus from the rise in liabilities in an 
inflationary period. Apparently they felt that the erosion 
of inflation on the value of fixed income securities is as 
great a threat to their financial strength as unprofitable 
insurance operations. 

Conditions in security markets, yields, interest rates 
and changes in tax laws also have a direct bearing on in- 
surance company portfolios. At the end of 1931, for 
example, the bond portfolios of stock fire and casualty 
companies contained government bonds totaling only 
$295 million (7.7%) as against $4.2 billion (23.5% ) at 
the end of 1956. In contrast the relative importance of 
railroad bonds dropped from 12.2% to 0.7%, public 
utility from 9.2% to 1.4% and industrial from 4.9% 
to 1.5%. 

U.S. Government bonds have not only been in much 
greater supply in recent years but the spread in yield 
between government and other fully taxed bonds was 
too small to make the corporate issues attractive. More- 
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CLASSIFICATION OF ADMITTED ASSETS 


Stock Companies 


12/31/55 12/31/56 
* * 
$4,191,346 
165,217 
2,278,133 
1,219,391 
119,131 
248,517 
272,408 


$8,494,143 


$ 111,247 
860,353 
427,879 

1,539,877 
12,883 
2,846,089 


$5,798,328 


$ 48,147 
311,991 
3,037 
5,003 
339,506 


$707,684 
75,928 
220,161 
4,303 
1,015,561 
1,104,231 
390,888 
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3onds: 
U. S. Government 
Other Government 
State, County, etc. 
Special Revenue, etc. 
Railroad 
Utility 
Miscellaneous 
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$4,541,562 
155,566 
2,065,017 
979,581 
121,621 
196,564 
252,059 


$8,311,970 


$ 118,924 
815,782 
412,737 

1,433,236 
12,172 


2,687,060 
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Total Bonds 
Common Stocks: 
Railroad 
Utility 
Bank 
Insurance 
Savings & Loan 
Miscellaneous 
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Total Common Stocks $5,479,911 
Preferred Stocks: 
Railroad 
Utility 
Sank 
Insurance 
Miscellaneous 
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$ 58,772 
323,477 
2,553 
23,499 
383,369 


Total Preferred Stocks $791,670 
Mortgages 3,075 
Real Estate 206,574 
Collateral Loans 3,224 
Cash 1,071,875 
Premium Balances 992,432 
Other Assets 343,878 


Total Assets $17,274,609 100.0 


* Figures in thousands. 
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$17,811,227 100.0 





over many more tax free state, county and municipal 
issues became available and they have increased in in- 
surance company portfolios in the same period from 
$320 million (8.3%) to $3.5 billion (19.7%). This 
is entirely understandable when we recall that the tax 
rate was 15% in the late twenties and 18% in the thirties 
whereas today it is 52%. This knocks the effective 
yield on a 314% bond down to only 1.68% after taxes. 
However, only 15% of the dividends received are sub- 
ject to the full corporate federal income tax rate so 
the effective rate on dividends is 7.8%. Another signifi- 
cant fact to note is that while total stocks owned in- 
creased from $1.4 billion in 1931 to $6.5 billion in 1956, 
their relative importance remained at approximately 
36%. 

That is the record. With investment theory and 
practice favoring common stocks as a hedge against 
inflation, why did the insurance companies, as a group, 
increase their cash and government bonds to record 
levels ? 

For the answer we go back to our original premise— 
the primary function of an insurance company is the 
business of insurance and the investment function must 
necessarily be patterned after its basic requirements. 
A substantial portion of the funds in possession of fire 
and casualty insurance companies are held solely because 
the companies transact an insurance business. They 
come into existence, first, because insurance protection 
is paid for in advance and companies find them- 
selves in the position of trustees of substantial unearned 
premiums for insurance running into the future. They 
arise, secondly, from funds held in loss reserves to cover 
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claims in course of investigation and settlement, losses 
incurred but not reported and claims payable by con- 
tract over a period of time. 

As premium volume and resulting liabilities increased, 
most insurance companies strove to cover the increase 
with money rate bonds and cash. This they did, virtually 
dollar for dollar. Over a period of years, cash and bonds 
have been kept at a level roughly equal to total liabilities 
and bonds alone at about 85% of all liabilities—almost 
exactly the ratios that prevail today. Should we include 
premium balances with cash and bonds, the coverage of 
liabilities by assets subject to a minimum of market 
fluctuation would be somewhat higher. 

Insurance companies’ bond portfolios are beyond 
question as to investment quality, being heavily loaded 
with U. S. Government and high rated issues. They may 
be said to represent maximum security with only a 
money market risk. That this can be serious was amply 
illustrated when U. S. Victory 2!4’s declined 15%, 
from a 1946 high of 106 to a low of 90 in June, 1953 
and the currently lower market level of bonds due to 
the recent upward trend in interest rates. However, for 
statement purposes insurance companies carry bonds at 
amortized values. 

Insurance companies generally concentrate their pre- 
ferred stock investments in better-than-average stocks 
with most of them in the category of money-rate issues. 
Market values tend to follow the trend of the bond 
market rather than that of the stock market. 

The stock fire and casualty companies own more than 
a thousand different common stocks listed on the New 

(Continued on the next page) 





CLASSIFICATION OF ADMITTED ASSETS 
Mutual Companies 
12/31/55 12/31/56 
Bonds: * * 


2 


e*) 


U. S. Government 
Other Government 
State, County, etc. 
Special Revenue, etc. 
Railroad 

Utility 
Miscellaneous 


Total Bonds 
Common Stocks: 
Railroad 
Utility 
3ank 
Insurance 
Savings & Loan 
Miscellaneous 
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$1,446,060 
28,301 
598,079 
289,057 
114,337 
241,863 
191,461 


$1,433,248 
29,75 
686,218 
352,677 
108,652 
266,231 
189,627 
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$2,909,158 $3,066,404 
$10,116 
94,004 
48,803 
80,212 
10,337 
305,148 
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$ 8,897 
98,323 
50,740 
80,057 
9,289 
345,707 
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Total Common Stocks $548,620 
Preferred Stocks: 
Railroad $ $ 3,461 
Utility ‘ 59,604 
Bank = fa 565 
Insurance 7€ e 465 
Miscellaneous 40,232 
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Total Preferred Stocks $104,327 
Mortgages 


Real Estate 


$102,317 
72,839 : 78,588 

5 115,786 
Collateral Loans ; 730 


Cash 
Premium Balances 
Other Assets 


264,193 
179,537 
68,390 


60,284 


Total Assets $4,220,182 100.0 


* Figures in thousands. 


$4,470,968 100.0 
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INSURANCE INVESTMENTS— Conti 


\ ork 


trated in recognized “blue chip” issues, Compared with 


Stock [exchange with largest holdings concen 


portfolios of investinent trusts the insurance companies’ 
holdings tend to be slightly more conservative, with 
greater emphasis on stability of dividend income rather 
than on growth situations looking toward market appre 
ciation. 


Stock portfolios are of course subject to wide 


market fluctuation 


Current Position 


\t the end of 1956 stock carriers had nearly one-half 
of their assets invested in bonds and slightly more than 
one-third invested in stocks, mostly common. However, 
about one-quarter of the stocks owned represented in 
vestments in subsidiary insurance companies so that on 
msolidated statement basis bond hold- 
Nearly 
half of the bond portfolio is still in Governments al 
though the 


an industrywide c 
ings would be higher and stockholdings lower. 
relative importance has shrunk steadily in 


recent vears. Tax exempt state, county special revenue 


and municipal billion in 


relative importance to 19.7% of 


issues have jumped to $3'% 
1956 to increase their 


assets. Stocks co1 


tinued to increase, to better than one 
third of assets. Hlowever, this increase in dollar value 


represented principally unrealized market appreciation 


rather than additional stock purchases. Cash remained 
at just over $1 billion but it now represents only 3.7% 
of assets. 

The managements of mutual companies have, in gen 
eral, invested a larger percentage of assets in bonds, 
the corresponding ratios of mutual and stock companies 
being 09 and 48% respectively, Relatively, stockhold 
ings of the mutuals are materially less than such holdings 
by stock companies, ratios being 15!o¢° and 35'2%. 
Most notable difference in the stockholdings 1s the very 
natural almost complete absence of insurance stocks held 
by mutual carriers and the relative importance of such 
holdings in the stock field. The mutual carriers have 
larger relative holdings in real estate and mortgages but 
about the same cash balances and lower premium bal 
ances, 

Just as in the stock field, in reviewing the exhibit 
showing the classification of admitted assets of the in 
dividual companies or in interpreting the investment 
practices of any company, one very important point 
should be kept in mind—the relation of such investments 
to outstanding habilities. A company may have a higher 
than average percentage of assets invested in real estate, 
in common stocks or in some other class of security vet 
may, in addition, maintain as high a degree of diversi 
fication and even greater liquidity in relation to out 
standing liabilities than another company with a more 
normal diversification of assets but larger habilities. 











An office in your area to provide you with: 


get down 


* Long experience 


CASUALTY FIRE 








PROMPT SERVICE FROM MULTIPLE LINE FIELDMEN 


One of the things you appreciate most about Standard’s fieldmen is the professional way they 
to the problem at hand. They know how important your time is to you. And 
because of their sound knowledge of insurance and their broad training in muluple lines, 
they quickly recognize your current problems and can often clear them up on a single call. 


* Vigorous planning 


STANDARD ACCIDENT INSURANCE COMPANY 
PLANET INSURANCE COMPANY 


Detroit, Michigan 
MARINE ° 


Location of Standard Accident’s Office — Syracuse, N. Y. 


* Proven agency relations 


FIDELITY SURETY 
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—two good insurance 
words that mean even 
more when combined! 


Whenever an insurance policy is sold or bought, there is always an association— 
mental, verbal or contractual—with SECURITY. 


And wherever an insurance policy is sold or bought, no community stands higher 
for the quality and supervision of its insurance product than does the big little state 
of CONNECTICUT. 


So all three member-companies of the SECURITY-CONNECTICUT GROUP are 
proud of their Connecticut “family history” dating back to 1841. 


With its two senior members serving all lines except Life in 47 states, and with 
its Life youngster already licensed in 26 states after only 18 months of operation, 
the Security-Connecticut Insurance Group makes an actuality out of the modern 
agency concept: complete multiple-line service including Life. 


We are glad to be in the forefront of insurors offering “under one roof” convenience 
and economy to our representatives and their clients—and for both, the pledge 
implicit in the words of our name: SECURITY, CONNECTICUT! 


"-¢ 
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er . THE SECURITY-CONNECTICUT INSURANCE GROUP 


f SECURITY INSURANCE COMPANY of NEW HAVEN 
semua Q THE CONNECTICUT INDEMNITY COMPANY 
— PRODUCT SECURITY CONNECTICUT LIFE INSURANCE COMPANY 
RANCE of 
Home Offices: NEW HAVEN 5, CONN. 
Pacific Divisions: 248 Battery St., SAN FRANCISCO and 548 So. Spring St., LOS ANGELES, CALIF. 
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K. H. PARKER 


Western Actuarial Bureau 


HE METHODS AND PHILOSOPHY 
of fire rating are the product of 


many generations. Fire insurance 


was the first branch of the business 


along with wet marine 
business had a stormy his- 
the Middle 
Rate and commission wars 
occurrences in the 
vears between 1860 and 1910. Ef- 
forts to maintain solvency and to 


to develop 
and the 
tory, 

West. 


were 


particularly in 


common 


install some reason in rates or com- 
self-regulation 
were often misconstrued by the pub- 
lic or legislatures, resulting in anti- 


missions through 


compact or anti-trust laws. 


Rate Regulatory Laws 


As legislatures became more un- 
derstanding of the need for collective 
statistics and joint rate making, 
these older laws were superseded 
in most states by rate regulatory 
laws. The first rate law was passed 
in 1909 in Kansas and by 1920 most 
states in the Middle West had rate 
regulation of fire insurance and a 
few for other allied lines as well. 

These early laws were primarily 
aimed against unfair discrimination, 
although adequate but not excessive 
concern of the 
\nyone reading those 
reports of legislative investigating 
committees is struck by the impor- 


rates were also the 
lawmaker. 


tance given to the making and ap- 
plication of rating schedules to in- 
sure that all risks having the same 
degree of hazard should 
equally in the cost of insurance. The 


share 
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schedule and its application in a uni- 
form manner by inspectors or raters 
who had no personal interest in the 
outcome were considered the corner- 
stone of fair and non-discriminatory 
rates. 

It was in this period and under 
the stress of state regulation that fire 
rating developed from rather crude 
tariffs to systems in which each ele- 
ment of hazard was analyzed, not 
only for itself but for its relation to 
other elements. The rating systems 
were tied in with building codes, 
standards for the installation or pro- 
tection of hazardous devices or proc- 
standards for automatic ex- 
tinguishing or signalling systems 
and the grade of public or private 
protection. Thus the rate was not 
only the function of the hazard, but 
the fire insurance business was the 
strong advocate and developer of 
good standards and had a marked 
influence through its inspection and 
engineering services on the whole 
trend of building construction and 
fire protection. It could truly claim 
its leadership in the field of fire pre- 
vention and fire protection. 


esses, 


During this period of some forty 
to fifty years, the long term trend 
of fire rates had been constantly 
downward, reflecting constant im- 
provement in the fire hazard of 
property. Short term factors such 
as a war or postwar period or ec- 
onomic recession may have had an 
adverse influence for a few years. 
However, such cycles were of short 
duration compared to the main trend 
of a lower loss cost for straight fire 
insurance, 


3riefly, that is where we stood 
in 1954 or 1955, 10 years after the 
SEUA case, when the business be- 
gan to be affected by the first real 
impact of multiple line operations 
and multiple line thinking. 

[ am neither going to attempt to 
justify fire rating methods nor bore 
the reader with statistics as to its 
results. However, there has been a 
tremendous amount of print or talk 
directed in recent months to the ail- 
ments of the fire business and what 
are the reasons or assumed reasons 
for its maladies. 


Invariably Gloomy 


The diagnosis is invariably gloomy 
and the prognosis makes the dullest 
bureaucrat wince. Each practitioner 
adds his the bad 
appearance of the patient and in- 
variably lays principal blame on the 
rating bureaus and rating proced- 
ures. And because our companies 
were originally fire companies and 
that is still the predominant line in 
most cases, the impression is usually 
left dangling about that it is the fire 
rating bureaus and fire rating pro- 
cedures that are most suspect. 

In the course of reading these 
daily or weekly observations and 
analyses, some of which are sound 
but most of which seem very wide of 
the mark, our bureau people have 
hecome somewhat hypersensitive. It 
is a little like being brainwashed. 
We may even believe finally that we 
did it on purpose. Before this point 
is reached, however, I do value this 


(Continued « 


observations on 


n page 86 
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America today are truly 
thankful that ours is a land of 
plenty! As we once more celebrate a 
national holiday in the traditional manner, we 
become increasingly conscious of privileges that 


have come tomean The American Way of Life.” C The 
course of events in other nations has stirred us into reali- 


» zation of responsibilities as well as privileges! Each of us has 
1 le todoin maintaining our advantages, and each of usmust 


exeny for them in honest toil of mind and body. @ taiigetite 
agents have been quick to contribute their efforts by 
advocating adequate protection. i American homes and 
industries. Their job of safeguarding the country against 
unforeseen catastrophes is closely woven into the 
lelate of national security. @ Crum & Forster 
companies are catate agents every possible 
cooperation in this enormous task! 


& FO 
of Insurance Companies 
CASUALTY - FJRE “8: MARINE - SUREQS 
UNITED STATES FIRE INSURANCE CO... ... Organized 1824 

o 
THE NORTH RIVER INSURANCE CO... . Organized 1822 THE WESTERN ASSURANCE CO., U. S. Branch Incorporated I8S| 
WESTCHESTER FIRE INSURANCE CO. . . Organized 1837 THE BRITISH AMERICA ASSURANCE CO., U.S. Branch .. Incorporated 1833 

110 WILLIAM STREET + NEW YORK 38, NEW YORK 


WESTERN DEPT., FREEPORT, ILL. + PACIFIC DEPT., SAN FRANCISCO + SOUTHERN DEPT . ATLANTA + ALLEGHENY OHIO DEPT. PITTSBURGH + VIRGINIA-CAROLINAS DEPT _ OURHAM WN C 








FRANK LANG 


President 
Frank Lang and Associates, Inc. 
Marketing and Management 
Consultants 


AND CASUALTY busi- 
ness is undergoing a very diff- 
call it a crisis, 
some a battle for survival. The man- 
agements of many companies which 
have been complacent until now are 
suddenly alarmed as more and more 
boards of asking for 

ormation in order 


HE FIRI 


cult period. Some 


directors are 
more detailed inf 
ir company’s operat- 

management’s abil- 

Frankly speak- 

blame these boards 

(except perhaps wonder why they 
didn’t ask mort until 
overall net 


questions 
now ), wnen we see the 
losses and decreases in surplus. Dur- 
ing the first six months of 1957, 128 
stock fire and casualty companies 
reportin ir experience to the 
showed 
loss of 


their 

and Company 
an incurred underwriting 
$1,422 million, and 32 mutual fire 
and 


. we } 11 
$273 million, 


casualty companies, a loss of 
talk that “‘some- 
there is little 
likelihood that competitive practices 
will manage 
ment would be better off if it learned 


In spite of mucl 
thing must be done,” 


decrease. Company 
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“Analytical ability” 


*‘Broad perspective” 


‘Thorough market and 


merchandising knowledge” 


The Insurance 


to accept the unpleasant fact that it 
will have to continue to live in highly 
competitive surroundings which re- 
quire forward-looking plans and 
management policies if the company 
is to survive. 


Importance of Distribution 


‘he distribution or sales function, 
by the very nature of the insurance 
business, is of prime importance to 
management. After all, 
upon its successful performance de- 
pends the existence of the company. 
The only valid reason for being in 
business is to obtain policyholders. 


company 


Of prime importance to management 


If the agency department cannot find 
people interested in becoming policy- 
holders with its company, there 
won't be any need for an underwrit- 
ing department, claim department, 
investment department, or even an 
executive department. 

Of all operating functions it is the 
distribution function which is pres- 
ently undergoing the most radical 
changes. Many of the sales prin- 
ciples, policies, and procedures 
which were considered sacrosanct 
have become outmoded. The selling 
function of yesterday was concerned 
largely with the appointment of as 
many agents as possible. Today it 
has changed to a much broader con- 
cept which includes sales and market 
planning, use of market facts and 
research tools, integration of adver- 
tising and sales promotion in an 
overall merchandising campaign, un- 
derstanding and application of un- 
derwriting standards and control of 
sales costs, as well as selection, train- 
ing, Supervision and direction of field 
staff and agency force. The modern 
agency department, therefore, co- 
ordinates the work of various op- 
erating units with a wide range of 
specialized services, a task which 
places a high premium on executive 
competence. 

The responsibility of the man who 
is directing this expanded distribu- 
tion function—the man who is ad- 
dressed by such titles as insurance 
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“Leadership drive” 


“Creative long term planning” 


“Oriented to all operating functions” 


Sales Manager 


sales manager, agency vice president, 
sales vice president, etc.,—has broad- 
ened accordingly. Disregarding the 
title which he carries with individual 
companies, we are referring in this 
discussion to the top company officer 
in charge of the distribution or sales 
function. 


A New Type Emerging 


The conception of what an insur- 
ance sales manager is, and should 
do, has recently undergone an almost 
revolutionary change in progressive 
companies, A new type of sales 
manager is emerging. The back slap- 
ping, hail-fellow-well- 
met type of agency executive is be- 
ing replaced by a new type of man, 
oriented to all of the company’s op- 
erating functions, and aware of the 
broader aspects of the business—a 


socializing, 


man whose resources are primarily 
intellectual. He has a great deal of 
analytical ability, a broad perspec- 
tive, a thorough market and mer- 
chandising knowledge, as well as 
leadership drive. Creative long-term 
planning and productive collabora- 
tion with operating functions, such 
as claims and underwriting, has be- 
come as important as ability to do 
a good selling job. 

The place of the modern insurance 
sales manager, therefore, is defi- 
nitely among his company’s senior 
executive group. 
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Depending upon the size of the or- 
ganization, sales can be set up either 
as a line or a staff function. It is 
difficult for me to take sides in a 
controversy of “line” versus “‘staff” 
since our firm has successful clients 
using both types of organization. 

Let us define what we mean by 
line and staff. Line members of 
management are the “action” off- 
cers. They direct the operations and 
are responsible for securing the end 
results in their respective areas in 
accordance with approved objectives, 
policies and procedures. Staff mem- 
bers on the other hand are advisory 
officers. They provide advice, as- 
sistance and services in specialized 
areas of administration. 

While insurance companies as a 
whole have been rather lax in the 
study of their organization §struc- 
ture, a few companies have gone 
from one extreme to another and 
have over-organized. In these com- 
panies the adherence to the organi- 
zation manual has become more im- 
portant than successful performance 
of the job. 

Our firm heartily favors a study 
of organizational relationships, but 
believes that good insurance man- 
agement practice is of greater im- 
portance than the strict adherence to 
job descriptions. We therefore can 
see frequent occasions when a cer- 
tain officer should have dual func- 
tions. A line executive, for example, 


] 


may very well serve in a staff ca- 


pacity by providing specialized as 
sistance and counsel. On the other 
hand, a staff member of manage- 
ment, mostly with the 
establishment of broad company pol 


concerned 
icies and guides, may well be asked 
to act in certain line capacities. 

Traditionally multiple line com- 
panies have had separate agency of- 
fices for each major line 
ance. Today most companies have 
integrated their sales functions. Ac- 
cording to a survey conducted by our 
firm during 1955 the agency func- 
tion has been combined by more than 
two thirds of large multiple 
companies. 


of insur- 


line 


The Manager's Function 


Let us look at the function of the 
insurance sales manager. In the last 
few years we have added a great 
deal to our learning about insurance 
sales management. tech- 
niques and tools have been developed 
to aid this manager in doing a better 
job. The modern insurance sales 
executive has new functions to per- 
form, This is true regardless of the 
size of the company; in a small 
company, a single individual may 
perform many of the functions that 


Scientific 


a wide range of specialists would 
cover for a large organization. The 
number of elements in the job do 
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Sales Manager—Continued 

not change as the number of people 
doing the work goes up or down. 
The only time the elements increase 
or decrease is when our knowledge 
of the work itself is extended. This 
is what has been happening in the 
field of insurance sales management. 
With greater knowledge of modern 
tools, and insight in the relationship 
of sales to the company’s other op- 
erating functions, the job has under- 
gone some important developments. 
1. Market Planning: 

This is one of the most important, 
and yet most neglected functions. 
The modern seeks 
to replace the guesswork of yester- 
day with a factual type of manage- 
ment. 


sales executive 


He seeks facts about the in- 
his market, the 
potential premium volume he can 
obtain in various territories, the type 
He 
customers and 
prospects, and evaluates their com- 
parative worth. Based upon his an- 
alysis, he 


surance needs of 


of policvholders he has to tap. 


then identifies his 


will set up long-range 
plans geared to the markets offer- 
ing the greatest potentials. He will 
look at the rate structure and the 
underwriting experience of the in- 
dustry, and decide where he can af- 
ford to offer it. Planning cannot be 
haphazard ; it must be accurate and 
based upon scientific tools, The re- 
insurance sales 
executives to use scientific tools will 


luctance of many 
rapidly be overcome as they see what 
their competitors have been able to 
accomplish by use of these new tools. 
The ability to successfully plan, not 
only for himself, but for those who 
are under his command, is one of 
the significant distinguishing marks 
of the modern insurance sales man- 
ager, 

2. Consultation on Policy Contract 
Development: 

Depending upon state regulation and 
company membership in various rat 
ing bureaus, sales has a definite re- 
sponsibility in the formulation and 
design of policy coverage, the pack- 
aging of policy forms, and the sim- 
plification of coverages. In the past 
companies have usually left these de- 
cisions to the underwriting and ac- 
tuarial departments without asking 
the agency department to survey the 
potential demand, Vacation rain in- 
surance is a good example of a cov- 
erage which introduced 


Was two 


years ago with much publicity, only 
to be withdrawn because of lack of 
demand. 


3. Market Development: 


The determination of markets to be 
developed and procedures to be used 
are important aspects of the sales 
function. What kind of selling is 
best suited to a certain line or cov- 
erage? Should your company try 
to contact a lot of prospects or pester 
a few to death? The proper deter- 
mination of market potentials is an 
extensive topic in itself and one to 
which a great deal of attention has 
been given. 

Do you know how well your com- 
pany has penetrated into the areas 
you are primarily interested in 
reaching? Do you know where your 
greatest potential markets are? Do 
you know how to use an objective 
outside measuring stick, such as a 
market index, in your development 
and planning work? Through proper 
use of such indices you may be able 
to learn just what coverages to push 
in what territories. 


Sales Possibilities 


Accurate knowledge of market po- 
tential will not only serve as in- 
ternal guides but also stimulate the 
productivity of the agency force. 
Obviously, a company cannot. sell 
anything unless the potential exists. 
However, a study of potentials may 
reveal many which 
possibilities are greater than the 
fondest the 
group. 

Just as the market shifts, so do 
customers’ buying habits. Motiva- 
tion studies shown 
many different reasons why people 
Un- 


less a company is fully aware of these 


areas in sales 


dreams of executive 


research have 


are buying various coverages. 


changes, it cannot prepare a_real- 
istic selling program. 

Out of all these studies, the mod- 
ern sales manager will prepare a 
sales budget, develope sales quotas, 
allocate territories in relationship to 
the potential and plan the final sell- 
ing program. It is the function of 
the sales quota to assign responsi- 
bility in relationship to the true po 
tential in a given territory, In addi- 
tion, it serves the purpose of pro- 
viding an effective measure of sales 
performance. 
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For example, one of our clients 


has been using sales quotas most 


profitably as a guide to locating | 
agents in selected areas in which the | 


company has been concentrating: tts | 


efforts. This company has found 
that in order to make money, it must 
secure in an area with an operating 
radius of 75 miles at least $1.00 of 
prenuum per capita and in addition a 
mininum of $100 premium per 


square mile. Proper use and analy- | 


sis of sales quotas can thus provide 
a factual basis for important de 


cisions, such as expansion of sales | 


service facilities, opening of branch 


offices, ete. 


/. Building of .lgeneyv Department 
and Field Organization: 


(once the personal needs are known, 
the sales manager can define what 
he expects from his own staff, his 
fieldmen, and the agent himself. 
based upon job deseription, speci 
fications can be set forth outlining 
what a man must know as well as 
what he is expected to do. With 
these facts at hand, the actual proc 
‘ss of recruiting and selection is 
greatly facilitated, and the modern 
sales executive will want to use sct- 
entific appraisal tools in this activity. 
After all, it 1s at the agent’s level 
that a company carries out its sales 
policies, and a careful and compre 
hensive appraisal of — prospective 
agents 1s an essential aspect of sound 
sales management, 


5. Training the Sales Organization 


(j00d training pyramids the benetits 
of careful selection. The develop 
ment of an etfective training pro 
gram is an arduous task, vet one 
which pays off handsomely in the 
long run, Separate programs are 
needed for new, as opposed to ex 
perienced, men, for training should 
be a continuous process for both 
agents and field staff. Every insur 
ance sales manager wants the re 
sults which can be obtained from a 
well trained field staff, but few are 
willing to expend the necessary time 
and money. 


6. -Ietivating the Sales 
Organization: 

A variety of approaches are avail 

able to stimulate a field force to 

effective action. They include com 

pensation plans, the use of incentive | 


or contingency plans, sales meetings, | 
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Sales Manager—Continued 


personal and conterences, 
sales contests and campaigns, and 


other devices. 


group 


Most insurance companies still pay 
their fieldmen on a salary basis alone. 
()ne of our firm’s clients, however, 
after thorough study of successful 
as opposed to unsuccessful  terri- 
tories, developed a bonus system 
a variety of factors such 
as loss ratio, volume increase, num- 
ber of appointments, Cte: 
which has provided a worthwhile in- 
centive to their fieldmen. 


based on 


agency 





THE 


STANDARD 


INSURANCE 
COMPANY 


STANDARD INSURANCE 
BUILDING 


TULSA, OKLAHOMA 


Complete Safety Engineering 
including quick service 


by private plane. 


“Bring Your Insurance 


up to Standard” 











7. Supervision and Control: 


The purpose of sales supervision is 
to assure performance that will meet 
established standards. To do a 
proper job of supervision, activity 
reports and an evaluation of sales 
performance is needed. How can an 
agent be helped to do a better job 
unless management knows exactly 
what his problems are and where he 
has fallen down? Only after an 
agency manager had decided what 
he expects a particular agent to do, 
can he start to set up performance 
standards. 


&. Advertising and Sales 
Promotion: 


It is up to the modern sales manager 
to integrate the preparation of sales 
tools and the advertising, sales pro- 
motion, and publicity programs into 
a coordinated merchandising cam- 
paign. There is a wide variation in 
advertising productivity, and the 
proper evaluation of advertising re- 
sults should be as integral an aspect 
of the advertising function as the 
selection of media or preparation of 
copy. 


9. Participation in Control of Un- 
derwriting Standards: 


Underwriting results are the most 
important influence today on top 
management’s decisions as to choice 
of territories or agents from which 
business is accepted. I know of two 
large insurance organizations oper- 
ating countrywide which will accept 
new automobile business only from 
four Midwestern states. 
ance 


The insur- 
manager must have a 
thorough understanding of his com- 
pany’s underwriting policies so that 
he can implant them in the field staff 
and agency force. 


sales 


Participate in Decisions 


While the sales executive alone 
should not determine his company’s 
underwriting standards, he certainly 
should participate in decisions as to 
the general acceptability of certain 
types of risks. After all, it is his 
fieldmen who have to educate the 
agents in underwriting sales manage- 
ment, and it is they who have to 
maintain underwriting control on the 
local level. This function also entails 
the establishment of proper records 
showing underwriting results. Sales 


management faces a difficult prob- 
lem in keeping reports to a mini- 
mum, yet maintaining a sufficient 
amount of up-to-date information to 
control underwriting results prop- 
erly. 


10. Control of Sales Costs: 


The modern insurance sales execu- 
tive uses an extensive system of sales 
analyses in gathering facts from the 
firing line to keep his costs down. 
A recent study shows that the actual 
cost of having a company man visit 
an agent ranges from seven to thirty- 
one dollars. With such information 
as base, costs can be measured in 
relationship to performance. A pro 
duction report of a quota comparison 
alone is not enough unless it is ac- 
companied by proper expense allo- 
cation. Studies of comparative 
profitability are another important 
aspect of cost control. The sales 
manager today has to be prepared at 
all times to justify the expense of the 
functions under his jurisdiction. 


11. Company Organization 
Administration: 


The sales manager’s increased im- 
portance has added to his adminis- 
trative duties. An important aspect 
of his job is to interpret the sales 
operation to other departments, co- 
ordinate the work of his staff with 
them, and provide a liaison between 
agents and fieldmen and other op- 
erating units. As he most likely is 
responsible for some of the activi- 
ties in the branch offices, he will have 
to direct or participate in the direc - 
tion and control of branch manage 
ment. 


12. Public Relations: 


There are many important groups 
affecting the interests and work of 
the sales department. The most im 
portant of these is the agency force. 
In a large company, the maintenance 
of personal contact becomes increas- 
ingly difficult and even field con- 
ferences or conventions do not al- 
ways serve the 


purpose, Some 


companies have set up special agency 
advisory 


committees which meet 
with top management to discuss mu- 
tual problems. Other companies 
have found that agency surveys by 
objective outsiders can serve as one 
of the most effective tools in pin 
pointing problem areas. As a result 
of such a survey conducted by our 





firm, one company changed its field 
organization structure, manner of 
compensation, type of training, de- 
gree of supervision, and kind of sales 
promotion. The better understand- 
ing brought about by this survey 
remedied a critical situation. Other 
important groups are policyholders, 
competitive companies, local com- 
munities and government officials, 
with all of whom the sales executive 
tries to establish and _ continue 
friendly contact. 


Effect of Other Functions 


There is a last and important 
point, however. The insurance sales 
manager, in spite of the many facets 
of his job and in spite of his broad 
influence, is only one member of the 
top management group. Our firm 
has repeatedly been requested to sur- 
vey and recommend changes in areas 
management considered sales prob- 
lems, only to find that the basic prob- 
lems which affected sales emanated 
from functions other than sales. 
Often a company’s sales problem 
illustrates the iceberg, where only 
the visible part is manifested in sales, 
while the invisible part causing these 
problems is below the surface and is 
many times as large. A divided 
management group cannot produce 
an effective sales program no matter 
how good the agency head may be. 
Therefore, before embarking upon 
any fundamental company policy 
change in the sales function, we rec- 
ommend that management not only 
look at sales, but also examine briefly 
the whole organization—its objec- 
tives and policies—and the men who 
carry them out. 

Suppose your company has been 
bumbling along year after year, and 
you now have become alarmed at 
the mediocre or poor results and ask 
yourself, “What are the weaknesses 
in our sales policies and operating 
methods? How can we correct 
them? Should we change our agency 
head? Should we give him greatly 
increased responsibility ? Is the pres- 
ent incumbent the right candidate for 
such a job?” 

Before proceeding you should take 
an objective look at your present sit- 
uation. Insurance companies are 
audited continuously by state ex- 
aminers; most of them have, in ad- 
dition, a financial or internal audit. 

(Continued on the next page) 
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Sales Manager 


Such an audit plies ho 


y 1 1] 
or the controle Yet 


} 


have 


criticism 
lately 
to accept the 
While 
hay expect its sales man 


ager to handl his 


only 


compames begun 


idea of a complete sales audit, 


at COMPany 


work with con 


siderable few company 
; 
sales managers are in 


s 


& position to 


objectively evaluate and detect weak 


nesses in an operation to which they 


been so closely tied for WMS 


udit results ina 
vives both the 
agement and its 
ure of where 
a where it 1s 
e report should point 
is. functioning 

is out of line 
modern prac 
Finally, it 

set up practical objectives and 


outline speciti which 


achieved. 


procedures by 
these obyectis ay be 
(Once top management has looked at 


this factual, up-to-date, picture of 
its work, 1t can proceed to reevaluate 


company policies, broaden functions 


and responsibilities, and see that it 
has the right statf for them. 

We have thus seen that the place 
and functions of the new sales man 
a much 
His job 
a multitude of responsi 


ager have put him ona new 
higher and broader level, 
embraces 
Inlities, utilizes parts of many. sei 
ences, and employs many new tools 
and the 
evrown, so has the stature of the man 
fill it. 
assignment of many parts, and the 


techmiques, As job has 


who has to Sales is now an 
man who hopes to run the job, rather 
than have it run him, must himself 
be many-sided, 

The job requires a man who not 
only techmically the 
dis 
cussed, but sees them as an organic 


comprehends 
twelve major functional areas 


whole, is prepared to Ive each part 
the amount of attention it deserves, 
is willing to discipline himself, in 
tellectually and psychologically, for 
performance at top management 
level, and is able to provide the lead- 
ership needed to secure progress to- 
ward the This is 
insur- 
ance sales manager's job not only 


established goals. 


why | consider the modern 


one of the most challenging and de- 


manding positions, but also one of 
the 
business 


most rewarding in our entire 


FOREIGN NUCLEAR 
COVERAGE 


\ WORKING NUCLEAR REACTOR built 
by A.M.F. Inc. of New 
York and purchased by the Nether- 
lands protected 
during its operation at an interna 
tional exhibition of the peaceful uses 


\tomics, 


government Was 


of atomic energy by liability cov- 
erage in which the Insurance Com- 
pany of North America Companies 
participated. This is believed to be 
the first time an American insurer 
has participated in nuclear energy 
hability. coverage on a reactor im 
stallation abroad. 
the * 


The reactor is ot 
swimming pool” type, so-called 
because the nuclear pile rests at the 
hottom of a protective tank of water. 
The exhibition was held at Schiphol 
\irport in .\msterdam from June 
through September. 
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DIGEST OF SUCCESSFUL SELLING IDEAS 


LLING PARADE 


Stage Direct Your 
Interviews 


Hle wrore ME from Boston, Eric 5. 
Marmorek, vice president of Sharon 
Memorial Park, 
advice about 
should © sit 


whether 


and asked me my 


where a salesman 
interview, 
table or desk 
alongside him 

| knew when I read the letter that 
| was in correspondence with a mas 


during an 
across. the 
from his prospect, or 


ter professional salesman, who 
wanted every detail right. 


If more 


one 


salesmen would take the 
pains to stage direct their interviews, 
have everything about them just ex 
actly right, there 

successful salesmen. 


would be more 
You see, in salesmanship no details 
and 
a salesman who masters details mas- 


are too small to be unimportant, 


ters salesmanship. 
Marmorek 


was to the 


Take the question Mr. 
brought up, whether it 
salesman’s advantage to sit opposite 
the prospect or alongside him. 

My feeling is that he 
Opposite the prospect. 
direction, 


should sit 
It's better 
stage Reason: if you are 


sitting Opposite your prospect, you 


can watch his expression for buying 

signals. If vou sit alongside him you 

can't. 
furthermore, there a 


pects—| 


re some pros 
don't 
want a salesman plunked virtually in 
their lap. 
One of the 


among them——who 


best salesmen | ever 
saw work sat across from his pros 
handed visuals to 
that Part of his 
presentation consisted of writing out 
points on a tablet in front of his 
trained himself to write 
upside down, so that he didn’t have 
to turn the paper 


buver to read. 


pects, his them 


from position. 


buver. He 


around for the 
It was very effective. 
seated un 
Never! 


salesman has a 


Should a salesman be 
less invited to by the 
Reason: A standing 


1957 


buyer ? 


For November, 
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physical, hence 1m most cases a 


mental, advantage over a_ seated 


prospect, in the same sense that a 


mounted man has the advantage of 
height over a man afoot. 

advantage of hese little 
In the long run they go a far 


lake 
breaks. 
determining success 1 


way in your 


selling. 


Because He Works 


Hr WASN'I 
long, ten ve 
speak the 


in the 


BEEN in the country very 


SO he doesn't 


well. And 


id no chance 


Ts or so, 
language very 
old country he lx 
to learn the niceties of salesmanship 
or business: he was too busy grub 
hing a living from the rocky lands as 
a cheap farm laborer. 

But in America it was to be differ- 
ent. So he took the first selling 
job ottered him. He took a job sell- 
ing door to door, selling an electrical 
appliance costing $100 up. 
statt 
was doomed to 
his 


knowledge 


\nd everyone on the where 
he worked knew he 
failure, this 


accent, 


lowly man with 
his lack of 
and their 


They patrenized him because they 


coarse 
of Americans custom 
felt so SOTTY\ for him, the other sales 
hundred-man statf 
could have 


men on this one 
They 


for themselves. He 


saved their pity 
rst 
statf, 
his third in 
position he still occu 


finished his 
full vear in tenth place on the 

his second in third, 
first 


and 
place 
pies, 
Now 
other salesmen, what there is 
that enabled 
them so easily. 


they are wondering, these 
about 
him him to outstrip 
other re 
the 


one is 


Thev find every “ason, 
right one. 


this: HE 


luck, mostly, 
\nd the 
WORKS. 


He begins 


except 
right 


calls 
staff: he 
in in the 


making 
anvone else on the 


last man to come evening. 


before 
is the 


by Chas. B. Roth 


He wastes no shining 


works, works, work 
1 
salesmen are | 


Well, 


Not many 
work his standards 


their chi nce, 


Just Ask ‘em 


SALESMANSIII grizzled old 
a lot of bosh 


easiest thing in 


p, said the 
chap I met recently, is 
lo make sales is the 
the world. [| wanted to know more 
| have spent most of my working life 
studying salesmanship, trying to help 
and other 


sales. SO 


myself men make more 
this idea 
little odd, but | 
same. 


““All there is to 


said he, * 


struck me as a 


Was curious just the 


sales,” 


people and 


making 
‘is to see enough 
ask them to buy.” 


Then 


something after all. 


I saw that had 
I could recollect 
‘| here were 


Vork ( ity, 


mavbe he 


nany examples 
New 


called, 


two 
tailors in 
calls. 
The other 
buy. He 
failed 

\nd General Electric in its 
famous 


making 


left 
asked his prospects to 
] 


led. The other 


One left his ecard, 


SUCCEEE 
now 


that 
asked to buy a 


experiment discovered 


one person in four, 
carton of lamps, bought a carton of 
lamps. .Ask ‘em and sell, is the rule. 


Why Argue? 


\FTER WATCHING 


MILLIONS ves 
millions—of 


men and 
their march to success, tl 


women on 
ie late Dale 
came to this conclusion, 
which it seems to me holds 
salesman can use: 

‘The to get the 
an ardent is to avoid it.”” 


That's right. 


Carnegie 
nuch a 
only way 
But it won't prevent 
salesmen year after year from bark- 
ing their shins on the well-worn tree 
But if vou are 


DON'T ARGUI 


wise it will you 


\ND SELL. 
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NE OF THE BIGGEST PROBLEMS 
Ovscine all automobile insurance 
companies is that of income versus 
expense. And it is particularly a 
serious problem for the smaller com- 
panies. Automobile liability rates 
have not kept pace with the realities 
of inflation. Automobile physical 
damage rates have fluctuated with 
little regard to combined policy 
premium effects. Neither appear to 
have been equated with the ques- 
tionable practice of constantly 
broadening policy coverage without 
corresponding adjustments in rates. 


Income Lags 


Premium income therefore tends 
to lag with resulting increases in 
ratios. Inflationary tendencies 
are reflected in increasing expense 


loss 


ratios as well. Thus all companies, 
and particularly the smaller ones, 
are caught in a vicious cycle. The 
passage of multiple line laws has 
made it possible for companies to 
diversify but this has added more 
problems. The costs of providing 
multiple lines are high and_ take 
time to recover. Indeed, it is doubt- 
ful whether many small companies 
can completely recover them and, 
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proach 


ROBERT J. ICKS 
Insurance Division 
Peat, Marwick, Mitchell & Co., 
Chicago 


by and 
expenses. 


large, merely add_ to 
Competition played its part in 
encouraging companies to enter the 
multiple line field. Competition 
probably is the basis for most of 
the moves made by any company. 
On the other hand, not all competi- 
tion can be met, but nevertheless 
companies appear to try to do so 
without regard to cost or results. 
In addition to competition in the 
matter of rates, many other ap- 
proaches have been made. Some of 
these are 
picayune. 


significant, some are 
survey 
agents to become recording agents, 
permitting agents to handle smaller 
losses and the introduction of the 
envelope draft system are among 
these items as is the so-called “fast 
track” method of handling claims in 
the office. Others are interim pay- 
ment or [ 


Encouraging 


financing plans, use of 
renewal certificates and six month 
policies to say nothing of mechaniza- 
tion or automation in various forms. 
Among these are simplified policy 


arrangement and form design, intro- 
duction of typewriter-tape or type 
writer-punch devices and the print- 
ing of policies on _ tabulating 
equipment, as well as the system of 


“centsless” accounting. 


Not Succeeding 


These and other methods ali have 
been hailed as solutions to the 
problem of reducing operating costs 
yet experience shows that sometimes 
the opposite may take place or at 
least results have not 
was expected. 

Other approaches have touched on 
areas of underwriting and _ billing. 
Some companies have felt that they 
never will be able to let agents 
underwrite completely. Yet agents 
are retained solely on the basis of 
the final ratios which they 
develop. Therefore, in effect, such 
companies already are on a basis of 
underwriting the agent rather than 
the policyholder but are paying for 
both. 
when companies permit agents to 


been what 


loss 


Collection costs are increased 


pay on their accounts current rather 
than on the company 
rendered bill and some companies 


basis of a 


(Continued on the next page) 


29 





A Fresh Approach—Continued 
by ith 


1] 
IL Wwe 


use systems which increases 
COSTS Stl 

Casualty men are 
that fire 


casualty 


prone to say 


COMPAantles which 20 into 
lines tend to adopt un 


wieldy casualty procedures which 
are based on the traditional red tape 
in the fire usiness. Conversely, 
they claim that casualty companies 
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ito the held 


streamline fire operations. 


vong tend to 
\ctually 


hoth appear inelined to stick to ex 


lire 


pensive and hackneved procedures 
traditional 


“forced” to do 


either because they are 
or because they are 
so by competition, 
fo competition and — tradition 
perhaps should be added the element 
ot pride or prestige Which can add 
Many 
compames install their own tabulat- 
ing departments long before their 
volume 
Often 


to operating costs smaller 


justifies an installation. 
rather than 


other factor, is the motivation. 


prestige, any 
lhe 
traditional yardstick of not exceed- 
ing 1 of 1% of premium volume 
for a tabulating department would 
rule out such an installation in many 
smaller companies today. 

\ new development has an even 
Both the National 
Bureau and the Mutual Bureau have 
notified 


gloomier portent. 


all state insurance depart 
ments of a statistical 
l-ffective January 1, 1958, 


change in 
plans. 
it is their intention to eliminate the 
present policy 

calendar-accident 
both statistical 
purposes. 


vear basis to oa 


vear basis for 
and making 


This will make possible 


rate 


the development of fiscal vear ex- 
perience ending on dates other than 
December 31. Reviews of experi 
ence (annual calls) will be based on 
calendar-accident thus 
eliminating the tabulating of policy 
vear statistics. Both 


cooperate more closely 


figures, 


bureaus will 
with NAUA 


on rate revision dates in the future. 


Basis for Reporting 


Thus it is likely that quarterly 
summary cards for premiums and 
exposures and unit cards for losses 
will become the basis for reporting 
This 


sinaller 


to these organizations. 
affect 
panies as subscribers. But the same 
method 1s likely to be adopted by 
such 


may 


relatively few com 


} Midwestern 
Independent Statistical Service and 
National 


dent 


organizations as 


Association of Indepen 
The that 
accuracy in computation of earned 


Insurers. reason 1s 
premiums and comparisons within 
insurance departments 
require such handling. 
Although the smaller companies 
will not 


state will 


forced to 
install electronic computer installa 
tions, they will have to make much 


necessarily be 


heavier demands on their tabulating 
departments or 
bureaus. 


their service 
Keven af tabulating costs 
held to the ideal. of 


these costs are bound to 


presently are 
a9 ot 1%, 
rise on this new basis. 

hese are but a few of the trends 
which have serious implications for 
all casualty and multiple line com- 
pames and particularly the smaller 
ones. Expenses are rising and such 
companies are going to have to step 
in with boldness and imagination or 
they wall find themselves in trouble. 
Closing 


will not make 


the problem go away. 


Ss 


Instead of 


one’s CyvesS 


continuing to operate 
on a patchwork quilt basis, a new 
needed. “Two areas 
v_ little 
attention could vield much of value 


with exploration. These fields com- 


approach 1s 


which have received very 


prise policy design and rating, 


Description Not Needed 
Many 


made 


have 
held of 


mechanical 


companies already 


vreat strides in_ the 
from a 

Yet all of 
based on the tradition that an auto- 
mobile must 

Although 
panies waive car description where 
only BIL and PD are carried, these 
policies are in the minority. 


pohiey design 


standpoint. these are 


policy contain car 


description, many com- 


There 
is no more reason to continue car 


description for physical damage 
coverage than there is for lability 
coverages. Yet, the automatic cover 
age feature of thirty to three hun 
dred and sixty-five days now granted 
requires a claim department to 
verify ownership and car description 
in the the 


Car 


event of loss during 
period. 
the policy thus is of 
but its inclusion 
with it a long trail of mechanical 
procedures 


automatic coverage 
description 11 
no value carries 


which are expensive 
because they are based on something 
of no intrinsic value. 

Among these procedures are the 
time of the agent in writing up an 
application together with the whole 
process of and of 


no matter what 


rating policy 


writing, means are 
used to accomplish the issuance of 
an original policy. If the 
endorsement 


cost of 
issuance is coupled 
with the costs of issuing a policy 
it will be recognized as no small 


item. The time and effort involved 
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in rating, typing, filing and mailing 
and the statistical, accounting, and | 
collection activity resulting from | 
endorsement after initial issuance of 
policies are considerable. 
Experience varies by company, 
of course, but conservatively, the 
number of policies endorsed each 
year probably is no less than 25% 
of the total in force and probably 
more than that. If the bulk of these 
or least the familiar change of car 
could be 
the savings would be considerable. 
It should not be difficult to de- 
velop the policy language necessary 
to make possible the complete elimin- 
ation of car description. The defini- 
tion of owned automobile could in- 
clude reference to the automobile 
“licensed for use of the 
insured by the 
authority.” A 
declarations 


endorsement eliminated, 


named 
state 
statement in the 
could warrant that 
“only one automobile is licensed by 
the state licensing authority and 
insured herein 


licensing 


unless otherwise 
stated” and the proper premium 
charges. i 


given 


Obviously, all cars in a 
family would have to be 
insured with one company. 

Major Savings 


Newly acquired cars also would 





have to be so licensed and the in- | 
sured would be required to notify | 
the company if it were in a cost| 
group other than as stated in the | 
declarations. Such a plan coupled 
with the use of renewal certificates 
or open expiration dates could re- 
sult in major savings in overhead. 

The second area mentioned was 
that of rating. The modern trend is 
toward “package policies” 
package or composite rates. 


and 
This 
trend has not appeared as yet to 
touch automobile insurance, at 
least in the United States, but it 
could be rewarding to examine its 
possibilities because automobile in- 
surance also is widely sold as a 
package. 

The simplest approach to such 
a change in rating basis would be 
to combine BIL, PD and medical 
into one single limit basis such as 
is done with CPL policies, so far 
as the liability portion is concerned. 
In physical damage, the present 





symbol or cost group basis would 
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the Policy th has been 
Medica] ex 
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curred up 
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for accident and sickness for expenses incurred within 3 years* 
(treatment in home, hospital or doctor’s office) 


... level pre- 
miums... 


. minimum exclusions... 
pays regardless of other insurance in force except Workmen’s 
Compensation or Occupational Disease Act or Law Benefits. 


GET ALL THE FACTS TODAY. 


special children’s rates. . 
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HENSIVE Major Medical Expense Plan. 
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rresponding to 


were con- 
sed to about four groups roughly 
current symbols 
P. Rating would be 
mplified especially if 
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ne coverage on a 
, or $100 deducti- 
four single rates 
he multiplicity of 
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Towing or road service could be 
included for a small loading. It 
would be necessary to provide cause 
of loss coding but this would be no 
particular burden. 

Such a rating basis would break 
down somewhat 

Cost 
O0—1900 
1901-2600 
2601-3700 
3701 and Over 


follows. 
Symbol 
A 


as 


There will be those who will ques- 
tion the applicability of such a rat- 
ing basis to used automobiles. Yet 
this also is not an insurmountable 
obstacle. A method of factoring 
against the used purchase price 
could be used to place the automo- 
bile into its proper cost group. As 
an example, some such method as 
the following would be found fairly 
accurate: 


When Purchased 


Current year model 
Previous year model 
model years old 
model 
model 


110% 
120% 
140% 
150% 
160% 
170% 


280% 


years old 
years old 
model years old 
model years old 
model years old 400% 
model years old 650% 
model years old or older 1,600% 

The two areas of policy design 
and rating could be combined. This 
combination comprises the accep- 
tance of the principle of insuring 
the driver rather than the automo- 
bile. That is, normally a_ policy 
would cover the owner and spouse if 
resident in his household. Addi- 
tional charges could be devised on 
a per person basis (under 25 and 
over 25) as well as blanket coverage 
to include DOC. In other words, 
the ultimate would be a policy con- 
forming to the present family auto- 
mobile policy but such complete 
coverage would result from succes- 
sive increments of charges rather 
than being provided to everyone 
whether it was needed or not. 

Many may disagree with this 
particular approach to a presently 
serious and potentially tragic situa- 
tion. But few can disagree that the 
twin problems of high loss ratio 
and high expense ratio exist. Nor 
can there be much disagreement 


with the fact that matters are get- 
ting worse instead of better. The 
stock answer that all of our problems 
would be solved if only we could 
get a good healthy rate increase 
is just not the right answer. Some 
sacred cows are going to have to 
be attacked. And what is needed is 
the courage and imagination to 
attack them. 


GROWTH OF A & H 


THE GROWTH RATE in the last three 
years of voluntary hospital and 
surgical insurance has risen mark- 
edly with each succeeding year, ac- 
cording to an analysis by the Health 
Insurance Institute. The number of 
persons covered for hospital ex- 
penses increased 1954, 
7.9% in 1955 and 11.1% in 1956 
over the previous years to reach 
66.3 million at the end of 1956. 
These figures include individual and 
family policies as well as group pro- 
grams. For surgical expense insur- 
ance the rate of growth was 4.6% 
in 1954, 7.3% in 1955 and 11.2% in 
1956 to reach a total of 63 million 
persons covered by the end of 1956. 
In its analysis, the Institute showed 
that regular medical expense insur- 
ance registered comparable gains of 
12.9%, 20.8% and 18.9% so that 
there were 29.8 million persons 
covered by the end of 1956. Major 
medical insurance recorded even 
greater gains increasing 80.2%, 
138.4% and 69.4% during the years 
studied. This coverage rose at the 
unprecedented rate of 1,188% dur- 
ing the period between the end of 
1952, the earliest year for which ac- 
curate records are available, and the 
end of 1956 when 8.9 million per- 
sons were covered. By May 1, 1957, 
this total had risen to more than 10 
million, it is estimated by the Health 
Insurance Council. 


RULE AGAINST GROUPS 


COMMISSIONERS Thurman of Ken- 
tucky and Hammel of Nevada, have 
ruled that the grouping of persons 
or risks for preferential treatment of 
cost or forms of fire, casualty, surety 
or marine insurance is prohibited 
in their states unless approved by the 
department. The regulations do not 
include accident and health 
erages. 


5.9% in 


cov- 
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QUESTION | 


“B” entered into a contract on 
November 15, 1954, to construct a 
house for “O” in accordance with 
certain plans and specifications by 
March 1, 1955, for the sum of $18,- 
000, on land owned by “O”. Answer 
the following questions in relation to 
these and the following facts, and 
explain fully the reasoning behind 
your answers: 

(a) Must this contract be in writing 
in order to be enforceable ? 

(b) Could “B” validly assign his 
rights and duties under this contract 
to another building contractor with- 
out obtaining the consent of “O”? 
(c & d) Assume that the house was 
only partially completed on March 
1, 1955. Would “B” or his repre- 
sentatives be entitled to collect any- 
thing from “O” if failure to perform 
fully was due to: 

(1) the death of “B”, or 

(2) the partial destruction of the 
structure due to a fire not caused 
by the negligence of either “B” or 
“Cy oF 

(3) a strike of ““B’s” employees in- 
stituted during 
struction ? 


the course of con- 


Answer 


(a) No. Asa general rule contracts 
need not be in writing to be en- 
forceable. Ordinarily proof of a 
contract may be made by the intro- 
duction of oral testimony tending to 
prove the existence of either an oral 
or an implied contract. 

There is always a greater possibil- 
itv of fraud and perjury in oral 
testimony. Therefore, statutes re- 
ferred to as Statutes of Frauds have 
been passed providing that certain 
tvpes of contracts cannot be proved 
by the introduction of oral testi- 
If this defense that the con- 
tract is not written is not pleaded 


mony. 
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Part IV—Law 


promptly by the defendant, he will 
be said to have waived it and oral 
proof may then be introduced. 

Among the contracts commonly 
required to be in writing, and those 
particularly pertinent to this ques- 
tion, are contracts for the sale of 
an interest in real estate, contracts 
for the sale of personal property in 
excess of a given amount, usually 
$500, and contracts not to be per- 
formed within one year from the 
time they are entered into. 

The contract in question in this 
case is a construction contract. It 
does not come within either the real 
estate or the personal property pro- 
visions of the Statute of Frauds. 
Likewise, by its express terms, it 
is to be performed in a period less 
than one year from the making of 
the contract. This contract there- 
fore need not be in writing under 
the provisions of a typical Statute 
of Frauds. 

(b) “B” could validly assign this 
contract without “O’s” consent be- 
cause it is basically not one for 
personal services but rather is a 
contract for the construction of a 
building according to certain set 


plans and specifications. There is 


no personal, subjective 
this contract which would make the 
performance of the contract by 
someone othe1 


element in 


than less satis- 
factory. It is required by the con- 
tract that the specifications and plans 
be met by the contractor and does 
not require the skill or creative abil- 
ity of a particular person. 

If “B” did assign this contract to 


another person he 1 I 


would neverthe- 
less be responsible for the full per- 
formance of the contract. One mav 
not discharge liabilities by the simple 
process of assigning them. | 
assignee did not complete the 
tract in the way, 
would have a right against “B’ 

the failure to properly perform, if 
he so desired. 


prescribed 


such contracts 
for a provision to be included stating 
that the contract is not assignable by 
the contractor without the consent 
of the other party. In the absence 
of such a clause, however, the con- 
tract would be freely assignable. 

(c & d) (1) Death does not dis- 
charge a contract except when the 
contract is personal in nature and 
personal duties remain to be per- 


It is common in 
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of the Institute’s curriculum. 


DEAN’S NOTE 


This composite set of answers to the June 1956 Chartered Property 
Casualty Underwriter examinations given by the American Institute 
for Property and Liability Underwriters, Inc., has been prepared from 
the papers of the examinees. Editing was necessary to assemble each 
composite answer and present it in condensed form. 
content in some cases is more complete than was required for a high 
grade and answers have been given to all the questions even though 


It should also be mentioned that although these answers have been 
taken from meritorious papers, they are not necessarily perfect. Many 
of the questions involved judgment on the part of the candidate and 
no hard and fast solution could be required. Credit was given for 
the reasonableness of the answer and the evidence of intelligent appli- 
cation of a candidate’s knowledge. 

Candidates are cautioned not to rely on this set of questions and 
answers as a method of direct preparation for the C.P.C.U. examina- 
tions. They may be useful as a guide to the type of questions asked 
and the content of answers desired by the Institute. but they cannot 
be a substitute for thorough study and mastery of the subject matter 


However, the 











C.P.C.U. Questions—Continued 


formed at the time of death. This 
contract 1s not personal in nature, 
and therefore the estate of “B” re- 
mains liable for performance. If the 
estate of “B™ does not proceed to 
perform in accordance with the con- 
tract, not only would it not be able 


Unless time was expressly stated 
to be the essence of the agreement, 
reasonable delay will not be a 
ground for recision of the contract 
by “O,” and the estate will be per- 
mitted to complete in a reasonable 
time. 

If the construction contract pro 
vided for periodic payments to the 


to collect for the work done, but 
would be lable for 


ages would flow 
of contract. 


Commercial Union 
Assurance Co. Ltd. 


The Ocean Accident & 
Guarantee Corp. Ltd. 
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Insurance Company 
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Insurance Co. Ltd. 

The California 
Insurance Company 
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Company 
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Company Ltd. 
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whatever dam- 
from 
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this breach 


such a case the retention 


Family Automobile Policy 


This is the newest package policy of bodily injury 
and property damage liability insurance consoli- 
dated with physical damage insurance on the 
insured’s own car. It is the up-to-the-minute auto- 
mobile policy designed exclusively to insure the 
family car. 


It insures the family and all relatives resident 
in the same household in owned and non-owned 
cars on an “occurrence” basis rather than on an 
“accident” basis. It includes Medical Payments and 
pays for malicious mischief and vandalism damage 
to tires. Affords automatic coverage for all private 
passenger cars, utility cars and trailers owned by 
the insured or spouse during the policy period. 
These are only a few of the 25 ways in which the 
protection of owners of private passenger cars is 
broadened in the new Family Car policy. 


Family Protection Coverage, by endorsement 
to the Family Automobile Policy, is now available 
to pay the insured, spouse or relatives in the same 
household, damages to which they are legally 
entitled from the owners or operators of an Unin- 
sured or Hit and Run automobile. 


Our companies write these and a broad line 
of modern package policies. To sell modern—seli 
Commercial Union-Ocean Group. 


NION— OCEAN GROUP 


contractor as he finished specified 
portions of the work, he may have 
already received part payment. 


money by the estate is conditioned 
on completion of the building in 
accordance with the contract. 

In the event of a persistent refusal 
by the estate of “B” to carry out 
the terms of the contract, “O” may 
have grounds on which to rescind 
the contract. In such a case, how- 
ever, his right to refuse to pay 
anything for the work done, or his 
right to get back any partial pay 
ments made, would depend on the 
operation of the law of unjust en- 
richment. 

(2) The partial destruction of the 
building will not discharge this con- 
tract. This risk is one assumed by 
the contractor unless otherwise ex- 
pressly set forth in the original con- 
tract. If time is not the essence of 
the agreement, he will have addi- 
tional time in which to complete 
construction, but must bear the 
added cost alone. This risk is, of 
course, one which may be covered 
by insurance. 

(3) The strike of “B's” employees, 
whether or not caused by “B's” 
action or inaction, is a risk assumed 
by “B”, unless expressly otherwise 
set forth in the original contract. 
It is a foreseeable risk and not the 
type of impossibility that will cause 
the discharge of the contract. “B” 
can only collect if he completes the 
work, “13” will, in addition, be liable 
for any damages caused by _ his 
failure to perform. 

It is possible that under the rules 
of quasi-contract the contractor 
may make a partial recovery if he 
cannot complete the performance at 
all through no fault of his own, and 
if “OO” uses the building as a base 
for further construction. In such a 
case, however, the original contract 
would not control the amount. of 
compensation to which “B” would 
be entitled. This would be controlled 
hy the amount of benefit received by 
gs Ba 


QUESTION II 


(a & b) “A” was injured due to 
the negligence of “S", a salesman 
employed by “L” to sell automobiles. 
“S” was employed on commission 
and was authorized to take cars 
from his employer's lot for demon- 
stration purposes only when he had 
a prospect with him and not after 
5:30 p.m. 


“S” took a car from 
I.’s lot at 7:00 p. m. one evening, 
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alone, for the purpose of demonstrat- 
ing it to a third party, and on the 
Way to the home of the prospect 
negligently struck and injured “A” 
(1) “S” lable to: “A”? 

(2). Is “L” hable'to: “A”? 

(3) What rights, if any, does “LL” 
have against “S”? 


| Ss 


Include in your answers to the above 
questions a statement of the legal 
question that must be answered in 
order to determine the existence or 
non-existence of lability. 

) FP ane “VO 


wite, owned certain 


husband and 
real estate 
“EL” contacted 
broker and. in- 
formed him that they desired to sell 
the $20,000 


quested ual 


as 
tenants by entireties. 

a real estate 
for and 
customer. 


property re- 
to obtain a 
“RR” did so, but in the meantime “H” 
and “W” had separated, and “W" 
refused to sell. “R” brings an action 
ssl 
Discuss fully the principles deter- 
mining the lability of “H™ to “RR”. 


against for his commission. 


Answer 


(a&b)(1) Yes. A person is always 
It makes no 
ditference in this case that “S” 
the employ of “L” 


liable for his own torts. 
was 
in and was en- 
gaged in the conduct of “L’s” busi- 
ness. “A’, the injured party can sue 
the actual tort-feasor if he thinks it 
is best to do so. 

(2) Yes. The test to be applied in a 
case such as this is whether “LB” was 
in the course of his employment 
occurred. This 
merely means whether he was on his 


when this accident 
principal's business as distinguished 
For the purpose of 
tort liability, it is not important what 
instructions were the 
master to the servant or the princi 
pal to the agent. No question of 
authority is involved because there 


from his own. 


given by 


can be no reliance on authority ina 
tort 


authority and reliance on authority 


case. .\n analysis based on 
is only pertinent in a case involving 
contractual liability. 

In this case ““S” was hired for the 
\t 
the time of the accident which was 
caused 


purpose of selling automobiles. 


by his negligence he was 


engaged in the business of selling 
automobiles, despite the fact that he 
was not acting in accordance with 
his instructions. Therefore it seems 
clear that he was within the scope of 
his employment and, as a result, his 
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principal “L.”” will be lable to the 
injured party, “A”, if “A” 
to pursue “LL” 


chooses 
instead of the actual 
tort-feasor. 

SS) eel Se without 
liability because of “S’s” breach of 
instructions. In addition if “LL” is 
pursued by “A” 
pay “A” 


quire “S” 


can discharge “S”’ 


and is required to 
his damages, “‘l ‘an re- 
tor the 
ultimate liability for this negligent 


to reimburse him, 


act rests upon the tort-feasor, “S” 


c) Unless the contract of employ- 
ment states that a real estate broker 
is entitled to his commission only on 


the completion of the entire transac 


tion, he is entitled to his commission 


when he finds a buver who is ready, 


willing and able to purel 
] 10 } ] 
i I 


esignated Dy 


ase on tl e 
terms the seller. In 


this case the broker obtained sucl 


customer and, therefore, he is en- 


titled to his full commissio1 








C.P.C.U. Questions—Continued 
lf “HH” had the authority to repre- 
sent his wife in the employment of 
this broker, he is nevertheless fully 
liable to “Rif 
= : ; Aas 

sue him alone because his liability 


‘k*’ chooses to pur- 


with his wife on the contract is joint 
broker, in other 
both. It 
he had no authority to represent his 
wife in the employment of the broker 
he is this 


and several. The 


words, can sue either or 


nevertheless hable. In 


event he would be lable on a breach 
q that he did have 
authority to represent his wife. Of 


ol warranty 


course if he did not purport to repre- 
sent his wife, but merely requested 
the broker to obtain a purchaser, he 
alone would be lable on the contract. 

In a tenancy by the entireties it is 
clear that both the husband and wife 
must sign the deed. The inability of 
“HH” to obtain “W's” signature is 
immaterial in this case, however, be- 
cause the right of the broker to his 
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commission Was not made dependent 
on the consummation of the entire 
transaction. 

Some jurisdictions require that 
the appointment of an agent to sell 
real estate be in writing to be en- 
forceable. In such a_ jurisdiction 
“Hl” would have a valid defense of 
the Statute of Frauds if the agree- 
ment with the broker had not been 
in writing and signed by “H” 


QUESTION Ill 


(a) “D”, a director of the Beta 
Corporation, Was present at an auc- 
tion sale where business machines 
were being sold. He noticed the sale 
of a machine needed by the Beta 
Corporation and made a bid of $300 
which was accepted. The contract 
was signed in the name of 
Corporation, by 


“Beta 
‘D’, director.”” The 
Beta Corporation refused to accept 


delivery of the machine. Explain 
the principles which determine the 
rights of the seller against : 

C3} "SF" 2 Ge) 
tion. 

(b) The Sigma Corporation entered 
into an agreement of consolidation 


the Beta Corpora- 


with the Gamma Corporation, sub- 
share- 
holders. “H” is a large shareholder 
in both corporations and is in favor 
of the consolidation. Are the dis- 
senting shareholders legally entitled 
to an injunction to keep “HH” from 
voting his shares on this question 


ject to the approval of its 


because of his personal interest? In 
the course of your answer discuss 
the position of a shareholder in rela- 
tion to his corporation. 
(cy “Pea promoter fora pr yposed 
corporation, entered into a contract 
with “NX” for the purchase of office 
equipment, and signed the contract 
as “P”, for the proposed Zeta Cor- 
poration. When formed the com- 
pany took possession of the equip- 
ment and now refuses to pay for it. 
What are the rights, if any, of “X” 
against : 
Cay "9 
(2) the Zeta Corporation ? 

Give reasons for your conclusions. 


Answer 


a)(1) The basie principle deter- 
mining the rights of the seller is that 
a director, by virtue of that office 
alone, has no power to bind the cor- 
poration. The board of directors is 
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invested with the power to manage 
the corporation when assembled in a 
meeting called and held in accord- 
ance with the requirements of the 
law. As separate individuals they can 
make no decisions and enter into no 
contracts. Only the have 
power to bind the corporation to 
third parties, and then only within 
their authority. If this director was 
also an officer usually charged with 
such procurement, or if he had been 
given express authority to enter into 
this contract by the board of direc- 
tors, the 
bound. 


officers 


corporation would be 

Since it does not appear that he 
was an Officer of such a type or was 
given any special authority, he alone 
is liable on the contract either on the 
theory that it is his contract, or that 
he made a that he had 
authority to enter into such a con- 
tract when he had no such authority. 
2) The liability of the Beta Cor- 
poration is determined on the same 
principle. 


warranty 


The corporation is not 
liable on a contract made on its be- 
half by a director who is not either 
an officer charged with the making 
of such contracts or expressly 
authorized to enter into such a con- 
tract. The corporation might, of 
course, have ratified the contract by 
taking possession of the machine and 
using it. Since this did not occur, 
the corporation is not liable. 

(b) No. The way in which a share- 
holder votes his shares is his own 
personal matter. He is under no 
fiduciary duty to the corporation or 
to the other shareholders. If “H” 
was a director in the corporation an 
entirely different question would be 
presented since a director cannot 
vote on a matter in which he has a 
personal interest. As a shareholder, 
however, he is free to vote his shares 
in accordance with his 
interest. 

(c)(1) “P” is liable. According to 
the majority view, a promoter is 
liable on 


personal 


pre-incorporation con- 
tracts both before and after the cor- 
poration is formed and whether or 
not the corporation, when formed, 
adopts the contract. Before incor- 
poration the promoter has no prin- 
cipal and, therefore, he alone is liable 
on the contract. After incorporation 
the law is inclined to treat the pro- 
moter in the same way that an as- 
signor would be treated, and as a 
result he remains liable on the con- 
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tract. There (1s, 


possibility of a novation. A nova- 
tion 1S, properly speaking, a substitu- 
: this i 


ers 


tion of parties and 1 


1 case it 
would require the sel 


i 
] consent, 
in one way or another, to a substitu- 
tion of the corporation’s liability for 
the liability of the promoter. It 
could occur expressly by anticipa- 
tion in the original contract, so that 
the parties would have stipulated 
that on incorporation or adoption by 

| would 
promoter 


seller 
automatically release the 


the ¢ rp ration the 


however, the 


from liability. It could occur by im- 
plication from the manner in which 
the promoter signed “for the pro- 
posed Zeta Corporation.” It could 
occur at the adoption of the contract 
by the Zeta Corporation if the seller 
expressly agreed to release the pro- 
moter. The majority of jurisdic- 
tions, however, would normally con- 
tinue to hold the promoter liable 
despite the incorporation of the Zeta 
Corporation and its subsequent 
adoption of the contract. 
(Continued on the next page) 
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“HL” had the authority to repre- 
sent his wife employment of 
this broker, he is nevertheless fully 
liable to “RU aif “R” 


sue him alone 


chooses to pur- 
because his liability 
with his wife on the contract is joint 
and several. The broker, in other 
both. If 
he had no authority to represent his 
wife in the employment of the broker 
he is 


words, can sue either or 


nevertheless hable. In this 


event he would be lable on a breach 
of warranty that he did have 
authority to represent his wife. Of 
course if he did not purport to repre- 
sent his wife, but merely requested 
the broker to obtain a purchaser, he 
alone would be liable on the contract. 

In a tenancy by the entireties it is 
clear that both the husband and wife 
must sign the deed. The inability of 
“H” to obtain “W's” signature is 
immaterial in this case, however, be- 
cause the right oft the broker to his 
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commission Was not made dependent 
on the consummation of the entire 
transaction, 

Some jurisdictions require that 
the appointment of an agent to sell 
real estate be in writing to be en- 
forceable. In such a_ jurisdiction 
“HH” would have a valid defense of 
the Statute of Frauds if the agree- 
ment with the broker had not been 
in writing and signed by “HH” 


QUESTION Il 


(a) “D"’, a director of the Beta 
Corporation, was present at an auc- 
tion sale where business machines 
were being sold. He noticed the sale 
of a machine needed by the Beta 
Corporation and made a bid of $300 
which was accepted. The contract 
was signed in the name of 
Corporation, by | De 


“Beta 
director.” The 
Beta Corporation refused to accept 
delivery of the machine. Explain 
the principles which determine the 
rights of the seller against : 

(1) “D"; (2) the Beta Corpora- 
tion. 

(b) The Sigma Corporation entered 
into an agreement of consolidation 
with the Gamma Corporation, sub- 
ject to the approval of its  share- 
holders. “H” is a large shareholder 
in both corporations and is in favor 
of the consolidation. Are the dis- 
senting shareholders legally entitled 
to an injunction to keep “H” 


trom 
voting his shares on this question 
because of his personal interest? In 
the course of your answer discuss 
the position of a shareholder in rela- 
tion to his corporation. 

(c) “P”,a promoter for a proposed 
corporation, entered into a contract 
with “AX” for the purchase of office 
equipment, and signed the contract 
as ““P”, for the proposed Zeta Cor- 
poration. When formed the com- 
pany took possession of the equip- 
ment and now refuses to pay for it. 
What are the rights, if any, of “X” 
against : 

(rR: 

(2) the Zeta Corporation ? 


Give reasons for your conclusions. 


Answer 


(a)(1) The basic principle deter- 
mining the rights of the seller is that 
a director, by virtue of that office 
alone, has no power to bind the cor- 
poration. The board of directors is 
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invested with the power to manage 
the corporation when assembled in a 
meeting called and held in accord- 
ance with the requirements of the 
law. As separate individuals they can 
make no decisions and enter into no 
contracts. Only the officers have 
power to bind the corporation to 
third parties, and then only within 
their authority. If this director was 
also an officer usually charged with 
such procurement, or if he had been 
given express authority to enter into 
this contract by the board of direc- 
tors, the corporation 
bound. 


would be 


Since it does not appear that he 
was an officer of such a type or was 
given any special authority, he alone 
is liable on the contract either on the 
theory that it is his contract, or that 
he made a warranty that he had 
authority to enter into such a con- 
tract when he had no such authority. 

2) The liability of the Beta Cor- 
poration is determined on the same 
principle. The corporation is not 
liable on a contract made on its be- 
half by a director who is not either 
an officer charged with the making 
of such contracts or expressly 
authorized to enter into such a con- 
tract. The corporation might, of 
course, have ratified the contract by 
taking possession of the machine and 
using it. Since this did not occur, 
the corporation is not liable. 

(b) No. The way in which a share- 
holder votes his shares is his own 
personal matter. He is under no 
fiduciary duty to the corporation or 
to the other shareholders. If “H” 
was a director in the corporation an 
entirely different question would be 
presented since a director cannot 
vote on a matter in which he has a 
personal interest. As a shareholder, 
however, he is free to vote his shares 
in accordance with his 
interest. 
f¢)i3) “FP” 
the majority 
liable on 


personal 


is liable. 


view, a 


According to 
promoter is 
pre-incorporation con- 
tracts both before and after the cor- 
poration is formed and whether or 
not the corporation, when formed, 
adopts the contract. Before incor- 
poration the promoter has no prin- 
cipal and, therefore, he alone is liable 
on the contract. After incorporation 
the law is inclined to treat the pro- 
moter in the same way that an as- 
signor would be treated, and as a 
result he remains liable on the con- 
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tract. There is, however, the 
possibility of a novation. A nova- 
tion is, properly speaking, a substitu- 
tion of parties and in this case it 
would require the seller’s consent, 
in one way or another, to a substitu- 
tion of the corporation’s liability for 
the liability of the 
could by anticipa- 
tion in the original contract, so that 
the parties would have stipulated 
that on incorporation or adoption by 
the seller would 
automatically release the promoter 


promoter. It 
occur expressly 


corporation the 


from liability. It could occur by im- 
plication from the manner in which 
the promoter signed “for the pro- 
posed Zeta Corporation.” It could 
occur at the adoption of the contract 
by the Zeta Corporation if the seller 
expressly agreed to release the pro- 
moter. The majority of jurisdic- 
tions, however, would normally con 
tinue te hold the promoter liable 
despite the incorporation of the Zeta 
Corporation and = its subsequent 
adoption of the contract. 
(Continued on the next page} 
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(2) Phe 


hable On 


Zeta Cor 


this contract. 


poration 1s also 
\ corpora- 
tion is not automatically bound by 


the pre-incorporation contracts of 


its promoters. It must do something 


to adopt the contract. 
idoption 


In this case 
the fact 
that the corporation took possession 


as evic need by 


of the equ Phis act makes 


pn ent 


it lable according to the original 
terms of the contract, assuming that 
at the time it took possession of the 
articles it knew, or should have 
known, all material facts concerning 
the transaction. 


QUESTION IV 


(a) “NX” and “Y" were partners in 
the imsurance business under the 
name of “X-Y and Company.” The 
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partnership had among its assets an 
automobile, title to which was in the 
name of “NX” for convenience, and 
real estate, title to which was in the 
name of “X” and “Y", co-partners 
trading as “X-Y and Company.” 
“X°, without authority, sold the car 
to “N”’, who did not know it was 
partnership property, and the real 
estate to “U", who was assured by 
“XN” that he, “X", had authority to 
sell it. What rights, if any, does 
“Y” have agamst (1) “N’, (2) 
“U™) and (3) “NX? Discuss fully 
the applicable principles of law in 
each case. 


Ch "Ge ke 


and “J” were part- 
ners who had purchased goods from 
“P™ on credit. “G” withdrew from 
the firm and entered into the same 
tvpe of individual, 
Six months later he purchased goods 
on credit from “T’? who 
aware that “G”’ had left the firm. 
About the same time “K” and “J”, 
who had continued the original busi- 
ness, purchased goods from “W” for 
the first time, on credit. What is 
the lability, if any, of (1) “K” and 
ot i to: TP” and (62) “GG” “te “WY 2 
[explain the legal basis(es) for your 
answers, 


business as an 


Was Uunl- 


Answer 
(a)(1) “Y” has no rights against 
“N”. “X” had no authority to sell 
the automobile to any person. A 
partner has authority to act within 
the scope of the partnership busi- 
ness and to sell those things sold in 
the ordinary course of business of 
the partnership. An insurance part- 
nership, however, does not normally 
sell automobiles, 
single 


and therefore a 
partner would 


authority to do so. In 


have no 
this case, 
however, title to the car was put in 
the name of “X”’ ‘N” did 
not know or have reason to know 
the true facts, “NX” had apparent 
ownership of that automobile as far 
as “IN” In such a 
case it might be said that the part- 
nership is now estopped to deny the 
authority of “X”’ to sell the car since 
“N” has relied on “X's” apparent 
ownership and has changed his posi- 
tion in reliance on that 
ownership. 

(2) Xe’ may force “U” to deliver 
a deed for the real estate to the part- 
nership. A partner has no authority 
to sell partnership real estate unless 


and, since ‘ 


was concerned. 


apparent 
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the business of the partnership is . siti 
the sale of real estate. In this case Wer ” 
‘N" told “U" that he had been given 


authority to sell the real estate, but filme Sec 
such a statement by a partner will s3%° 0. V4 
not of itself create any authority, os A | 


actual or otherwise. The third Biihg2-", 
party 1s bound to know that a part- b> ae eo : 
ner in an insurance firm does not SF, c 
have power or authority to sell part Bic! ci 
nership real estate. \pparent ue Dl rae 
authority does not exist here be is a \ No, we don’t insure 
r se (a) iW Oo as os 1( or dot . bh 4 : . . e 
catise nothing was said or done DY Swiss mountain climbers-but 
the partnership to give “U™ the im- ays fa 4 
pression that “X” had authority to gai ae #4 we do have the finest cover- 
sell. ay, 2): ie 7 
/ . age you can get on these 
Under the circumstances set forth 


here, even if “X” had authority to g.-% Hore j items, to name just a few: 
sell, the most ““U” would have ob- me 
tained would have been equitable a ae RJ | LONG HAUL TRUCKS a BUSSES 
title to the realty. Under the Uni- ' ‘ os es 
form Partnership Act where title to aay bug}? eR : PRODUCTS = ° GENERAL LIABILITY 
partnership real estate is held by BOS fe rae er BUTANE ° TAXICABS 


the partnership the deed must be ANHYDROUS AMMONIA 


signed by all partners if a perfect 











title is to be conveyed. In such a 
case full legal title would have been 
obtained by “U" only when he ob- 
tained the signature of “Y" to the quick 
deed. 

(3) “X” here has been guilty of a 2% 

breach of the partnership agreement. 3o9 4 

Asa result “Y" now has a basis on iH HOMER BRAY SERVICE ING 

which to ask a court for a decree BS. . tViiee LA ve a | “ws 
dissolving the partnership. He also 

has a right to an accounting for all 303 EIGHTH ST. N.W. * .0. BOX 1708 + PHONE 3-456) * ALBUQUERQUE, NEW MEXICO 
monies received in the automobile 
transaction. If “Y" chooses he may 
obtain damages caused the part- 
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of the real estate he may recover all 
expenses incurred by reason of 
“X's” wrongful action. 





, 

(b)(1) The liability of “K” and 

“J to “T” depends on whether “T” 

relied on their credit when he dealt “to be sure that “IT was not labor- ever, and if “T” was still unaware 
with “G". Since “T” had dealt with ing under the impression that the that “G” had withdrawn from the 
the partnership of “G", “KY and firm of “G", “K” and “J” was still firm, “K” and “J” would be liable 
“J” he would have relied on the in existence, “K’ and “J” should to “T” on the basis of an estoppel. 
credit of all the partners unless he have sent “T” written notice of (2) “G” is not liable to “W". “W" 
was on notice that “G” was no “G's” withdrawal. In such a case a had never dealt with the firm while 
longer associated with the firm. If presumption would have been raised “‘G” was a partner. He could not, 
“T" had actual knowledge that that “T" had received the notice therefore, have relied on the per- 
“G" was no longer with the firm he and, unless “T"’ could show he did sonal credit of “G’’ when he ex- 
could not have relied on the credit = not receive it, he could not hold tended credit to “K” and “J”. There 


of “K” and “J”, and therefore they “K" and “J” liable. If such a writ- is no duty to give notice, either 


would not be liable to him. In order ten notice had not been sent, how- Continued on the next pace 
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actually or by 
ment, to a 
aware of 


advertise- 
not 


way of 
person who 
the existence of the 
original partnership. The purpose 
of notice is to advise persons of the 
true composition of the partnership, 
and since “W” was never under an 
incorrect Impression he is not en- 
titled to notice. 


Was 


QUESTION V 


(a) “BB” 
6CC” 

ble instrument as 
debt. 


$1,000 
a non-negotia- 

the 
signed the instrument 
The debt be- 
came due on January 15, 1950 and 
“CC” requested payment on Janu- 
ary 15, 1950. “BB” refused to pay 
and “CC” then notified “*SS”’ 
default. “C( 


borrowed from 
and gave “CC” 
evidence ot 
ses Na 


as personal surety. 


ot the 
* took no further action 


until December 10, 1953, when he 
demanded payment from “SS”. 
“BB” had become insolvent in 
November, 1953. Does “SS” have 
a valid defense? Explain why or 
why not. 

(b & c) “M” was the maker of a 
negotiable promissory note payable 
to the order of 9 
the instrument in blank and de- 
livered it to “A’’ who negotiated it 
by delivery alone to “B” who in- 
dorsed it ‘without 
delivered it to “H”. 
were made 


“()” indorsed 


recourse” and 
All transfers 
for value. “H” pre- 
sented it to “M” for payment on the 
due date, and when payment was 
refused because he had no money 
“H’’ sent immediate notice of dis- 
honor to sae “AC amd: 33. 
(1) What is the liability, if any, of 
“(—”, “A” and “BR” to “Hi”? 
(2) How would your answer be 
affected, if at all, if “*M’s” reason for 
his refusal was that his signature 
was forged? Explain the legal basis 
for your answer, 




















NOW SERVING THE MIDWEST 


Swett & Crawford continues its dynamic growth with 
the opening of its Midwest offices—formerly Mac- 
Gibeny-Grupe, Inc.—with full facilities for placing all 


lines of insurance for agents and brokers. 


Come in and see how extra service has made Swett 
& Crawford one of the world's largest general agen- 
cies. With newly expanded facilities of a nation-wide 
organization at its disposal, the Chicago office is now 


equipped to serve you completely. 


SWETT & CRAWFORD, INC 


General Agents e 


Lloyd's, London Correspondents 
175 West Jackson Boulevard 
WAbash 2-9580 ® 


an Illinois 
e Corporation 
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Answer 


a 


defense. 


(a) does not have a valid 
A surety is a co-obligor. 
At maturity of the obligation the 
creditor may pursue either the prin- 
cipal debtor or the surety at his elec- 
tion. He need not make a prior 
demand on the principal debtor un- 
less the arrangement is one which 
constitutes “SS a guarantor of 
payment. In making a request on 
“BB”, and in notifying “SS” of the 
default, “CC” did more than was re- 
quired of him by general surety- 
ship principles. 


“CC’s” failure to pursue “BB” 
did not constitute an extension of 
time because “CC” did not obligate 
himself in a legal and binding man- 
ner not to sue “BB. Had he done 
so, “SS” would have been relieved 
unless “CC” had expressly — re- 
served his rights against “SS”. An 
extension of time to the principal 
debtor without express reservation 
of rights against the surety would 
have discharged the original surety’s 
liability because it would interfere 
with the surety’s contractual right of 
retmbursement from the principal 
debtor. 


Since “SS” became liable for the 
debt immediately on maturity he 
may be sued for the debt at anytime 
until the Statute of Limitations has 
run. The Statute of Limitations on 
contract claims is usually more than 
the time elapsed in this question, and 
therefore “SS” is still liable. 


The only remedy for “SS” dur- 
ing this interval would have been 
for him voluntarily to pay the debt, 
and then to go against the principal 
debtor, “BB, and exercise his right 
of reimbursement. 


(b & c) (1) “O””, as an indorser, is 
secondarily liable on the instrument 
to the holder. Secondary liability, 
called) conditional lia- 
bility, is conditioned on a proper 
presentment for payment — being 
made on the maker by the holder, 
and proper notice of discharge being 
given to the indorser. Since these 
things 


sometimes 


were is SEC- 


the full 


done, 2 i 
ondarily liable to “H" for 
amount of the instrument. 
“A” is not liable to “H”. “A” 


did not indorse the instrument but 


transferred it to “B” by mere de- 
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livery. As a result he has no sec- 
ondary or conditional liability. 


“B” is not liable to “H”. Although 
“B” indorsed this instrument, the 
added words “without recourse”’ 
constituted him a qualified indorser. 
Such an indorser announces that he 
will not be secondarily or condi- 
tionally liable on the instrument if 
It is not paid at maturity. The form 
of the puts all 
sequent notice of 


indorsement sub- 


holders on this 
qualified liability. 
(2) “QO” would. still be liable to 

’ but now he would be liable on 
an additional theory. All indorsers 
of negotiable instruments have an 
unconditional liability to all sub- 
sequent holders which is based on 
the doctrine of warranty. This liabil- 
ity is sometimes called unconditional, 
because it is not conditioned on pre- 
sentment for notice. 
Among other warranties an indorser 
warrants that the instrument is 
genuine and in all respects what it 
purports to be. 


payment or 


Since this instru- 
ment was forged it was not genuine. 
“()" has breached his warranty and 
is therefore liable to “H”. It makes 
no difference that “Q” was not 
aware of the forgery, if that was the 
case, for warranty liability does not 
depend on knowledge of the exist- 
ence of the defect warranted against. 
Likewise the doctrine of 
personal defenses 


real and 
not enter 
here. Although forgery is a real de- 


does 


fense, and although it is a defense 
good even against holders in due 
course, it can only be raised by the 
person whose signature is forged. 
“AML, therefore, could validly raise 
that defense, but “Q” 
defense only 


could raise the 
if his own signature 
had been forged. “Q” has warranted 
that prior signatures are genuine. 


‘‘A”’ is still not liable to “H”. A 
person who transfers a negotiable 
instrument without indorsement is 
liable only on warranties and not 
secondarily. However, even this lia- 
bility is limited. A transferor with- 
out indorsement is lable on 
ranties only to his 
transferee, which in_ this 
would be “B”. If ““B” had to re- 
spond in damages to “HH” because of 
the forgery, “B” could go against 
“A” on his warranties. “H’” cannot, 
however, pursue “A” directly. 

“B” is liable to “H”™ for the breach 


War- 
immediate 


case 
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Something better for the 
business office 











ANOTHER OF the new package forms 
which simplifies the handling of in- 
surance for the business risk is the 
OFFICE CONTENTS Special Form. Here 
is a broadened contract which can be 
written to cover “all risks’ of direct 
physical loss to office contents, in- 
cluding a tenant’s interest in improve- 
ments and betterments. 

For the eligible risk, the Special 
Form provides all-risk coverage at 























less than the cost of equivalent pro- 
tection under separate named-peril 
policies. It's an economical buy; affords 
needed coverage against unforseen losses. 


With both the Office Contents and 
the Commercial Property forms, 
Grain Dealers’ agents have the new 
all-risk packages which keep them 
well out front... enable them to doa 
better job for business clients. 


vitae L/ealers/b fia, 


INSURANCE COMPANY 


INDIANAPOLIS 7, 


INDIANA 


Western Department: Omaha 2, Nebraska 


FIRE + CASUALTY*AUTOMOBILE+ INLAND MARINE 





of the warranty that the instrument 
is genuine and in all respects that 
which it purports to be. The fact 
that “B” added the words “without 
recourse’ to his indorsement only 
frees him of secondary or condi- 
tional liability. He is still liable on 
his warranty that the instrument is 
genuine and in all respects what it 


purports to be in the same manner 
as though he had signed as an un- 
qualified indorser. 

“HL is free to pursue indorsers in 
any order. It 1s not, for instance, 
“H” to pursue 


in this case; he is free, if he so de- 


necessary for “— 


sires, to pursue “QO” immediately. 
(To Be Continued ) 
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“Unforeseen events ... need not change and shape the course of man’s affairs” 


Money doesn’t go so far today. With inflation, times have changed. 

And so have your insurance needs. The value of your home, your furniture and other 
personal possessions has soared sky high... about 70°% in the last eight years for dwellings alone. 
Why not play safe, financially? With the help of your Maryland agent or broker, 
find out the actual replacement value of your home and all your furnishings and 
personal effects at today’s prices. Then bring your protection up to date. 


Remember: because your Maryland agent knows his business, it’s good business for you to know him. 


MARYLAND CASUALTY COMPANY 


Baltimore 3, Maryland 


There are many forms of Maryland protection for business, industry, and the home. Casualty Insurance, Fidelity and Surety 
Bonds, and Fire and Marine Insurance are available through 10,000 agents and brokers. 





Another striking advertisement to help build more business for the local agent or broker 
by dramatizing the importance of insurance to value. 
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MICROFILM READER-PRINTER 


A machine that prints enlargements from 
microfilm files automatically in less than 
ten seconds has been developed by the 
Duplicating Products division of Minnesota 
Mining and Manufacturing Company. Both 
a reader and a printer in a single unit, 
it is said to be the first completely auto- 
matic printer, eliminating hand-processing 
of prints. The machine projects microfilm 
on a viewing screen in the usual manner 
for reading, then makes a ready-to-use 
print when a button is pressed by means 
of an automatic electro-chemical process 
on a special white paper, 8'2-by-11 or 8- 
by-10!2 inches. Operating on standard 110 
volt a.c., it requires no special facilities 
for operation other than the insertion of a 
roll of print paper as needed and the pour- 


ing in of about half a cup of chemical a 
week. Supplied with a lens for either 16 
mm of 35 mm film, or both, it measures 25” 


high by 17” by 19”, weighs 85 pounds. 
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mation 


tems checked. 


Microfilm Reader-Printer 
Two Line Multiplication 
Posture Chair 
Lightweight Register 

Firm Name 

Attention of 

Position 

Firm Address sas 

City eee: 
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TWO LINE MULTIPLICATION 


A new multiplying model of the Compto- 
graph ten-key adding machine that prints 
both factors and the answer on two lines 
has been developed by Comptometer Cor- 
poration. Unlike conventional adding ma- 
chines, it prints only the ‘multiplicand, 
the multiplier and the answer, which 
makes checking instant and accurate; a 


dual purpose lever locks out printing 
during cycling. For straight addition, the 
lever is flipped back to the adding posi- 


tion. The machine has an eleven digit 
listing and a thirteen digit totaling ca- 
pacity. The new model's speed has been 
increased to 220 cycles per minute. Other 
features include variable space control 
for single or double spacing; two-color 
printing (debits in black, credits in red); 
Visi-Balance window, which continually 
shows true running credit or debit balance; 
and a provision for using a constant figure 
in computing commissions and pro-rating 
by percentages. 





POSTURE CHAIR 


This radically different posture chair 
styled by Raymond Loewy Associates 
for the Do/More Chair Company, is 
of welded steel construction with the legs 
formed of tapered steel tubing. The base 
dimension of twenty inches gives a com- 
pact and contemporary appearance while 
still retaining maximum stability. The seat 
is molded and comfort-cushioned with 
foam rubber, and the contoured back-rest 
is supported by trim tubing which is plas- 
tic-sheathed to protect walls and desks. Two 
inch non-marking casters are ball-bearing 
with thread guard axles, and a special 
shoe-guard plate is located above each 
caster. Oilite bearings assure easy opera- 
tion of the swivel mechanism which has 


been enclosed to prevent dirt accumula- 
tion beneath the seat. The extended scuff 
area on the base is said to reduce mainte- 
nance costs and protect the seated worker's 
apparel. In addition, the numerous adjust- 
ment features essential for correct posture 
are retained. 





LIGHTWEIGHT REGISTER 


A portable Form Flow Register, light in 
weight and easy to handle, is said by 
The Standard Register Company to offer 
big machine features and performance 
plus the benefits of a continuous, hand- 
written record system. Featuring pinfeed 
for positive forms control, alignment, and 
feeding performance; steel and aluminum 
construction and a choice of six colors, it is 
available in three sizes, accommodating 
the three popular form dimensions—534” x 
842", 53%4” x 642”, and 45/16” x 6%”. 
Incorporating a storage compartment for 
holding a supply of multi-copy forms, the 
register can handle up to six-part sets, in- 
cluding forms held together with staples. 
The audit copy compartment, where all 
copies for later distribution may be re- 
tained intact and in order, is located at 
the bottom of the register and is so de- 
signed that the contents will not fall out 
regardless of the position in which the reg- 
ister is held. 





Best's Fire and Casualty News 











Jf 
L, 


c~ 


RECORDING & STATISTICAL CORPORATION 


‘your key to better figures since 1911’ 








SAN 
FRANCISCO 








The TABULATING SERVICE COMPANY, San 
Francisco, has joined Recording & Statistical 
Corporation as a new division. 


Corrie L. Arthur, Jr., head of Tabulating 
Service Company, will be Western Manager 
of the new division. 


This strategically located data process- 
ing center will offer west coast insurance com- 
panies and departments a service to meet any 
requirement—punched card tabulation, tape- 
to-card conversion, peak-load and special 
machine work in any volume. These and other 
services can be used on an individual basis, or 
integrated into a ‘‘package"’ designed by 
R&S to simplify and expedite data pro- 
cessing and save money for the company 
concerned. 


Addition of this division is part of an 
expansion plan to meet the local and na- 
tional data processing needs of the insurance 
industry, which we have had the pleasure of 
serving for more than 45 years. 


100 SIXTH AVENUE * NEW YORK 13,N.Y. 


Other regional data processing centers 


BOSTON * NEW YORK + CHICAGO + SAN FRANCISCO + MONTREAL * TORONTO 











ut wing's on her fingers and money in the bank... 





In every 


important category of measurement; 
speed, ease, quality of typing and servicing costs 

the new Royal will outperform any electric type- 
writer made 


And why not! It’s made by the people with the 
most typewriter knowehow. Every feature of this 
truly incredible machine was designed with a pur- 
pose ...to help your secretary produce more and 
better work with /ess effort. 

And you can interpret Royal’s superiority in 
terms of dollars and cents, money in the bank, be- 
cause of time and energy it saves. 


What’s more, this new Royal Electric is a won- 





th the incredible new ROYAL ELECTRIC! 


derful morale builder. Its streamlined beauty fits 
comfortably into any surroundings. 

Why not try out a Royal Electric in your own 
office. Your Royal man will be happy to arrange 
a demonstration and free trial. Call him today. 


es 


the instant changing ribbon that hands never touch! 


ROYAL 


Only Royal offers ‘*Twin-Pak,”’ 


electric 


Product of Royal McBee Corporation, 


world’s largest manufacturer of typewriter: 














folaelelate. 








GUY FERGASON 





Filing and Record Preservation 


HE OFFICE EXECUTIVE, pressed 
Ti daily routines and the de 
mands of top-management, often has 
little time to give to the “bread and 
butter” activities of the office such 
as filing, duplicating, mailing and 
messenger service, telephone, typing 
and other services. He is content for 
the most part to let these services 
run themselves, stepping in only if 
there is a break-down in the serv- 
ices and complaints from his fellow 
executives. Yet, in these services, 
and particularly in filing and record 
preservation, are many hidden costs 
which await the scrutiny of analysis. 


Five-In-One 


We have observed in our business 
experience that most office execu- 
tives consider themselves to be ‘‘ex- 
perts” in 


(1) human relations, 

(2) the art of selecting people, 
3) personnel, 

4) methods and 

5) filing. 


In many cases these people are ex- 
made a 
subjects and 


perts because they have 
the 
gained experience through practice. 
In many other cases they have spe- 


study of have 


cialized knowledge in a_ particular 
business enterprise, but lack specific 
know-how in the fields mentioned. 
We selected filing because we be- 
lieve it to be the most abused and 
most neglected of the services. 
Letters, reports, and trivia follow 
a beaten path from point of creation 
through regular channels to the de 
partment managers’ and executives’ 
For 
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desks, into the filing basket and into 
the files. Little thought is given as 
to whether the items should be filed 
or should be away. If the 
data goes into the file, the matter is 
apparently disposed of. About 60% 
of the data that goes into business 


thrown 


files has no future or lasting value 
and could have been disposed of 
initially without serious effect. Ob- 
viously 
attitude. 


this requires a change in 

Our attitude has been to 
preserve almost all the data which 
we receive. Our attitude should be 
to dispose of all filing matter that 
has no future value and to make the 
disposition before it goes into the 
file. 

Once in the file, it becomes com 
mingled with valuable data and is 
either infinitum or 
someone must use valuable time at 
some future date going through each 
file folder segregating the important 
from the unimportant. This is a 
costly and tedious task, but an essen- 
tial one if files are to be periodically 
stripped of valueless data. Other- 
wise, expensive equipment and ex- 
pensive space are used to house the 
files which grow each vear in bulk 


preserved ad 


as well as confusion. 


Space Requirements 


A legal size file will require ap- 
proximately three and one-quarter 
square feet of space for the file and 
at least four and one-third additional 
square feet in front of the file as 
working total of about 
seven and one-half square feet which 


space—a 


at $5 per square foot per year, costs 
Add to 
this the filing cost and putting in and 


$37.50 for housing alone. 





taking out the material, the cost will 
run around $100 (space and labor ) 
per vear per file. 
With this figure 
putation, it becomes apparent. that 


as a base of com 
the reduction in the number of files 
can be a cost savings activity 
Material that is designated for the 
files should be so marked that it is 
segregated into classes of value ; 1.¢ 
that material which will be kept for 
long periods and will be transferred 
from current filing to permanent 
storage will be filed separately from 
that material has short-lived 
value and will be thrown out in one 
vear or 


which 
less. This segregation of 
filing material will reduce the time 
required for subsequent segregation 


Specific System 


‘or example, some companies use 
such as “180” or 
“Temp” on all filing materials which 
are to be disposed of in one year. 


a designation 


Here is how the system works. Two 
file drawers (assuming normal vol- 
ume) are allocated for the temporary 
data. Each drawer is equipped with 
a regular “A-Z” alphabetically des 
ignated set of folders. In drawer 
number 1 is filed all temporarily des 
ignated filing material during the 
January—June period. In July and 
during the July-December period, 


filing of similar items is done in 
drawer #2. At the year-end, all 
items in drawer #1 are removed 
from the folders and are thrown 
wav, leaving the items in drawer 
#2. (nce the system is. started, 
each six months the oldest data 1s 


thrown away and filing is alternated 


a sete 











booklets 


P288—Secrets of Secretarial Success 

Themed by the quote ‘the first lady of 
business . . . the American secretary’ as said 
by the Secretary of Commerce, this modern 
little booklet is dedicated to making the sec- 
retary even more efficient than she is. One 
facet of her work is to save as much of her 
boss's time as possible. This is accomplished 
by answering his steno call quickly, knowing 
enough about his business to screen mail 
and callers, keeping notes, acting as a sec- 
ond memory and being informed of the lat- 
est developments in office efficiency with a 
view towards incorporating those which will 
aid the business. The methods of filing by 
sound, color, subject and numbers are all 
timesavers, and more convenient cabinets 
help too. They are all explained in color and 
sketch along with tips on progressive filing 
and other aids. 


P289—Forging Ahead in Business 


Why is it that some men succeed in busi- 
ness while others fail? Why do men of equal 
ability sometimes fare so differently in the 
competition for the better job and bigger 
salary? This booklet expounds the plain fact 
that success comes as the result of hard 
work and constructive planning; in the final 
analysis, ambition is the prime factor. Fur- 
ther, today's industries require men who are 
trained specifically in the fundamentals of 
business. Business men who wish to qualify 
for a position of executive responsibility are 
told how they can learn the principles of pro- 
duction, marketing, finance and accounting, 
which are essential to all types of businesses. 


P290—Office Planning and Layout 
Since the average worker spends 24% of 
his entire time in his office, it is essential 
that this home away from home be as well 
planned as possible. Poor planning not only 
results in expensive floor space being 
wasted, but in clogged work flow, loss of 
employee incentive and loss of customers. 
Further, the office environment directly 
affects the employees attitude and effi- 
ciency, and both suffer when the office can- 
not operate smoothly. This illustrated book- 
let evaluates such units as private and gen- 


eral offices, conference and_ reception 
rooms; and takes into consideration work 
flow, spacial problems, communications, 


lighting, color, sound and furniture as they 
are related toward each other for organ- 
ized operation. 
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out charge or obligation. Simply check 
publication(s) desired. 
P.288 P.289 
P.290 
Firm Name 
Attention of 
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Record Preservation—Continued 


months’ between 


drawers #1 and 


I SIX cycles 
#7 

The system is easy to operate 
keeps the files stripped down of non- 


essential data—and requires very 
little time to “pull” the material 
which is to be thrown away. It is 


not necessary to read each file be- 
only having limited 
value go into these folders. The des- 
ignation “180” comes from the fact 
that filing items under this system 
are retained at least 180 days (six 
months). The can be 
panded to cover longer periods or 


cause items 


system ex- 
shortened to cover a lesser number 
of months. Some companies use 
“O0-day"” drawers instead of ‘180- 
day” drawers, 


Microfilming 


Since the end of World War II, 
the use of microfilming for ordinary 
business applications has grown tre- 
mendously. The ratio of reduction, 
using 16mm. film, is about 100 to 1, 
This means that one hundred cubic 
feet of filing material can be filmed 


and housed in one cubic foot of 
space. This is a really impressive 
space saver. The United States 


(Government is a big user of micro- 
filming in its record reduction pro- 
gram. Hospitals also have found 
microfilming a great space saver in 
retaining medical records. 

Microfilming is widely used by 
many companies as a means of pre- 
serving copies of certain important 
records and documents which might 
be destroyed if there should be an 
enemy attack. These companies film 
such papers as are determined to be 
essential and otherwise not repro- 
ducible in the event of destruction 
by enemy action and file the films 
in safe boxes in areas other than the 
location of the companies’ principal 
offices. 

Filming equipment may be pur- 
chased or rented depending on the 
volume of microfilming to be done. 
The ‘‘reader” or “viewer,” however, 
should be purchased so as to be con- 
veniently available for viewing the 
films should any of the filmed items 
be required. Copies are made by 
contact printing—t.e., passing light 
through the film on to light-sensitive 
paper on which the reproduced 
image is made, 


lacsimile copies (prints made 
from microfilm are facsimile copies 
as are any copies which are exact 
copies of an original) are aduussible 
in courts under the 


which in) substance 


rules of evi 
dence, means 
that the facsimile copy can be used 
as a substitute for the original if the 
original has been destroved or can 
not be produced. Pius, of course, 1S 
a legal question which should be 
answered by an attorney, but it is 
our personal opinion that the use of 
facsimile copies of data, documents 
and other items need pose no major 
problem, particularly if the destruc 
tion of records, etc... 1s part of oa 
regular procedure and records are 
maintained of the date of destruction 
of the originals. 

Most companies that use micro 
filming in the record preservation 
also maintain other 


program, two 


items 


1. Record of all items destroved as 
to date and brief description 


Complete indexes of all films (1.¢ 
microfilms) by subject matter and 
by film roll, 


\ comprehensive cross indexed 
record will permit rapid and = easy 
finding of any item. Lach 
film roll is indexed by frames and 
a subject file is developed on a 


filmed 


cumulative basis showing the roll 
and frame numbers for each picture. 
Ordinarily the savings in microfilm 
ing is the savings in space cost 
beyond the cost of the film, labor in 
filming and the pro rata cost (rent 
or depreciation cost) of the equip- 
ment. If there is no space problem 
which requires the reduction of filing 
volume, there is no major need to 
microfilm other than the benefit of 
record preservation. 


Analysis Reports 


As part of the survey of files, an 
analysis should be made every two 
or three years of all regularly pre 
pared reports and records as well as 
special reports and statements. Re 
port making and record keeping are 
industry's biggest headaches. There 
is a tendency to perpetuate such ac 
tivities and to continue the prepara 
tion of reports beyond the point of 
their usefulness. 
the minimum 
Governmental 


Beyond require- 


ments of demands 
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for income tax 
purposes and sound accounting prac 
vary by com 
temporary situa- 
tions which require special reports 
and Once 


(adequate records 
tices which obviously 
panies) there are 
statements. 
these 
“routine” 


established, 
special reports be- 
continued, 
pyramiding themselves upon the reg- 
ular that 
increased. 


however, 
come and are 


reports so clerical man 
hours are 

even an alert management cannot 
turn these reports on and off like a 
water faucet, but rely on periodic 
weeding-out processes whereby non- 
essential activities are determined to 
exist in the 
The 
records 


the 


total survey of all activ- 
reports and 
directed toward 


ities, survey of 
she ruld be 


follow ing : 


1. Name or title 
record or report. 
2. When prepared (month, day, ete., 
showing frequency of preparation). 
3. Number of (if report) 
made, 


(description) of 


CC | eS 


+. To whom copies are distributed. 
5. Use made of the report or record. 
6. Is the report or record required 
by law, because of 
participation in trade and_ profes- 
sional associations. 


regulation, or 


7. How long are copies retained 
files. 

S. Approximately how many clerical 
man-hours are required to prepare 
the report. 

9. By what method is the report (or 
record) prepared—typed, other ma- 
chine method, handwritten, ete. 

10. Who authority to make 
changes in the content of report or 


rect rd. 


has 


Discontinuance 


It has been our experience that 
about 25° of reports can be discon- 
tinued if a serious and objective 
survey is made. However, if the 
of the survey is a “white- 
justification of activities, the 
time spe nt in making the survey will 
though the docu- 
mentation of reports will be interest- 
ing. 


tit, ogg 
wash” 


be wasted even 


\s we have so many times com- 
mented in these columns, the waste 
man-hours arises in the 
departmental level where reports are 
prepared for and often by the de- 
partment manager for his individual 
These reports fall outside the 


of clerical 


use. 
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definitions of so-called company re- 
ports and as a rule the reports reside 
within the department. We 
found innumerable instances where 
the preparation of departmental data 
duplicates information prepared else- 
where. It may be that the depart- 
ment the 
It may 


have 


manager is unaware of 
availability of other reports. 
be that 
held by management that each sub- 
ordinate du- 
plicate data for his needs in manag 
ing his department. 

Reports are part of the system of 
communications—if 


certain data is so closely 


manager must prepare 


communications 
(the impartation of information, ex- 
change of data and placement of di- 
rectives ) faulty, 
what is being done 


are no one knows 


by others; hence 
duplication is a common but expen 


sive occurrence. 


Company Library 


\s part of the concept of filing and 
record (report) preservation, and as 
an integral segment of communica- 
tions, the company library is becom- 
ing more common in today’s busi- 
ness organization, 

Included in the library 
items as: 


1. Trade, professional and educa- 
tional magazines which are available 
to the organization. 
should be 


are such 


Sufficient copies 
provided so that the 
ous members of the organization can 
readily avail themselves of the read- 
ing material without undue waiting 
for the magazines to become avail- 
able. 
sonal copies sent to their homes so 
that home reading of business pub- 
lications is made more convenient. 
? 


vari- 


Many top-executives have per- 


Books and other literature (on a 
selected basis) pertaining to a spe- 
cific type of business as well as to 
business in general. This can be a 
valuable aid in training junior 
ecutives. 


ex- 


3. Copies of all reports issued by the 
company including financial  state- 
ments, special reports, special 
studies, etc. The library record of 
reports makes a convenient area of 
study of company reports so as to 
discern duplication and 
effort. If some of these reports are 
so confidential that restricted use is 
necessary, they can be placed on re- 


wasted 
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LEADING 
INSURANCE FIRMS 


pre for ne 


‘the pen set you ill and forget’ 
HANDI-PEN DESK SET 


Writes 


after month — holds 100 times 
more ink than a fountain pen. 
You just fill it and 
Leak-proof base can’t overflow 


with fresh ink for month Only 
$9390 
LIST 


BLACK 


forget it! 


—uses any type of 
standard ink. Handi- 


Pen points are 


stantl 


placed — like new 


35 cents 


a 


in- 
y, easily re- 


A 


in Steel or 


again for as little as A 
~ 


75 cents in 
Tipped. 


Alloy- “a 
Available in 


three gleaming, deep- 
tone shades 





FOOL - 
Section “ 
ink supply, 
expansion 


PROOF CAPILLARY ACTION 
A” holds almost a year's 

section “B” handles 

from temperature 


changes. Only fresh ink cap- 
illaries through a small hole 
in the socket directly to the 
pen feed. 





HANDI-PEN FOR PUBLIC USE 


S.urdy 24” bead chain attaches pen to 


base, 


Only S425 


preventing theft and absent- 
minded appropriation. Base has fast- 
holding adhesive 
backing to hold it 
firmly to desk or 
counter. A beau- 
tiful, vet rugged 
and practical desk 
set for public use. 
The Handi-Pen 
Set may be lifted 
from the base for 
easy cleaning and 


LIST : 
filling 


BLACK 





NIBIN Yadéucdaual PEN POINTS 


FOR EVERY wy REQUIREMENT 


Gh 


Visit or call your Office Supply House Today! If not available 
locally, send for any Sengbusch Office Aid on 30 Days FREE Trial. 


30 DAYS FREE TRIAL COUPON 


Without 
days trial, 
HP-6—B, 
HP-6—C, 


HP-6—GY, Gray 


FIRM 
ATTN. OF 
STREET 
CITY 


® 
2 3017 Sengbusch Bldg. 
Milwaukee 3, Wis. 


Obligation, send us the items checked. After 30 
we willeither return the item or send our remittance. 


Black 
Copper 


$3.50 
$3.75 
$3.75 


HP-116B, Black 
HP-116C, Copper 
HP-116GY, Gray 


$4.25 
$4.50 
$4.50 
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NW. E. waLTmaN, Vice l’resident 
Insurance Co. 


ind Comptroller of the Preferred 


: Pie yy Tat ta ; 
THIS NATIONAL CLASS “31” Accounting Machine has simplified the book- 
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keeping procedure of the Preferred Insurance Co. 


“Our Lalional System saves us *7,800 a year... 


pays for itself every 9 months” — Preferred Insurance Co, 


‘We installed a National System to 
process claims and loss adjustments,” 
writes N. E. Waltman, Vice President 
and Comptroller of the Preferred 
Insurance Co. “‘Our National System 
has reduced the number of persons 
assigned to this work by 60%. 

“We use our National Class ‘31’ 
for General Ledger, too. It provides 
us with an automatic computation of 
the account balance each time an 
entry is made and a daily proof of all 


entries. Our National does the job 
quickly, too, because it posts all 
necessary records simultaneously. 
And, as a result, it eliminates dupli- 
cation of effort and makes certain 
that all related records are identical. 

“Tn all our National System saves 
us at least $7,800 a year, pays for 
itself every 9 months.” 


N. E. Waltman, Vice President and 
Comptroller of the Preferred Insurance Co. 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


989 OFFICES IN 94 COUNTRIES 


Grand Rapids, Mich. 


Your insurance company, too, can enjoy 
the increased efficiency and economy made 
possible by a National System. Nationals 
pay for themselves quickly through savings, 
then continue to return a, regular yearly 
profit. For complete information, call your 
nearby National representative today. He's 
listed in the yellow pages of your 
phone book, 
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ACCOUNTING MACHINES 
ADDING MACHINES « CASH REGISTERS 
NCR PAPER (No Carson ReauireD) 


1.A.S.A. 


modern accounting theory, practice & procedure 


Life... Casualty ... Fire... Accident & Health 


INSURANCE ACCOUNTING AND STATISTICAL ASSOCIATION 


Punched Card Premium Billing 


WENDELL L. JOHNSTON 
National Life Insurance Company 
Montpelier, Vermont 

FEW YEARS AGO. the 
Lite 
pointed 


National 
Company ap- 
a committee to study its 


Insurance 


premium billing, accounting and 
commission procedures. Several dit 
ferent equipment companies 
called in for consultation, and finally 


we decided to do 


were 


away with our 
addressograph system and go onto 
a punched card billing and account 


ing system, 


Background 


The company operates on a gen- 
eral which 


reports 


agency office system, 
and 
Premium notices 
were prepared in the home office by 
addressograph and shipped to the 
agencies which in turn mailed them 
to the policyholders. 
dividends and 


makes all collections, 


to the home office. 


The applied 
loan interest were 
entered by bookkeeping machine on 
the notice. Statements showing held 
dividends and = dividend additions 
were also shipped to the agency 
offices to be held until payment. of 
the regular premiums. 

Under the new system, the pre 
muum notice is prepared on Reming 
ton Rand tabulators and sent direct 
to the policyholder from the home 
office. These notices carry all divi- 
dend and loan information and are 
made in three parts: 
and 
are sent to the 


the premium 
notice record, which 
insured, and the 
accounting stub, which is shipped to 


payment 


the agency office. The stub is used 
in reporting premiums paid to the 
home office. 

Premium accounting and_ billing 
files consist of a manila master ac 
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and a 
manila address card, which have the 


counting 9O0-column card 
following information punched into 


them: 


Vaster 


accounting 
Contract number, collecting agency, 
state of residence, city of residence 
in’ North and 


premium, commission rate, commis 


Carolina Louisiana, 
sion change date, pension trust num 
ber, premium anniversary, and mode 
of payment, 


elddress 


Contract number, collecting agency, 
prenuum name, ad- 


and 


anniversary, 


dress, amount of premium, 


mode of payment. 


These files are kept in a_ billing 
control section which keeps them up 
to date through the use of change 
fur- 
mished by the insurance account sec 


orders and cancellation sheets 
tion and new issue received from the 
policy writing section. 


In Two Files 


These cards are in two files, and 
each file is subdivided into twenty- 
two frequency groups as follows: 


Twelve annuals--one for each an 
niversary month of the policy 

Six semiannuals—policies paying 
premiums in January—July, Febru- 
ary—August, ete. 

Three 


quarterlies— policies paying 


premiums in January-April, July 
October. ete 

(ne monthly—all policies paying 
premiums each month 


In these files there are a master 
accounting and an address card on 
every policy for which there is a 
billing of premium or loan interest 


and cases on which only dividend 
information 1s to be furnished 
There are also separate files of 


pension trust and salary allotment 
cases. The pension trust cases do 


not have address cards. The ac 
counting cards for both pension trust 
and salary allotment have the in 


sured’s name punched into them 


Reproduced 


Kach month the master account 
ing cards to be billed are withdrawn 
from the file and reproduced onto 
butf unpaid 
cards. The month and year due are 


premium accounting 
gang-punched into the cards at the 
time of reproducing. 

Policy loan interest and dividend 
cards for the same anniversary 
month that is being billed are fur 
nished from two accounts which are 
also on punched cards. A set of 
control figures by agency and divi 
dend option is furnished. Control 
figures by agency are furnished for 
loan interest also. The 
order by policy number and agency 
The loan interest and dividend cards 
are collated together 

The buff 
cards are sorted into policy number 


cards are in 


premium accounting 
The dividend and 
merged with the 
butf premium accounting cards. The 


and ageney order 
interest cards are 


prenuum accounting card is used as 
a trailer card to receive the punched 
results from the computer 

Any unmatched loan interest or 
dividend cards must be investigated 
and a set of master and premium 
accounting cards made, if necessary. 

The merged cards are 
on our 


pre Te essed 
109-21 


amount 


Remington Rand 


computer to calculate an 


due. The loan interest from the pol 











Premium Billing—Continued 


icy loan card minus any applied 
dividend on the dividend card plus 
the amount of premium from. the 
premium accounting card will pro- 
the the 


program, the dividends 


duce due. In 
held 


and dividend additions information 


net amount 


same 
on the dividend card is also trans- 


ferres to the premium 


accounting 
card 

If the amount of premium due is 
zero and the policy is a_ paid-up 
contract with only dividend informa- 
tion to be reported, a non-add con- 
trol hole is punched into the card. 
If the 


amount, 


amount due is a negative 


the card is sorted out by 
the computer. The dividend option 
is changed to cash and the premium 
accounting card reproduced, cutting 
out the amount due and the applied 
recalculated 


dividend. The card is 


to arrive at a positive net amount. 


If there is no accounting informa- 


tion on the card, it is sorted out also. 
\s soon calculation of net 
the buff 


premium accounting cards for each 


as the 


amount due is completed, 





1958 Office 


Just off the press, 
Guide. 252 pages of modern office 
equipment and its efficient use. 
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agency are separated into three 


groups: 


(a) Direct billing 
(b) Pension trust 
(c) Salary allotment 


All the buff premium accounting 
are tabulated, adding 
nuum, interest and dividend fields. 
This list, by agency, is used to bal- 
ance to our controls. 

The premium figure is accepted as 
tabulated and the net amount due is 
checked by crossfoc ting the pre- 
mium, loan interest and applied divi- 
dend. The total net amount due is 
set up as a billing control, and any 
change made hereafter must be re- 
flected in this control. 

While the above work is_ being 
accomplished, the address cards are 
sorted by policv number and agency. 
The buff premium accounting cards 
are collated with the address cards, 
comparing on policy number, agency 
and premium. Matched — cards 
merge, while unmatched ones 
sorted out. 

30th the master accounting and 
address cards carry the premium 
and mode of payment and are main- 
tained as separate files by different 
clerks in the control room. Thus a 
check on the agency and premiums 


cards pre- 


are 


is established as the cards are 
matched, As soon as all differences 
are checked out, the notices arc 


tabulated. The net amount due ap- 
pears on the accounting stub and 
the notice. This amount is accumu- 


lated for each agency. 


Checked to Controls 


\s soon as the notices for an 
agency are completed, the total net 
amount due from the stubs and 


notices is checked to the controls. 
If the totals balance, the notices are 
run through a printing burster to 
imprint the name and address of the 
If the totals do not balance, 
the notices are checked to our cross 
foot list. 


agency, 


The buff unpaid premium cards, 
after being separated from the ad- 
dress cards, are sent to the secre- 
tarv’s department with the finished 
notices. Any premium changes on 
the policies being billed are held in 
this department until the billing is 
completed. A corrected typewritten 
notice 1s made and the correction 


noted on the buff unpaid premium 
card, which is returned to the con 
trol section so that all records will 
be corrected. 

Changes of address during. this 
period of billing are typed on a 
regular envelope, and the premium 
notice is withdrawn and mailed in 
this envelope along with a slip that 
assures the insured that his address 
will be corrected the 
billing. The cards in the address file 
are corrected in regular order when 


before next 


the change orders are released for 
circulation. 


End of Cycle 


The accounting stubs are cut off 
from the rest of the notices and sent 
to the agencies. The notices go to 
the inserting machine where they 
are folded, inserted and sealed into 
a white window envelope along with 
promotional material and a green re 
turn window envelope. This com 
pletes the direct billing operation, 
and the notices are mailed. 

The buff unpaid premium cards 
are sent to the premium accounting 
section to await the payment ot 
amount due. 

Now that the billing is finished, 
the address cards are sorted by p< i 
icv number and frequency and re 
turned to the the control 


room, 


files in 


Pension trust and salary allotment 
master cards are reproduced a sec 
ond time on a red accounting card 
On these red cards the name of the 
These 
cards are sorted into policy number 
order by trust number within each 
The cards are tabulated 1) 
trust number for balancing. 

\s change 
sheets and new issues are processed, 


insured is also reproduced. 


agency. 


orders, cancellation 
a control file is created as a by-prod 
uct to the up-dating of the master 
This control file 
consists of a duplicate card for all 
accretions to the master file and a 
decretion card for every card with 
drawn from the file. 

Each month, the control cards for 
the pension trust and salary allot 
ment cases being billed are separated 
from the file. 
with the previous total summary 
cards 
within each agency to produce new 
total summary cards by trust 


accounting cards. 


These cards, along 
, are tabulated by trust number 


and 


Best's Fire and Casualty News 











agency. These new summary con- 
trol totals are used to balance the 
card count and premium figures on 
the tabulation of the red accounting 
cards 

When all trust cases have been 
balanced, the red cards are sorted 
into policy number order by agency. 
When the buff accounting cards for 
an agency are separated from the 
address cards, the pension trust and 
salary allotment cards are run 
through a control reproducer to 
transfer onto the red accounting 
cards the applied dividend, interest, 
and net amount due. 

The red cards are sorted alpha- 
hetically by trust number and agency 
and then collated with pension trust 
address cards, These address cards 
carry the name and address of the 
trust and the name of the agency. 

five-part form notices are pre- 
pared on the tabulator from these 
cards. After the totals on the notices 
are balanced with the pension trust 
control, the red unpaid premium 
cards and all five copies of the no- 
tices are mailed to the agency. The 
red cards are used as accounting 
stubs by the agency when making 
report of premiums paid. 

Qn salary allotment billing, a reg- 
ular individual premium notice 1s 
prepared on each case. In this way 
the paymaster can furnish the in- 
sured with a record of payment of 
the policy premium. The red unpaid 
premium cards are not sent to the 
agency because the agency receives 
the revular accounting stubs with 


the notices. 


Deferred Premiums 


\t the end of each quarter, all the 
control cards on direct billing cases 
are sorted into policy number order, 
by anniversary month, by mode of 
payment and then separated between 
first and renewal premium. They 
are also divided between insurance 
and annuity. These cards are tab- 
ulated and summarized according to 
the above breakdown to be used at 
the end of the year to get the de- 
ferred premiums for the annual 
statement. 

The control cards for pension 
trust and salary allotment cases are 
not used in the above operation. All 
deferred premium figures on pen- 
sion trust and salary cases are ac- 

(Continued on the next page) 
















Something New In Letterhead Paper 


MADE BRIGHTER 
THAN BRIGHT WITH 
FLUORESCENT DYE 


WESTON'S 


HAND WEAVE 


IN BRILLIANT WHITE WOVE OR LAID...AND COLORS 





Here’s the ideal paper for sales letterheads, an- 
nouncements, notices . . . for any application that will 
benefit from added interest and attention. Weston’s 
Pr or HAND WEAVE is now offered in both laid and wove 
ee) finishes featuring a radiant blue-white color made out- 
PAPERS standingly bright with fluorescent dye. 

Laid finish is also available in four attractive pastel 
colors: Ivory, Blue, Green and Gray. Matching en- 


velopes in bright white and colors. 


Ask your printer to show you samples of this bril- 
liant new letterhead paper . . . or write for the new 
Weston’s HAND WEAVE sample book. Address Dept. BE 


BYRON WESTON COMPANY 
Makers of Papers for Business Records Since 1863 
DALTON, MASSACHUSETTS 


COTTON FIBER BONDS «+ LEDGERS ¢ MACHINE POSTING LEDGERS «+ INDEX BRISTOLS 

























































Premium Billing ntinued are withdrawn from the unpaid pre- cards are used as the authority to 
mium file and sent to our tabulating — pay commissions. 


quired directly from the detail division, The ageney accounting \t the time of an agency audit, 
aster accounting cards date and home office accounting — the unpaid accounting cards in file 
During the time the notices are month are gang-punched into the — in the prenuum accounting section 

being tabulated, the master account unpaid premium ecards with each — for the agency are tabulated on audit 

ing cards for the next billing period report. The cards for each agency — form paper and sent to the auditor in 

are run through the collator to re- accounting date are then sorted into — charge of the audit. 

move the cards whose commission policy number order by commission We believe that in this new billing 


( ate coincides with the next rate, separated into first and renewal — and accounting procedure there will 
billing date. The cards removed are and, then, divided as to insurance be no substantial saving in the bill- 
sorted into policy number order by and annuity premiums, The cards ing operation. The agencies will be 
agency and a list made and sent to are tabulated on audit report forms — relieved of a great deal of clerical 
he secretary's department, where with subtotals on all the above work, On the other hand, in the 
he next commission change-date is breakdowns. Cards and tabulations — accounting procedure that is, after 


entered on the list. The list is re are returned to the agency account the premium is paid and reported, 
turned to the control section, where ing division to be balanced with the the saving both in money and time 
he necessary changes are made in reports \ll reports that do not bal is great because the same cards that 
the master accounting cards. A set ance are rerun until they do. are used to write the premium no- 
of control cards are punched and tices are used to audit the reports 


put into the control fil 


from the agencies as well as to dis 
tribute the premiums, dividend and 


fhe agency accounting division Sorted at End of Month 


} 


receives, trom the agencies, reports The balanced paid) accounting policy loan interest to the various 
of premium and loan interest paid — cards are accumulated until the end home office accounts. Also they are 
along with the corresponding ac- of the month, when they are sorted used for distribution of state pre- 
counting stubs. The premiums on by policy number and agency, then  mium tax figures. The saving at the 
the report are divided as to rate of — tabulated and balanced to controls. year end is considerable in produc- 
commission These cards are then put into state ing the deferred and unpaid pre- 

Phe unpaid premium cards that order and tabulated for premium tax mium totals for the annual. state 


correspond to the accounting stubs purposes, These paid accounting ment. 





v =—_ » FOR ALL INSURANCE PROCEDURES 
| late. Dia AND RATE REFERRALS 
the “WALLSTER ss ped ae ponneeicconant bo fonngpesrn een ro 


The magnificent ‘‘Directoire’’ 
application for walls, limited 
areas, point of information 
centers, and fast referrals. 


Dim. 32" W. (top) x 1017/2" 













q 4 Speed Casters. 


H. x 14” D. 6 Visible Binders. 
Cat. W-4 Larger binder installations Legal Drawer. 
available 
Other styles or h 
to serve p a 





your needs! 





the “DIRECTOIRE” 


All units precision made. 
Binder sections stainless steel 
and heavy masonite leaves. 


4 Speed Casters. > 
4 Binders. 
Legal Drawer. 


Dim. 301.” H. x BASIC DIMENSIONS 
40%," W. x [ aig te 1744" Wx 16%" 
18” D. : 


MODERNIZE WITH COLOR DESCRIPTIVE LITERATURE 


AVAILABLE. WRITE DEPT. 
e sTamparo 2 STANDARD oa Frost € feos! 
cette Grey be 1. cette 


AT YOUR LOCAL OFFICE 
FURNITURE DEALER. 
FOR OFFICE HARMONY 
rT oes 1) mote Oi | o | ot by don’, pee 1 eS ee ol a Oe 



















































In the time it takes to smoke a cigarette... 


LET US 
HOW YOU 


the world’s fastest 
electric typewriter 
with the world’s 


finest features! 








Made for typists by typewriter experts, today’s Smith-Corona Office Electric is the 
electric typewriter which carries on where others left off. Call your Smith-Corona 
representative for a short, dramatic demonstration of this marvelous business machine. 





Sleek, clean, modern design, All the operating controls are The special keyboard slope and Exclusive 
complementing faultless per- grouped ethciently within the slightly slanted keys give un easiest 
formance. Five lovely decorator keyboard area. Result: No waste matched typing comfort. Each 

colors Exclusive Signal Light motion, less chance for errors key cushione 1 to prevent , flat tions wit 
gives positive on-off indication. Faster, easier, Fetter typing teeling and give livelier touch (and very 


SMITH-CORONA ELECTRIC 


best business connection vou ever made 

















Record Preservation—from page 49 

serve, available only to a specitied 
list of persons and to others on spe 
cial permission, 

Look upon filing as a means of 
safe-keeping and convenient preser- 
available 
upon immediate notice. Filing is not 
desks of 
it is not a housekeeping ac- 


vation of essential data, 
a means of clearing the 
trivia 
tivity, but is a specialized skill essen- 
tial to all business enterprise. 
Storage is a means of safe-keeping 
and preservation of all data and in- 
formation required by a company, 
not on a day-to-day basis, but on an 
undetermined and unpredictable call 
Immediate availability is a 
requirement of filing 
system, but is not a requirement 1n 


basis. 
any current 
a storage system because only non- 
current, but essential data are kept 
in storage. The period of destruc- 
tion of filing materials is when the 





Treating the problems of the 
“company’s memory” (filing and 


storage) 1s an important part of 
management's efforts to reduce office 
Cost consciousness comes 
from the analysis of the reasons for 
cost increases and not from a man- 
agement directive inviting the em- 
ployees to exercise care in creating 
“expense activities.” Directives in- 
evitably refer “to the other fellow” 
and are rarely personalized, whereas 


costs. 


cost studies are factual and specitic. 


ELECTRIC LANTERNS 


MINIATURE ELECTRIC LANTERNS ot 
authentic design are suggested as 
business gifts by R. E. Dietz Com- 
pany. Made from the same dies as 
regular outdoor lanterns, and meas- 
uring eight and a half inches they 
are suitable for decorative items as 
well as children’s Durably 
constructed with baked enamel fin- 


toys. 


as a decorative item, is painted a 
locomotive Hat black and has gleam 
ing copper trim. A second is painted 
bulldozer yellow and has a ruby-red 
globe. The third is fire engine red 
with silver trim. 





ACCOUNTING BROCHURE 


A UNIFORM 


INSURANCE AGENCY 
accounting plan, described in a bro- 
chure available from The National 
Cash Register Company was devel- 
oped from a study of conventional 
insurance agency systems. The fin- 
















need of current reference has passed, ished plan—completely mechanized 
is designed to handle the follow- 


ing jobs; invoicing and posting ac- 


and the value of the items has ceased. ish, each is powered by two standard 
“D”" batteries and a Number 14 


bulb. One style. especially popular 


Storage is as selective in scope as 1s 


filing. counts current; cash receipts and 


deposit tickets; assured’s statement 





and age analysis report; check wri- 
ting and general ledger ; 
expense reports; 
and 


income and 
statistical report 
salesmen’s commission 


IDEA no. 4 


ing: 


for records. 
insurance SERVICE CENTER OPENED 
fi rms N OCTOBER 8 Alwac Corporation 






manpower, Inc. 
time-Saver 


opened an electronic computer con- 
tract service center in the Coliseum 
Building, 10 Columbus Circle, New 
York City. A programming and 
analyst staff is available to assist in 
the use of the machines and periph- 
eral equipment on a contract basis 
or as training facilities. 

Alwac at present has twenty-four 
installations of its equipment in 
government, business and scientific 
research organizations. Punch card 
and magnetic tape transport units 
make the equipment adaptable for 
commercial and insurance proce- 
dures. The computer is a low cost, 
general purpose, internally pro- 
grammed digital computer designed 
for a wide range of applications. In- 
put equipment includes Flexowriter, 
punch cards, high speed paper tape 
and magnetic tape. Output is by line 
printer, Flexowriter, punch cards 
and paper tape. 














When Office work piles up during “rush” periods — 
use Manpower, Inc. typists, stenos, and officeworkers 
temporarily to relieve the pressure on your permanent 
staff. Use our employees for a day, a week, or 
longer at low hourly rates. 


Write on your letterhead for FREE “Insurance Idea 
Newsletter” for other money-saving ideas and interesting 
case histories. 


manpower, Inc. 


804 N. Plankinton, Milwaukee, Wisconsin 


THE WORLD’S LARGEST TEMPORARY HELP SERVICE 
OVER 100 OFFICES COAST-TO-COAST 
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The MONRO-MATIC® 8N CALCULATOR 


Either as a single machine serving several workers or as a utility calculator for every desk in every department, 
this handsome Monroe 8N saves you money. For each insurance problem from simple dividend to complex 
actuarial calculation, the Monro-Matic 8N offers figure automation . .. automatic shortcuts, where you 

want them, when you need them. 

Premium, reserve and statistical calculations; interpolation and insurance formula work are done easier, more 
efficiently with the hardworking Monroe 8N. A dozen automatic advancements work together to give your 
company a new ratio between what you get and what you pay for in fast figure production. 

So whether you need a hundred calculators or one, your soundest investment is the rugged Monroe 8N ... 
designed years ahead for years of efficient service. 

Call your Man from Monroe today for a free demonstration. He’s listed in the Yellow 


Pages of your telephone book under ‘‘Adding and Calculating , 

Machines”. The MONROE Calculating Machine Company, Inc. } i=) 

General Offices: Orange, New Jersey. / } 

Branches throughout the world. See the MAN from M NROE 
Retrospective Rating Formula +» This common casualty formula often causes trouble on pom... nes 
ordinary calculators due to an elusive decimal point. But there’s no decimal dilemma a, 

with the Monro-Matic 8N. Every decimal point is properly placed automatically, DATA PROCESSING MACHINES 
without a bit of operator effort. And further, the 8N is the only calculator which 


performs the entire problem from beginning to answer without a single 
re-entry of intermediate products! 





t Building 


Maintenance 


Proper building maintenance will not overlook ceilings. A handy machine, 
newly developed, with water hose attachment, permits periodic washing. 


SIGHT most I us are accus- 


tomed morning is a 
the insurance 
business, atinosphere not 
only aids the emplovees’ morale, but 
impresses clients who visit the prem- 
ises he majority of companies 

practical 
hologi 


and pPsve 
happen by itself” 
Nn companies, 


urance Com- 


Floor is dusted, mopped and cleaned on a regular schedule. 


ualty Company, Equitable Life 
\ssurance Company, Home Insur- 
ance Company, Pan American Cas- 
ualty State Farm 


Insurance Company, use American 


Company, and 


Building Maintenance Company to 
this function. Through 
their work in various offices, ABM 


perform 


has developed many methods  spe- 
cifically designed for insurance com- 
pany facilities, They aid not only in 
functionally beautifving the area, 
but, more basically, avert building 
deterioriation. 


a 
sth 


Aa 


In keeping it spotless 


and shining, as well as lengthening its life, a non-skid cleaning solution is applied. 


28 


Generally, the “open” office pat- 
tern found in the majority of firms, 
large and small, has given rise to 
particular floor cleaning and wax- 
ing, dusting, and general mainte- 
nance procedures. In coping with 
\BM 


Ieasterday 


the huge areas, and its sub 


sidiary, Ine., 


have devised a special non-skid wax 


Products, 


to be used in conjunction with its 
gigantic floor-washing machines. 
The covering also includes a_ pre 


la 


Nightly duties include desk dusting. Here 
use of hand vacuum eliminates dust spread. 
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How This FREE Booklet Helps 


You Sell More Insurance... 
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Fourth edition of famous Mosler manual is helping 
thousands of agents write more business in 1957! 


With this free booklet you can turn more prospects Chances are you can even show him how to get 
into friends and clients . . . and sell more insurance. greatly broadened coverage at no increase in premium with 
You can check its 16 pages of authoritative facts a new safe. Thus you become a trusted member of 
and become an expert on safes. Then you can tell his team... and open the door for more insurance 
at a glance if a client’s safe is readly safe .. . explain business in other categories! 

to him what the labels on it mean... tell him its In short, this illustrated booklet gives you a new 
insurance risk classification . . . advise him on his creative-selling approach that is already paying off 
insurance set-up as it relates to his safe. for thousands of other agents. 


The Mosler Safe Company, Dept BI-238 

320 Fifth Avenue, New York 1, N. Y. 

Please send me a free copy of the new 4th edition of your Condensed 
Insurance Manual of Safe Classifications. 


Mail Coupon for your FREE copy today! 


IF IT’S MOSLER... IT'S SAFE NAME 


% Mosler Safe “7 





COMPANY 





ADDRESS 





World’s largest builders of safes and bank vaults... Mosler built the U. S. Gold 
Storage Vaults at Fort Knox and the famous bank vaults that withstood the 
Atomic Bomb at Hireshima 


g 
2 


ZONE, STATE 
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Building Maintenance 


servative to lenethen the life 

floors 
Desk toy includes periodic 

furniture 


polisl along with 


cleaning desk lamps, ete. One of 


the unusual duties along this line is 

found in the Prudential Building in 

\nge les 

twenty-five hun 1 ink wells. 

\BM_ assign full-time in 

cleaning and filling these ink 
1/1 


Nomers 


Los company uses 


- 
IDEAS... 

FOR 
FREE 


Whether you're planning a brand 
new letter revising an old 
one... here's your golden chance 
to borrow a good idea from some- 
one else . . . or go brainstorming 
on your own ply send for your 
FREE copy of ‘New Letterheads of 
the Season’. Published quarterly by 
Rising Paper Company, makers of 
fine paper at its best, this portfolio 
contains a number of samples of 
letterheads produced by printers 
from coast to coast. It’s bound to 
have at least one idea that will 
strike your fancy and help you 
show your printer just exactly what 
you want. Send for your free copy 
today. Write 





—- = 


FINE 


Rising 


PAPERS 


RISING PAPER COMPANY 
MASSA 





HOUSATONI HUSETTS 


Very important in the services for 
any insurance edifices is the propet 
cleaning of those areas containing 
photostatic machinery, IBM equip- 
ment, medical examination facilities, 
rest and cafeteria 
Regular cleaning of these rooms in- 


rooms, space. 
cludes disinfectants, special clean- 
ing fluids, and techniques 
needed to both preserve and main- 


other 


tain the phy sical properties. ( Care- 
ful instruction is given in the in- 
stance of sensitive equipment, and 
only trained individuals are assigned 
to cleaning around those machines. ) 

\s in 


maintenance costs have skyrocketed 


everything else, general 


since the war. Keeping a building 
clean has developed into a full-time 
job, with many complex bookkeep- 
ing and equipment systems needed 
to adequately do the work. ABM, by 
presenting all maintenance 
tions in a “package,” 


func- 
enabled 
more economical service as well as 


has 


more satisfactory results. 

The bookkeeping considerations 
can demonstrate present mainte 
nance complexities that have dis 
couraged many firms from “doing it 
themselves.” 

The following items partially in- 
dicate the 
building, 


scope of maintaining a 
and 
cost factor: 


portray the accurate 
Janitors’ salaries 

Janitress’ salaries 

Matrons’ salaries 

ISlevator operators’ salaries 
Watchmen’s salaries 

Janitors’ vacations 

\Vindow cleaning 

Compensation insurance 

liability insurance 

State unemployment insurance tax 
lederal O.A.B. tax 

Janitorial supplies 

Toilet paper 

Paper towels 

Toilet seat covers 

Liquid soap 

Deodorizing cakes and perfumes 
Vacuum cleaners and equipment 
Maintenance of equipment 
\mortization of equipment 

Drip machines 

I.xtra men to relieve sick or absent 
men 

I:xtra help to high dust and clean 
chandeliers 

Value of building manager's time 
Cost of bookkeeper’s time for tax 
and payroll purposes 


ABM 
the 
above lies in its participation in 
maintenance. This 
allows ABM to keep abreast of the 
newest methods and equipment, thus 
producing better results. This is 
true especially in the more modern- 
style buildings being constructed. 
Tile floors, more glass, and unusual 


that 
from 


\ nother 


feels 


advantage 


has been accrued 


Inany types of 


decor necessitated changes in main- 
tenance approaches. 

To pertect their crews’ operations, 
\BM has a nationally effected sys- 
tem of inspections. [ach month, a 
delegation of district managers pay 
a surprise visit to a particular dis- 
trict, and gives it a thorough inspec- 
tion for The prospect of 
raids” 


service. 
these “commando has in 
creased efficiency of the individual 
crews. 


\BM that 


company provide adequate “insur 


recommends every 
against de 
terioriation of facilities by instituting 
a proper maintenance program 


ance” for themselves 


NEW ELECTRONIC SYSTEM 


Ma- 


chines Corporation has announced 


INTERNATIONAL — BUSINESS 
the 705-I11, one of the most pow- 
erful electronic systems on the mar- 
ket for the processing of business 
data and the latest addition to the 
IBM 700-series of large-scale elec 
tronic data processing systems. 
One of the teatures of the new 
system is a completely transistorized 
magnetic tape unit with an input 
output rate fast enough to read or 
write the equivalent of a full-length 
novel fifteen 
This ultra-high speed tape unit, the 
IBM 729° Model 3, 


write business 


once every seconds. 
read or 
the 
rate of 60,000 characters per second, 


can 
information at 


automatically checking the informa 
tion for validity and readability at 
the same time. By increasing tape 
density, the Model 3 is able to store 
up to three times as much informa- 
tion on each tape reel. 

The system also utilizes the new 
767 Data Synchronizer which con- 
trols magnetic tape input and output 
so that the 705-I1T can read problem 
data, compute, and write answers 
simultaneously. 

(C 
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Carrier) How “the desk pen you fill just twice a year” 
saves time and money for Carrier Corporation 


r 





No messy, time-wasting refills. The Esterbrook \ point for every job. Esterbrook offers 32 points 
Inkomat 444 is always ready to write .. . its spill-proof so that everyone at Carrier has the pen to suit his job. 
base holds a six-months’ supply of ink! Writes 500 Long-lasting Esterbrook points are precision-made for 


words at a dip. neat and easy writing. 


No costly, time-wasting repairs. Carrier's Inkomat The Inkomat* {44 by 


444 sets stay in good condition. Damaged points are 


replaced immediately for only 60¢. Only Inkomat 444 ® 

is such an economical, trouble-free desk set! 
34.50 
mn en 


list price 
Choose the right point for every writing job—from Esterbrook’s 32 


Sgnaing 





* TRADEMARK 








Electronic System page 60 
In addition to the new tape unit, 
the 705-I11 features other 


advances 


several 
the 
to handle large masses of data much 


which permit system 
in a more versatile 
Calcula 
a : 
lications will 
10%. 
Using the Model 3 tape unit, the 


more rapidly and 


fashion than ever betore. 


ting time 


On many apy] 


) 
be reduced by as much as 


705-I11 will be particularly useful 
in low activity, high volume file 
maintenance applications such as 
life msurance Its use will mean 
er 


fewer tape reels needed for master- 
files, tape handling time re- 
quired, and larger files of data sorted 
in fewer machine passes. 

A 40,000 position magnetic core 
memory is provided on the 705-111. 


less 


This high speed memory can be en- 
larged to 80,000 positions by the 
use of an additional core storage 
unit. The increased capacity enables 
the system to process many applica- 
tions directly in core memory with- 
out having to use other means of 
storage. 
Simplified 


programming — tech- 


pick a plaque of 
prestige from 


KCS-Milwaukee 


PROTECT WHAT YOU HAVE 
INSURANCE COMPANY OF 


NORTH AMERICA 











Kirby-Cogeshall-Steinau Co., Inc. 
606 E. Clybourn St., Milwaukee 2, Wis. 


Prestige Plaques, Labels & Seals 
Point-of-Purchase Displays 


—To advertise your company. 
—To interest your prospects. 
—To inspire your agents. 
When it’s a question of prestige 
plaques, KCS Milwaukee is the 
answer—a company known for 
superior design and unexcelled 
craftsmanship. 





KCS — 6GO6G E. Clybourn St. 
Milwaukee 2, Wis. 


Without obligation send color brochure 
and prices for approximate quantity 
of 


NAME 
TITLE 

COMPANY. 
ADDRESS. 

















niques which enable problems to be 
processed at higher rates of speed 
also have been incorporated in the 
705-11]. These new techniques add 
greatly to the system’s flexibility 
and scope of application. 


SPEAKER LIST 


Up-To-DATE INFORMATION on more 
than two hundred twenty-five busi- 
ness executives and educators avail 
able for talks to groups on a wide 
range of business and management 
topics is included in a new listing 
compiled by the National Office 
Management Association, Willow 
Grove, Pennsylvania. International 
in scope, the list has been selected 
from both members and non-mem- 
bers of the Association who have 
previously addressed one or more 
of its chapters, in addition to speak- 
ers recommended to NOMA by na- 
tional companies. 

According to William H. Evans, 
executive vice-president of the busi- 
ness executive Association, the 
speakers are qualified to talk on a 
range of over seven hundred specific 
topics covering some thirty broad 
business and management classifica- 
tions. The list itself is not available 
for distribution but the Association 
will assist groups to locate speakers 
on specific subjects. 


PUSH-A-DIME PROBLEM 


THe Marvic Company has placed 
upon the market one of the simplest 
looking vet most baffling problems 
to fall out of an envelope in a mightv 
long time. Basically the problem is 
a simple piece of cardboard about 
the size and consistency of an ordi- 
nary business card. Riveted on to 
the card is a metal ring, the same 
diameter as an ordinary cigarette. 
The directions read, “Can you push 
a dime through the hole without 
breaking or tearing the card? It can 
be done!” Under the directions is 
ample space for the name, address, 
and short sales message of the com- 
pany using the cards for direct mail 
enclosures or as convention or sales 
meeting giveawavs. By offering the 
answers in a reply card or to visitors 
to the salesrooms of the issuing firm 
a second opportunity is gained to 
put over the sales message. 


Best’s Fire and Casualty News 








176 BROADWAY ° NEW YORK 38, N.Y. 


Write Department B for full information and quotations. 


Plants: Boston °* Danville, Illinois °* Toronto, Canada Chicago Sales Office: 223 West Jackson Boulevard 





OFFICE EQUIPMENT DIRECTORY! 


Current literature and prices on any of the following products and services may be had without 
obligation, from selected manufacturers. We will also obtain any available information on items not listed. 


FILING CABINETS 
|. Card File 
. Fibre Board 
3. Insulated 
. Metal 
. Micro 
Mobile Storage Systems 
Open Shelf Files 
. Portable 
. Rotary 
Stenci 
Tabulatinag Card 32. 
. Visible 33. 
10. Wooden = 
FILING SUPPLIES 139 
129. Cards 36 
11. Fasteners 
12. Folders OFFIC 
13. Index Tabs 38. 
14. Supports : 


MACHINES, REPRODUCING 
. Composing 
. Direct Copying 
. Duplicating 
. Micro-filming 
. Mimeograph Slip Sheet 
. Typewriter, Automatic 
. Typewriter, Electric 
. Typewriter, Manual 


MACHINES, MISCELLANEOUS 


Addressing 
Checkwriting 
Dictating 


Intercommunicatior 


. Paper Folding 
. Stapling and Fastening 


E ACCESSORIES 
Ash Trays & Stand 
Bulletin Boards 


. Cash Boxes 


MACHINES, ACCOUNTING 
15. Adding 
16. Billing 
17. Bookkeeping 
18. Calculating 
109. Payroll 
145. Punched Tape Equipment 
19. Tabulating 


MACHINES, MAILING bo 
20. Dating Stamps 49. 
21. Envelope Sealers OFFIC 
22. Mail Openers SO. 
23. Postal Meters 3. 
24. Postal Scales 143 
118. Sorters 52 
106. Time Stamp 53 
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64 


. Chair Cushions 
. Currency Trays 
. Desk Lamps 

. Desk Pads 

. Desk Trays 

. Drawer Trays 

. Moisteners 

. Name Plates 


Pen & Ink Set 

Waste Baskets 
E FURNITURE 

Air Conditioner 
Bookcases 


. Bookstands 
. Cabinets 
. Chairs 


Costumers 


. Desks 

. Fluorescent Lighting 
. Incandescent Lighting 
. Matched Suites 

. Safes 

. Stands, T 
. Stools 

. Tables 

. Wardrobes 


yt ewrit 


. Card Index 
. Duplicator 
. Envelopes 
. Labels 
. Ledger 
. Letterhead 
. Policy 
. Photocopying 
. Thin (Copy) 
. Visual Policy Jacket 


SUPPLIES, GENERAL 


68. Business Forms 

69. Duplicating Supplies 
71. Erasers (Specialized) 
72. Loose Leaf Systems 
73. Marking Devices 
75. Paper Perforators 
76. Pens 

77. Pencils 

81. Staple Removers 


SUPPLIES, TYPEWRITER 


83. Copyholders 

85. Justifier 

86. Line Indicator 

87. Pads 

88. Ribbons & Carbons 


TELEPHONE ACCESSORIES 


90. Cord Cover 
91. Holder 

92. Index 

94. Silencer 

95. Stands 


LOSS PREVENTION 


140. Burglary Alarms 

97. Fire Extinguishers 

63. Fire Protection Service 
98. First Aid Kits 

112. Floor Polish (Non-Slip) 
138. Safety Equipment 

128. Salvage Services 

125. Truck Alarm Systems 
141. Watchman's Clocks 


SERVICES 


62. Accounting System 
127. Filing Systems 

64. Office Planning 
115. Photocopying 

65. Record System 

66. Sales Incentives 
146. Sound Reproduction 


MISCELLANEOUS 


131. Accident Diagramming 
132. Advertising Blotters 
116. Advertising Specialties 
103. Birthday Cards 

130. Building Evaluation 
117. Display Material 

147. Emblems and Awards 
126. Endorse & Cancel Calculators 
104. Greeting Cards 

99. Leather Goods 

114. Policy Wallets 

100. Promotional Gifts 

148. Signs 

101. Silencer for Dictating 
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of the Month 





Answer True or False 


QUESTION | 


ive days prior to the expiration 
of a Bridge Use and Occupancy pol 
icy there is a loss and the bridge is 
closed to traffic for 30 days. The 
Insurance Company refuses to renew 
as of date of expiration. There is no 
loss under the expiring Use and Oc 
cupancy policy inasmuch as loss of 
revenue is covered only for that part 
of the suspension which is in excess 
of seven (7) days from the date of 
the loss. 


QUESTION 2 


A steel concern contracts to com 
plete a steel superstructure atop a 
bridge substructure previously in 
stalled by others. The operation of 
placing the steel spans in position is 
done from the contractor’s barge an- 
chored in the river at the site of the 
project. A flash flood the 
barge to collide with and demolish 
one of the concrete piers of the sub- 
structure. The Bridge Builders Risk 
policy covers such a loss. 


causes 


QUESTION 3 


A Bridge Use and Occupancy pol- 
icy is written on an annual per diem 
basis and due to physical damage to 
the structure caused by a peril in 
sured against, the Bridge is totally 
closed down for a period of five con 
secutive weeks. Assuming that the 


For November, 1957 


The following questions and selected answers are taken from the final 
examination given the students of the inland marine contracts course 
of The Day School of Insurance, Insurance Society of New York, N. Y. 


Inland Marine 


total income of this bridge is con 
stant, the policy would pay 8O% ot 


the total loss of revenue 


QUESTION 4 


\ Bridge builders risk policy 1s 


written in the amount of $1,000,000 


(which will be the completed value ) 
and subject to a 1% bl 


Die 


deducti 


minimum deductible to be 


When 


completed, damage from a peril in 


clause, 
Si WO), construction is 00% 
sured against amounts to 50% of the 
installed value. The of de 
ductible to be charged would he Si WM). 


amount 


QUESTION 5 


The 100% coinsurance clause ap 
plies in the Jewelers Block policy but 
the 
than 


assured 
the 
property 


may not collect more 


actual cash value of any 
lost and shall in no event 
the figure put 


property in the 


exceed lowest upon 


such assured’s in 


ventories, stock books, stock papers 
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or lists existing 
occurred, Hor bye 
replace the same 


like kind and quality 


QUESTION 6 


7 ] 


L'nder the |e weler’s Block policy, 


sold) on the installment 


property 
plan is not covered after it leaves 


tl ec assured's pre MWsSes 


QUESTION 7 


The Unattended 


the Jeweler’s Block policy may be 


\uto clause in 


necessary to have 


the approval of the I.M.1.B. 


ana 


deleted but it 1s 
charge the prescribed additional pre 


mium 


QUESTION 8 


Under certain circumstances tl 


Jeweler’s Block poli Vy covers dam 
age to the building occupied by tl 
assured 


QUESTION 9 


In addition to coverage on tl 


premises of contractors and subcor 


tractors of the assured, the (sarment 


Floater also provides coverage on 


the property insured while in due 


course of within the limits 


of the 


transit 
nited 


and 


Continental | 
(excluding Alaska 

Canal Zone) but 
premises of the assured and premises 


states 
Panama 
only between the 


(Continued 


on the next pace 





Quiz of the Month 
its contractors, subcontractors 


nulls or other suppliers 


QUESTION 10 


\ll policies covering property i) 


surable under a Giarment Contrac 


ibility. therefore, 


ited to the lability 


tors Floater ot 


even though lin 


ofa contractor or st 


ibcontractor, are 
€ ontractors 


subject to tl iariment 


Floater rules 


QUESTION 
With respect toa 


under the 


volving both di 


| 
consequential 


damage, the 


company shall not be liable for more 


than the amount of 


the policy in re 


any one disaster or 


loss, 


hot 


1 1 
MVOIVINE DOU 


spect lo 


asualty direct and 


nsequential damage, but in no 
lor more in the limit speci 


ctions 2 and 3 of the policy 


one direct physical 


12 
ition stipulations under 
l‘loater classification, 


the actual cost 


lumut | ‘ ul | 2 
hereof, labor performed at 
] 


date of OSS 


not exceeding re 
let 


Jacement COST as of adate and lace 
l 


ot loss 


QUESTION 13 


13\ payvinent Of an additional pre 


mium the Garment Floater may, 
under certain circumstances, provide 
coverage on property at the assured’s 


premises 


QUESTION 14 
\ comn 


delivery of the 


on carrier 1s liable for the 
sale merchandise ex- 
for loss or damage caused by: 
(sod, Public enemy, The Au- 
default 


1 wher, and loss by 


lhe act or 


ee, whereas a con- 


L1bote tor 


negligence 


QUESTION 15 


The attachment of the 
[LCA 


Mandatory 


endorsement to the motor 


Truck Carriers policy makes the pol- 
icy a virtual ‘All Risks” agreement 
between the Assured and the Com- 
pany. 


QUESTION 16 


Motor ‘Truck 
Iloater, Carrier's form, the company 


Under a Cargo 
can be made to pay a shipper for a 
damage NOT covered by the policy. 


QUESTION 17 


Under a Motor Truck Policy, Car 
rier’s Form, an Intra-State Carrier 
cannot limit his liability under the 
bill-of-lading. 


QUESTION 18 


Under the Motor Truck Policy, 
Carrier's lorm, premiums are de- 
termined from the values of prop- 
erty shipped, 


QUESTION 19 


The Motor Truck Owner’s Form 
policy provides the same basis of 
valuation as does the carrier’s form. 


Answers 

Os]es] 
oases] 
OS|RS] 
ond | 
Os[Rs] 
Os[es] 
only 
OS|RS] 
oud Ty 
ond | 
os[es] 
ont 
ase 

osye 


A 
A 
IS[Ro] 
| 


ose 
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FALL ISSUE OF QUARTERLY 


THE ISSUE of the Weather 
Research Bulletin, published by 
Stewart, Smith & Company, raises 
the question of whether it wouldn't 
be a good idea for scientists to stop 
tinkering with the weather. Dr. 
George H. T. Kimble, editor of the 


FALL 


Bulletin, discusses whether making 
Nature change her course is wise, or 
addition to other 
scientific editorial matter of interest 
to people in all branches of the insur- 
ance industry, this third edition of 
the publication carries a feature 
article by Paul J. C. Friedlander, 
Travel Editor of The New York 
Times, on jet flying above the 


even sate. In 


weather. 
To be put on the free mailing list, 
write to Stewart, Smith & Co., Inc., 


116 John Street, New York 38, NY. 


STATEMENT OF THE OWNERSHIP, MANAGE- 
MENT, CIRCULATION, Etc., REQUIRED BY THE 
ACT OF CONGRESS OF AUGUST 24, 1912, OF 
BEST'S INSURANCE NEWS, FIRE AND CASUALTY 
EDITION, published monthly at Rensselaer, N. Y., 
for October |, 1957 

State of New York, County of New York, ss.: 
Before me, a Notary Public, in and for the state 
and county aforesaid, personally appeared Arthur 
Snyder, who having been duly sworn according 
to law, deposes and says that he is the business 
manager of BEST'S INSURANCE NEWS, FIRE AND 
CASUALTY EDITION, and that the following is, 
to the best of his knowledge and belief, a true 
statement of the ownership, management and 
circulation of the aforesaid publication for the 
date shown in the above caption, required by 
the Act of August 24, 1912, embodied in Section 
411, Postal Laws and Regulations, printed on the 
reverse of this form, to wit: 

|. That the names and addresses of the pub- 
lisher, editor, managing editor and business man- 
ager, respectively, are: Publisher, Alfred M. Best 
Company, Inc., Executive Offices, 75 Fulton 
Street, New York, N. Y.; Editor-in-Chief, Alfred 
M. Best; Managing Editor, Chester M. Kellogg; 
Business Manager, Arthur Snyder: all of 75 Fulton 
Street, New York, N. Y. 

2. The owner is Alfred M. Best Company, Inc., 
75 Fulton Street, New York, " .- and the 
owners of 1% or more of the stock are: Mrs 
Annie V. Ammermuller, 235 West 102nd Street, 
New York, N. Y.; Mildred B. Baird, 86 Prospect 
Ave., Montclair, N. J.; Alfred M. Best, 75 Fulton 
St.. New York, N. Y.; Randolph C. Betts, 
Montreal, Canada; Clem & Company, Boston, 
Mass.; Crum & Forster, 110 William St., New 
York, N. Y.; Flitcraft, Inc., 75 Fulton St., New 
York, N. Y.; Lillian R. Floegel, Ill Stratford Ave., 
Garden City, N. Y.; Kellogg & Company, West- 
field, N. J.; Alice L. Kellogg, 615 Tremont 
Avenue, Westfield, N. J.; Chester M. Kellogg, 
615 Tremont Avenue, Westfield, N. J.; Wilhelmina 
J. Kellogg, 603 Tremont Ave., Westfield, N. J.; 
Frank J. Matre, 10 South LaSalle St., Chicago, 
Ill.; John R. McElraevy, 394 Porter St., Man- 
chester, Conn.; Raymond T. Smith, 10 South La- 
Salle St., Chicago, Ill.; Vance C. Smith, 20 North 
Wacker Drive, Chicago, Il!l.; Arthur Snyder, 75 
Fulton St., New York, N. Y.; Kathryn Snyder, 
Garden City, N. Y.; Elma W. Thomas and Joan 
W. Thomas, Indianapolis, Ind.; William E. Whit- 
ney, 130 Clifton St., Belmont, Mass. 

4. That the two paragraphs next above, giving 
the names of the owners, stockholders and secu- 
rity holders, if any, contain not only the list of 
stockholders and security holders as they appear 
upon the books of the company, but also, in 
cases where the stockholder or security holder 
appears upon the books of the company as trustee 
or in any other fiduciary relation, the name of 
the person or corporation for whom such trustee 
is acting is given; also that the said two para- 
graphs contain statements embracing affiant's 
full knowledge and belief as to the circum- 
stances and conditions under which stockholders 
and security holders who do not appear upon the 
books of the company as trustees hold stock and 
securities in a capacity other than that of a bona 
fide owner; and this affiant has no reason 
believe that any other person, association 
corporation has an interest, direct or indirect, i 
the said stock, bonds or other securities than 


so stated by him. 
ARTHUR SNYDER, 
Business Manager 
Sworn to and subscribed before me this 24th 
day of September, 1957. 
ELIZABETH BRENNER 
NOTARY PUBLIC, State of New York 
NO. 24-0407700 
Qualified in Kings County 
Cert. filed N. Y. County Clerk 
Commission Expires March 30, 1959 
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Combined Group of Companies 
W. CLEMENT STONE, PRESIDENT 
Combined Insurance Company of America, Chicago; 
Combined American Insurance Company, Dallas; 
Hearthstone Insurance Company of Massachusetts, Boston; 


First National Casualty Company, Wisconsin 


Insuring over 1,200,000 policyholders 


COMBINED 
UNION LABOR 











housewife finds a 
package worth over 


$125,000.00 


Sure it’s still a man’s world. But we’ve also 
found that the ladies are quick to recognize 
outstanding success opportunities in the 
accident and health field. 


One example among the many agents on our 
roster of star salespeople is a housewife 
who specializes in the sale of Combined’s 
Union Labor Plan. Applying Com- 
bined’s specialized sales training 
in coordination with our tailor- 
made merchandising materials, 
the lady is well on her way to 
earnings of over $125,000.00 in 
the next ten years. After that, 
renewals will pay her a retire. 
ment income of over $1000 a 

month. 


A man’s world? Of course. Hun. 
dreds of other agents are doing as 

well or better with Combined plans. 

It will pay you to inquire about them 
now. Do it today by mailing the coupon. 


oe ee ee ee ee ee ee ee ee eee ee eS 


Combined Insurance Co. of America, Dept. 112 | 
MAIL 5316 Sheridan Road, Chicago 40, Illinois 


Gentlemen: Please rush me details on what 
THIS Combined package plans can do for me. 


C0 U PON Name_ 
NOW! Address_ 


I 

a | 

i ity wi State 
be 


got eee ners mem meee ems meme me 
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REINSURANCE EXCLUSIVELY 


Casually . Fidelity 
Surety . ine 
Marine : GMlied Sines 


COMPLETE AMERICAN PROTECTION 


gor AMERICAN 
“789 RE-INSURANCE COMPANY 


99 JOHN STREET, NEW YORK 38, N. Y. 
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FIRE 


AUTO 


___ INDUSTRIAL 


Fifteen Commandments 


OST SAFE DRIVING is the result 
of making right decisions at 


the right time under actual condi 
tions of car-traffic-road-weather, 
applying right driving skill sup 
port of each decision. Many driv 
ing decisions are not left to the in 
dividual judgment of each driver 

instead, they are standard practices 
spelled out as law. Obedience to 
those standards is expected to be 
given under all conditions. Admin 
istration by police (and others in 
authority ) the dan 
gers of contrary Enforce- 
ment with penalties is to control the 
“scoff-law” and the 


and 


minimize 
actions. 


is to 


deliberately un 
safe driver, 


The Law 


commandments of 
safe driving are the law and make 
good sense. They should always be 
heeded in order to achieve safety, to 
be courteous and to comply with the 
law. 


These fifteen 


Thou Shalt Not drive 
the influence of alcohol. 


while 


unde 


Of all driving violations, driving 
while under the influence of liquor 
is perhaps the most inexcusable as 
well as the most penalizing. Drink 
ing and driving is definitely a crim 
inal offense and punishable to the 
full extent of the law— and justly so. 

At a time when one should be in 
full mental and 
physical capacities, alcohol works to 
reverse this condition by robbing 
him, sometimes almost wholly, of 
his judgment and ability to react. 
The motto, “when you drink, don't 
drive and when drive, don't 
drink” is a sound one and should be 
observed at all times. 


possession of his 


you 


For November, 1957 


It takes approximately one hour 
ot alcohol consumed for 
the physical and mental effect to 
wear off 


per ounce 


Thou 


inits., 


Shalt Not posted speed 


rceed 


IXxcessive speed is not only dan 
gerous to vourself, 
other 
it 1s 


your passengers, 


vehicles, and pedestrians, but 
More 
result of ex 
other 


also a serious offense 
fatal accidents are the 
cessive speed than from any 
driving violation. 

High speed makes a car especially 
vulnerable to accidents for the fol 


lowing reasons: 


The time and distance required to 


stop increases appreciably at high 
speeds. 

2. A driver's reaction time 
constant, at high 
travels much further | 
do the necessary 


control it, 


remains 
thus — his car 
vefore he can 
things needed to 


3. Mechanical failures at high speed 


means a car out of control 


Thou Shalt 
view ahead. 


Vot pass without 


Make Certain 


At a speed of forty-five miles per 
hour, a car will travel sixty-six feet 
per second 
portant to 
have 


\t any speed it is im- 


make certain that you 


sufficient unobscured vision 





y vp SERVING MOST OF 
eS SOUTHERN CALIFORNIA 
% © San Bernardino— 456 0 Steet 
\ © Riverside— 3680 Main SteeeT 
r © Santa Ane—2021 No Main StAEET 
© Baritow—130 E. Main Sreeer 


AN Gos pil PCompary 


straight ahead to permit you to pass 


safely 


conditions a clear 
hundred 


juirement for 


Under most 


view ahead of at least four 
feet is the accepted re 
safe passing at forty 
hour. The 
however, 


live miles pel 
actually 


Ill proportion to 


distance needed, 


will vary 
the relative 


speed ol the cars vou 


] 
| 


have to pass and that of tl 
ing car, 


1@ OnCcOM 
the condition of the car, the 
condition of the road, and. the 
weather. When in doubt, don't 


to pass. 


Phou Shalt make turns 
traffic lanes 


from propel 


Making a turn off of a road with 
out giving consideration to the 
proper traffic lane is one of the surest 
ways to the repair shop or the hos 
pital. Right turns should be 
from the right side of the 
left turns should be made 


lane just to the right of th 


made 
road and 
from the 
cente) 
There 
conditions or cir 
cumstances that justify 
this rule 


line (ona two-way highway ) 
are never! any 


a Te\ ersal of 


Anticipate Move 


It is important, also, to anticipate 
such turns by manoeuvring your car 
into position well 
actual turn. 
of your 


advance of the 
pr | eT 
and 


(siving signals 


intention reducing car 


speed are important to safe pet 


formance of this act. 


Thou Shalt always drive at a reason 


able and P r ope r SPee d. 


By reas mable and propel! speed Is 
having due regard for traf 


ie safety of the public, the 


meant 
fic, tl 


Con 


1A few cities have non-standard special re 
quirements for vehicles planning to turn left 
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] 


viul use of the high 
into account the 

he highway, the 
he condition and type 
roads that are 
posted with maximum speed limits, 


} 
1} 


thre speed indicated is t 


eC sate speed 
mal conditions, 
however, are 


driving conditions 





FIRE BOY 


THE LOW COST WAY TO 
AVOID HIGH COST LOSS 


@ ECONOMICAL IN COST 
@ FAST IN ACTION 
@ EASY TO OPERATE 
@ NO SERVICING REQUIRED 


Fire Boy packs the punch 
of extinguishers many times its 
size and weight. 


You can write more policies and pick up 
extra commissions when you talk to your 
prospect with a bright red Fire Boy high 
pressure fire extinguisher in your hand 


We are now making Fire Boy extinguishers 
available to insurance agents at generous 
discounts insuring you of good profits 
with little effort 


Regular list price $8.95. Send today for 
your sample extinguisher which will be 
sent to you parcel post pre-paid. Your 
special cash price $4.95 

Write for perspectus containing your 
quantity discounts and our suggested plan 
of using Fire Boy as a Christmas present 
for your large premium paying accounts 


STANDARD SAFETY PRODUCTS 
COMPANY 


P.O. BOX 2111 LANSING 11, MICH. 
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and may be too fast to drive when 
the road is icy or other 
weather conditions exist which 
would make the going extra haz 
The best rule is—“Do not 
drive too fast 


wet or 


ardous. 


for conditions !" 


Thou Shalt always signal when about 
to change direction. 


In many states it is against the law 
to change direction of your vehicle 
without first giving the appropriate 
signal. 


Six Steps 


\When about to change direction 
the following steps should be fol- 
lowed: 

1. Make certain that the movement 
you have in mind can be executed 
safely, 

2. Give the proper directional sig 
nal, whether mechanical or hand. 
3. Get in the proper lane. 

+. Reduce speed. 

that the 
ment can be executed safely (don't 


5. Re-check to see move- 
forget to use your rearview mirror ). 
6. Execute the movement. 


Thou Shalt obey all traffic signs, 
signals and policemen’s directions. 


Traffic signs are standard mes- 
sages designed to tell you quickly 
what to do to keep safe in the ap- 
proaching situation. They are placed 
after careful study of the need. Sim- 
ilarly, traffic signals are located to 
automatically control an intersection 
so that crossing vehicles may safely 
share the roadways which meet at 
that place. 


Obey Him 


In like manner, the well-trained 
police officer on traffic duty endeav- 
ors to keep traffic moving safely so 
that all users of the highway may 
reach their journey’s end without 
accident. 


Thou Shalt pass a vehicle only on its 
left. 


Under no circumstance should a 
driver attempt to pass another mov- 
ing vehicle on the right. The only 
way to pass is to signal the driver of 
the other vehicle (by blowing your 
horn) and then pass on the left. 
This rule applies under all traffic 
conditions, 


The danger in passing on the right 
lies in the chance that at any mo 
ment the driver of the car ahead, 
unaware that someone is trying to 
pass, might decide to pull over to the 
right quickly. The result 
dent, Play it safe 
the right! 


an acci- 
never = pass on 


Thou Shalt stop before entering a 
road marked “through way.” 


Not only is it obeying traffic rules 
to come to a full stop when entering 
a “through way” road but it is also 
just plain, downright common sense. 
Ordinarily, trathe on “through 
ways” is high speed traffic and a lot 
of it. To attempt to enter with any- 
thing short of extreme care and cau- 
tion is not only endangering your life 
and that) of passengers but 
could also result in multiple colli- 
sions among the speeding cars on 


your 


the highway. 

“Through way" signs are meant 
to protect the driver and their warn- 
ing should never be ignored, STOP 
means STOP, not just slow down. 


Thou Shalt give in to the car with 
the right of way. 


Everything else being equal, the 
law gives preference, in case of an 
accident, to the driver who had the 
right-of-way, 


Right Is Right 


Usually when two drivers are ap- 
proaching on intersecting roads, the 
driver on the right has the right-of- 
way. However, the driver who first 
enters an intersection is considered 
to have the right of way over the 
driver approaching on the other 
roadway. 

In the intersection 
guarded by stop signs, this rule does 
not apply until a driver complies 
with the regulation and then enters 
the intersection. 


case of an 


However, just because you have 
the right-of-way is no reason to risk 
your life—you still need to use judg- 
ment and anticipate what the other 
driver is going to do, 


Thou Shalt stay on the right of the 
highway. 
Driving on a highway involves a 


high degree of responsibility and 


2A tew states permit passing on the right 
under certain limiting conditions; however, it 
still is a dangerous maneuver. 


Best’s Fire and Casualty News 





thoughtfulness as it concerns the 
pleasure and safety of your fellow 
drivers, Lines on a road are safety 
guides for the control of traffic. 


Divided in Half 


On two lane highways the center 
solid stripe divides the road in half 

one side for traffic going in your 
direction and the other side for traf- 
fie coming from the opposite direc- 
tion, It is against highway regula 
tions to cross that stripe. The only 
safe course on any highway and 
under any conditions is to stay 
clearly and safely to the right of the 
middle of the road. 


Thou Shalt slow down while cross- 
ing railroad tracks, 


Unguarded railroad tracks pre- 
sent an extremely dangerous traffic 
hazard and one that rates high in 
fatalities. Often, an approaching 
train’s whistle will go undetected be- 
cause of closed windows, distracting 
noises, or the wind blowing in the 
wrong direction. In a situation like 
this, the driver who fails to stop or 
slow down before crossing is a 
“dead-duck” if he’s surprised in the 
middle of the tracks by an on-rush 
ing train, 


Best Rule 


The best rule to follow when ap- 
proaching an unguarded railroad 


Basically, reinsurance firms are 
much alike in the services they 
render. Perhaps there are two 
major differences. Differences in 
the capabilities of management 
and in financial capacity. The 
experience of Inter-Ocean 
counselors, and their ability to 
prepare contracts carefully fitted 
to your needs, is a natural 
outgrowth of the stability of 
Inter-Ocean management— 
continuous since the company’s 
operation began in 1920. Our 
financial capacity is a matter of 
record—sufficient for your 
requirements. 


INTER-OCEAN 
REINSURANCE 


Excess of loss 
Pro-rata 
Catastrophe 


. . F € 
crossing is the same one that has , 
served us for years—‘‘Stop-Look- “ 
and Listen.” . g 


Thou Shalt down 
proaching an intersection, 


slow when 


ap- 


Intersections are one of the lead- 
ing locations of auto accidents in city 
and country. Failure to slow your 
car as you near an intersecting road 
increases the accident probability. 
Intersections often involve blind ap- 
proaches from behind which another 
car “that also hasn't slowed down” 
may dart out in front of yours. 

Another good reason to slow down 
is that at there are 
more pedestrians who may believe 
they have the “right of way” and 
therefore take 
ordinary. 


intersections 


more chances than 

Curves, hills or other places where 
the view is obstructed are hazard- 
ous and should be approached at 


For November, 1957 


Your reinsurance needs get executive attention. 


ecco 


\] 
’ INTER 


er 
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OCEAN REINSURANCE COMPANY «+ CEDAR RAPIDS, IOWA ; 





There 
intersection ahead. 


reduced speed. may be an 


Thou Shalt down 
proaching a pedestrian. 


slow when 


ap- 


By reducing speed, not only will 
you have your car under better con- 
trol, but you will be in a better posi- 
tion to avoid striking a pedestrian 
should he make a sudden move out 
into the street. Remember that a 


pedestrian is unpredictable and you 
should anticipate his every move. 

When approaching a _ pedestrian 
you should be travelling at a slow 
enough speed so as to be able to 
make a safe stop at any time. A 
walking person travels slowly but 
he still moves about six feet in one 
second. He can step off the side- 
walk and in front of your car before 
you can apply the brakes. 


(Continued on page 74) 








HUMAN TOLL LOW 


ALTHOUGI rH HAS BEEN a Te- 
ported rise in the d llar cost of the 
St. Lawrence Seaway, the human 
Oll oO ( t o1 | portion of 
royect et amazingly 
low or the past seven-and-a-halt 
months, not a single disabling acci 
dent has or rred at ‘ $27 000 O00 
Carasse River lock being built near 
Massena, \N. \ vy Lb. Perini & 
Sor Inc., and associated contrac- 
tors hat record,” said Fred W. 
Braun, vice esident kimployers 
Mutuals \Wausa Wis., work- 
men's yensation insurer for the 
ulk of U. S rk on the Seaway, 
1S rtua nprecedented on a 
mammoth job such as this.” 

Brat er president of the 
National Safety Council's Industrial 
C ontere e, said no deaths have oc- 
curred on the nearly $60,000,000 
worth of Seaway work his. firm 
imsures \nd Perini, he said, be 
sides having had no disabling acci- 
dents since September, can point to 
an over-all ac ent record which 1s 
one-fourth the rate of all United 
states eavy construction in fre 
quency ) ( ( one-tenth 
1 t eri? 


HOME PROTECTION 


mbination fire 


ind burglar alar1 battery operated 
ind lesigned TO! hom use by 
(srowler Alar Corporation 1s said 
to be complete ( ontained, to 


LEC o electri nections, can 
not give a shock, 1s fully automatic 
witl | 1 mechanism to 
go out of order and can he installed 
with a screw drive 

As soon 1 do window 1s 
opened beyond t fety margin 
or even if a wire is cut-—the unit 
sounds otf with a piercing shriek 


1 


and a bright spotlight beams on in 
stantly. A fire attachment 


aetectol 
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the 





is also available and when used, the 
spotlight then acts as a safety light 
in case of an electrical fire or othe1 
power failure. 





SAFETY RECORDS 


\MPEX CORPORATION, Redwood 
City, California, was awarded a cer- 
tificate of merit for an exceptional 
industrial safety achievement in 
recognition of 4,660,000 man-hours 
worked without a_ lost-time 
dent by the company’s plant per- 
sonnel. Significantly the 
number of employees more 
than doubled during the thirty-seven 
month period the 
award. 


acci- 


enough, 
was 


represented by 


@.\ scientifically engineered safety 
program undertaken by ‘Tishman 
Realty & Construction Co., Inc., re- 
sulted in a premium reduction of 
30% during the first vear. 
The first over-all program of such 
scope to be adopted in this field, it 
involves a two-fold approach. 


some 


l‘irst, it seeks to educate employ- 
ees on satety techniques, and sec- 
ondly, it them 
safety conscious. 


strives to make 
To further dramatize the impor- 
tance of the program, a safety award 
system, providing U. S. Govern- 
Bonds and Safety 
\ward lapel pins to those with the 
best safety records, has also been 
instituted by the company. 


ment Savings 








losses 


9 @0e80808@8e8ehUhPOmCOUCOCU 


@ Veterans \dministration — em- 
ployees in five hundred thirty hospi- 
tals and offices experienced no fatal 
job accidents during 
1956, In 1955, only 
accident was reported. VA attrib- 
the fatality 
to its safety program. 


calendar year 
one fatal job 
uted downward trend 

The lowest rate since records have 
been kept was established last year 
in the seriousness of job injuries. 
IXmployee work days lost from dis 
abling injuries were four hundred 
eighty-eight per one million working 
hours, the equivalent of one day 
for each work year performed. 

The lowest rate since 1948 was 
the dis- 
abling job injuries, occurring 8.07 
times per million 
working hours, or 


sixty work years 


established in number ot 


one employee 


one for each 


@ American Cyanamid Company's 
‘ort Worth, Texas plant has been 
awarded the company’s Safety 
\ward of Merit. The plant, which 
manufactures fluid cracking 
lvsts for the petroleum industry, 
amassed a total of 519,647 consecu- 
tive man-hours without a disabling 
injury. The safety performance ex- 
tended from February 12, 1955 to 
February 28, 1957 and is continu- 


ing. 


cata- 


@ The five thousand employees of 
the Chemstrand Corporation’s nylon 
plant in Florida has passed the pre- 
vious world’s textile plant safety 
record of 13,624,000 man-hours 
without a lost time injury, 

@ Hardware Mutuals’ trattic safety 
activities have won the National 
Safety Council’s Public Interest 
\ward for 1956. In their effort to 
help curb traffic accidents, the com- 
pany broadcast safe driving mes- 
sages through newspapers, TV and 
radio timed to reach than 
eighteen million motorists just be 
fore they started on the major holi- 
day outings. 


more 


Best’s Fire and Casualty Newa 





monthly fire 
losses 


IRE LOSSES in the United States 
| gate September amounted to 
$72,264,000, it is estimated by the 
National Board of Fire Under 
writers. This was an increase of 
3.16% over losses of $70,118,000 re 
ported for September, 1956 and a 
decrease of 7.8% from losses of $78, 
304,000 reported for August, 1957 

These estimated insured losses in 
clude an 
and unreported losses. 


allowance for uninsured 


1955 
$58,778,000 


1956 


October .... $81,121,000 





November 
December .. 


January 
February 
March . 
April .. 
May .. 
June 

Tnly ... 
\ugust 
Septe mbher 


otal 


68,784,000 
89,212,000 
1956 
96,972,000 
84,041,000 
89,315,000 
84,624,000 
87,681,000 
74,770,000 
68,752,000 
74,930,000 
70,118,000 


$947.977. 000 


80,481,000 
96,485,000 
1957 
115,272,000 
95,569,000 
104,565,000 
85,994,000 
79,045,000 
69,710,000 
77,814,000 
78,364,000 
72,264,000 


$1,036,684,000 


Losses by Years 


1949 
1950 
1951 
1952 


$667,536,000 
688,460,000 
731,405,000 
784,953,000 


1953 $903,400,000 
1954 870,984,000 
1955 885,218,000 
1956 


989,290,000 


motor vehicle 
deaths 


January 
February 
March 
\pril 
May 
June 
July 
\ugust 


Eight Months 
September 
October 
November 
December 


Total 


1955 
2.810 
2,319 
2 éf \2 
2,753 
3,101 
2 OR? 
3,350 


3,586 


. 23,503 
3,446 
3,918 
3,559 


4.000 


38,426 


1956 
2 99%) 
2,720 
2,920 
2,930 
3,170 
3.290 
3,570 


3,610 


1957 
2,900 
2,530 
2,860 
2,930 
3,110 
3,290 
3,320 
3,790 
25.200 24,730 
3,710 

3,460 

3,690 

3,940 


40,000 


1955 figures are from the National Of 


Vital 


hee ot 


Statistics, 


all others are 


estimates provided by the National Safety 


Council. 


accidental 
deaths 


Fight Months 


Vit, TYPES 
Motor Vehicle 
Work 


Other Public 


Home 


1957 
62.300 
24,730 

9,700 
12,100 
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1956 
62,600 
25,200 

9 700 
11.300 
18,600 


Change 





every month 





ideas 
that 


pay off 


in 


loss prevention! 


FOR YOUR CLIENTS . . . a subscription to SAFETY MAIN- 


FOR YOURSELF... 


TENANCE is a monthly reminder of 
your constant interest . . . a source 
of tested safety methods and pro- 
cedures which will speed production 
and cut costs. 


SM is a channel of proven aids to 
loss prevention . . . a means of estab- 
lishing sound safety programs in 
plants where you have a stake. Your 
own imprint and safety message can 
reach your clients each month. 


Write for special discount rates. 


Single subscriptions: 
$4.00 a year 
$6.00 for two years 


SAFETY MAINTENANCE 


AMERICA'S PIONEER MAGAZINE IN ITS FIELD 


another publication of 


ALFRE| 


PANY, INC 


25 FULTON STREET. NEW YORK I8 NY 














15 Commandments m page 7| 


Thou Shalt Not pass a school bus 
when it is stopped. 


It is against the law in many states 
to pass a school bus while it is load- 
This law 
ether it 1s follow- 


ing or unloading children. 
applies to a car wl 
ing behind the coming to- 
wards it on the opposite side of the 
Street. 


bus o1 


\ driver is required to come to a 
full stop and not to merely slow 
down, A car can proceed only after 
the school bus has closed its doors 
and is in forward motion, and then 
the driver may use his own judg- 
ment as to the best opportunity to 
pass safely. Waiting 
child’s life. 


may save a 


Reprinted from Watch 


American Mutual Liab. Ins. Co 
FoR THE SECOND consecutive year, 
The Stroh Brewery Company of 
Detroit has been awarded first place 


in industrial safety in the bottling 
category among companies insured 
by Michigan Mutual Liability Com 
pany. The competition is national 
in scope and is set up on an annual 


basis, a spokesman for the insurance 





ADVISERS 
& BROKERS 





DALE & COMPANY 


LIMITED 


COMPLETE INSURANCE SERVICE 
THROUGHOUT CANADA 
LLOYD'S AGENTS MONTREAL 

Offices at 
HALIFAX MONTREAL 
WINNIPEG CALGARY 
EDMONTON VANCOUVER 


Associate Office 


TORONTO 


Payne & Hardy, Ltd. Hamilton, Ont. 








MELLING & BEVINGTONS LTD. 


Reinsurance & Special Risks 


630 Dorchester, W 
MONTREAL 


4 Fenchurch Ave. 


LONDON 














company said. He further pointed 
out that the accident frequency at 
Stroh’s over a three-year period was 
approximately one-half of that oc- 
curring in the brewing industry na- 
tionally. The drink bottling 
industry nationally showed an acci- 
dent frequency nearly four times as 
great as that at Stroh’s over a three- 
year period. He also stated that the 
national average accident frequency 
for all industry was higher than that 
shown at Stroh’s. 


solt 


FIRE FACTS 


I iRE LOSSES in 1956 amounted to a 
record-breaking total of $1,231,576,- 
000 according to a compilation of the 
National Fire Protection Associa- 
This is nearly $250,000,000 
higher than the National Board of 
lire Underwriter’s estimate for the 
vear. The NFPA study points to a 
$32 million increase in large loss 
building fires (losses of $250,000 or 
more each ) 


tion. 


and a $40 million in- 
crease in aircraft losses as major 
the record 1956 loss. It 
estimates there were 824,400 build- 
ing fires (1.6% more than in 1955) 
which caused total damage of $1,016 
nullion (7.7% more than in the pre- 
vious vear). With fire losses up in 
six of the first eight months of this 
vear it seems inevitable that they 
will break through the billion dollar 
mark for the entire year. 

luture fire insurance losses in 
the mushrooming suburbs of the na- 


causes of 


tion's metropolitan areas may prove 
greater than has been expected, in 
the opinion of executives attending 
the Mutual Insurance Technical 
Conference. Suburban expansion is 
outrunning water supplies for fire- 
fighting, building and fire 
and police protection in many areas, 
they agreed. Potential loss seems 
for commercial structures 
than for dwellings. The larger ship- 
ping centers should be satisfactory 
fire insurance risks, however, be- 
cause the key unit there is a depart- 
ment the opinion of 
Spencer Cone, Chicago architect. 
Farm outbuildings and barns 
seldom receive the fire prevention 
care necessary to keep them from 
developing into real fire hazards. Last 
vear 70,200 such structures burned 
with a total loss of more than $100 
million according to Joe L. Norton, 


ct les, 


greater 


store, in 


president of the North Carolina 
Association of Mutual Insurance 
Agents. The “three major causes of 
barn fires,” he says “are lightning, 
spontaneous ignition of hay, and 
the improper use of gasoline and 
oils in and around farm outbuild- 
ings.” He urged all dwellers in 
suburban areas who have outbuild 
take 
against fire. 
Not only electrical shocks, but 


ings to proper precautions 


also fires and loss of life are caused 
by faultv or inexpert electrical in- 
stallations, says Willis G. Labes, as- 
sociate professor of fire protection 
and safety engineering at Illinois 
Institute of Technology. Since the 
average person is not a fire protec 
tion engineer, he warns: Most exist- 
ing electrical installations are in- 
adequate for what people demand 
of them. Building codes stipulate 
only the minimum requirements for 
safety. An Underwriters’ label on 
fixtures and cords of electrical ap 
pliances means only that they were 
safe when they left the factory. All 
electrical wiring ten to fifteen vears 
old should be checked by an electri- 
cal contractor to determine if 
adequate. “Smart people 
scrimp on fire safety.” 

There were 80,746 fires in Canada 
in 1956 in which 601 persons lost 
their lives according to a compila- 


it is 
don't 


tion made by the Dominion Fire 
Commissioner. Property damage 
amounted to $106,772,153. The 


largest number of fires (60,771) 
were in residential properties caus 
ing a loss of $26,127,326 but the 
greatest loss ($33,119,000) resulted 
from the 7,760 fires in mercantile 
properties. The most frequent 
cause of fires during the year was 
smokers’ carelessness (30,974) with 
electrical wiring and appliances 
causing the next greatest number, 
6,955. 


DRIVER VISION 


More THAN ONE Out of five of the 
licensed drivers in the United States 
may be unable, with or without 
glasses, to meet the minimum stand- 
ards for safe vehicle operation set 
by safety authorities, according to 
a pilot study of three thousand per- 
sons conducted by the American 
Optometric Association, Inc. 
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THE COST OF 
CARELESSNESS 


ACCIDENTS AND SICKNESS. don't 
“just happen.” They are caused- 
often by factors that the individual 
can control. One major cause is that 
many people are careless about their 
safety and their health. 

The fact that almost 100,000 
Americans die each year in accidents 
is one result of the public’s failure 
to take better care of themselves. 
Accidents are the fourth leading 
cause of death in this country, and 
the leading killer of children and 
young adults. The over-all cost of 
accidents (including medical serv- 
ices, wages lost, and property dam- 
age) last vear came to $11,200,- 
000,000—almost enough to pay for 
all private medical, hospital, dental, 
and related services used during the 
same period. 

Even so, there is an encouraging 
side to the story. In the last fifty 
years, although the annual number 
of deaths has gone up slightly, the 
accident death rate has declined by 
over 40%—from 99.5 per 100,000 
in 1906 to 56.5 in 1956. A number 
of factors have helped bring about 
this improvement. 
medical science 


Advances in 
new drugs and sur- 
gical techniques, wider knowledge 
and use of blood and its derivatives 

have played their part in reducing 
the accident death toll as well as in 
fighting disease. 

Another factor in the prevention 
of accidents is the use of public pres- 
sure to enforce safety requirements. 
In areas where public control is 
possible (as in airline and railroad 
travel), improvements in safety rec- 
ords can be spectacular. The work 
of the National Safety Council and 
state and local groups has been 
especially important in stimulating 
public interest in safety measures. 

Far less progress, however, has 
been made in areas where individual 
responsibility is great—in the home 


and in automobiles, for example. 
Too many people ignore the rules 
of safety, just as they often ignore 
opportunities provided by modern 
medical care. Clearly, accident tolls 
and costs could be reduced 


as could 
incidence of illness and premature 
death—if the public gave greater at- 


tention to preventive health meas- 
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ures, better health habits, and early 
consultation with physicians. 

Our accident record, particularly 
over the national holiday weekends, 
proves that doctors, hospitals, and 
safety engineers can do just so much, 
It is still the individual who carries 
the main responsibility for his own 
safety and health. 


George Bugbee, President 
Health Information Foundation 


FIRST HARTFORD 
GOLD MEDAL 


Tite FIRST HARTFORD Gold Medal 
signifying an outstanding fire pre- 
vention deed by a youth—has been 
awarded to Steven Gann, an 11-year- 
old, Hinkley, California lad. 

Steven was singled out for the an- 
nual award from among more than 
four million boys and girls in 10,000 
communities throughout the United 
States, Canada, Hawati and the 
Philippines who participate in the 
year-round Junior Fire Marshal 
Program sponsored through public 
schools by Hartford Fire Insurance 





Company agents. He received the 
gold medal in recognition of his 
alertness which last February saved 
more than 350 of his schoolmates 
from possible death or injury. 

The youngster noticed smoke com 
ing from under the school boiler 
room door and, sensing impending 
disaster, quickly notified the princi 
pal. Investigation revealed that one 
of the boilers out of 
Authorities said that in 
minute or two it would have ex 
ploded endangering the lives of all 
the children in the school. 


Was water. 


another 


LAWYERS ENDORSE 
COMPULSORY 


DELEGATES OF the California State 
3ar Association have approved in 
principal the enactment of a compul- 
sory automobile insurance law in 
that state. A resolution calling for 
an unsatisfied judgment fund law 
met with disapproval at their recent 
meeting. 
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JOE THOMPSON, JR., CLU 
Nashville, Tenn. 


UCH HAS BEEN SAID and writ- 
ten about the rising young gen 


eration, with 


more babies, more 
houses, more automobiles, more 
gross national product; and ou 


economists are rapidly counting the 
new offspring and predicting still 
better times to come. But I would 
add a self-evident corollary to this 
promising picture. It is simply this: 
Twenty years from now every city in 
our beloved country will be run by 
a new set of business and profes- 
sional men. The ones running it now 
will either be dead or disinterested. 


Theory One 


This is the first theory of “The 
Round Table by Volume.” Instead 
of prospecting where there is a lot 
of money and not much insurability, 
| have built a clientele who are very 
insurable, who are insurance-con- 
scious, and now beginning to come 
into their rightful place in the com- 
munity. From a life underwriter’s 
viewpoint, we all have a wonderful 
future. (And the present hasn’t been 
too hard to take!) 

Since 1945, I have provided a 
thorough and audit 
service for a selected group of young 
men. 


conscientious 


There are now over two hun- 
dred and fifty of these surveys in my 
files, and in most situations we have 
worked out the options, I have en- 
couraged the drawing and revision 
of wills, and generally promoted a 
realistic appraisal of the true value 
of these men to their dependents. 
Systematic mailings of calendars, 
blotters, birthday cards, tax letters 
and other insurance information 
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the hard way 


is the best 


have provided an excellent means 
of keeping in touch with this group. 

My personal insurance program 
has been built up to a size which 
creates quite an impression on my 
clientele. This program was begun 
basically because my family needed 
the protection and because | whole- 
heartedly believe in this method of 
creating an estate. Since | believe in 
my product so thoroughly, | can get 
enthusiastic about it to my prospect. 
Consequently, my insurance 
audit has supplied me with an in- 
valuable selling document. Building 
my clientele through the service ap- 
proach with a complete audit for 
practically every policyholder has 
taken time, work and money—lots 
of it—but I am convinced it has been 
a Wise investment. 

In addition to these efforts, it has 
heen my personal philosophy that 
being a good citizen is consistent 
with our chosen career. My activ- 
ities range from local fund-raising 
for community needs, to a class of 
thirty wild-eyed ten-year-olds in the 
Presbyterian Sunday School—and 
this is stimulating, to say the least. 


own 


These activities cause me to be con- 
stantly working with the same gen- 
eral group of young civic leaders in 
matters that affect us all—and, while 
[ would participate anyway, the 
prestige and good will are worth a 
great deal. 

Certainly it is true all over Amer- 
ica that the life insurance people do 
a tremendous part of the organizing 
and the leg-work required in our 
civic, welfare, and cultural efforts. 
let me emphasize that my clients 
are aware that I will not 
matters except in 


discuss 
my office or in 
their homes by appointment—and 
none of these community services is 


used as an excuse for such a direct 


purpose. Nevertheless, the long 
range value 1s there. 
his procedure of careful and 


realistic service to a growing chen 
tele has provided the best of referral 
prospects 
“Round 


\nd the second basis for 
Table by 
cause of the conformity sought by 
this type of group 


Volume” is be 


All these young people want the 
fine took 
parents fifteen years to atford; 
all want 


new home now it their 
they 
their children to have the 
best of education (and they expect 
to provide it) ; they all have the most 
modern household appliances, a 
power lawn-mower, and two tele- 
And 


vision sets insurance ! 


American Way 

The neighbor can look next doo 
and see the model car you’re driving. 
And that makes him susceptible to 
the next salesman 
and how these automobile people do 
move the expensive cars today! A 
l‘ord costs what a Cadillac used to 
cost, and a Cadillac is out the top 
of the 


ance 


automobile 


roof. How much more insut 
could the Cadillac 
owners have with the difference, and 


some of 


still arrive at his destination ? 


Then why the most expensive car ? 


It is a part of “the American Way 
of Life.” As one of my young 
clients said a few years ago 


quite seriously, “Joe, | think a fellow 
ought to live within his income, even 
if he has to borrow the money to do 
at” 
Conformity. Neighbors _ rarely 
compare insurance the way they do 
their 
motors. 


new automobiles or outboard 
But they have much curios 


(Continued on the next page) 
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The Hard Way—Continued 
ity on the subject, and are anxious 
to do as well for their families as 
the next man, most of them. 
\ly procedure is simple. I tell 
the story of life insurance by the use 
of my own survey. | apologize for 
being so personal as to talk about 
my own family, and the prospect is 
always willing to accept my affairs 
confidential matter. Doesn't 
everyone often talk with enthusiasm 


as oa 


about his children, and their future 

and with a family story or two 
thrown in? This is what | do, but 
I'm not think the 
prospect is listening entirely to me. 
When a group of young mothers get 
together, each can hardly wait until 
the next lull in the conversation to 
tell what her young son or daughter 
did or said last week ! 

And fathers are no different. As 
I talk about program for my 
family, he’s thinking about /i7s fam- 


so naive as to 


my 
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Your Christmas Seal letter asks 


you to give to the fight against 


tuberculosis. 


Christmas Seal funds have helped 


cut the TB death rate 95% 


oo. yet TE 


still kills more people than all other 
infectious diseases combined. 


So use Christmas Seals from now ’til 


Christmas. 


..and remember to 


answer the letter, please. 


Buy and use 


Christmas Seals 


Best’s Insurance News 


ily—and wondering how his pro- 
gram stacks up to mine. With ex- 
ceptions, he’s never had a full-scale 
audit of his policies. But mine is a 
multicall system of selling, on a low- 
pressure basis. There are some sales 
missed this way, | know, but remem- 
ber | have been building for a long- 
range clientele whose ranks 
will come the leaders of our com- 
munity. And not many of these fel- 
lows take kindly to pressure tactics. 


from 


They React Favorably 

But they react favorably when I 
explain that we have several hun- 
dred of these surveys among their 
friends and acquaintances, which we 
keep more or less up-to-date. And 
while our main purpose in our age 
group is in the building of estates, 
already I’ve begun to deliver a few 
of these to young widows. 

I say, “Your young widow would 
find an incomplete program, Jim, for 
| feel sure you've planned to buy 
additional insurance some day. 
Maybe we should see how it looks 
right now. a 


Re-established Position 


(}ften there is the protest that he 
can't afford any additional insurance 
at present. This is the moment to 
re-establish my low-pressure posi 
tion. If I’ve obtained his policies, or 
sufficient information about them, 
and have made a tentative appoint- 
ment to bring back some recom- 
mendations, the routine begins to 
look familiarly like the last time he 
did buy a policy. I assure him that 
this survey isn’t to result in another 
policy proposal; it is to be a long- 
range program. And while I’m very 
pleased to have the opportunity to 
provide this audit, in the final anal- 
ysis it is his problem, and any deci- 
sion he makes will be his decision. 
He knows the pregram is not all 
he'd like it to be. He expects my 
recommendations, but I want him to 
remember it is his family, not mine. 
He has seen from my survey what 
I’ve provided for my family. 

Once I knew an architect who had 
the gift of words to go with his 
pencil. Using a sheet of white paper 
and a sketching pen he could, in a 
remarkably short time, draw the 
house of one’s dreams, his words fill- 

(Continued on page 80) 
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Circuit 2 


_| DP; | 
Rider. nih How Mutual’s Bob Brown helps 


1957 first year salesmen ‘“‘get a leg up on” 
more new premium income. 





Bob Brown gets the new men into the field for their real selling test. He 
makes the rounds with these fledgling reps to get them in the swing of 
good, profitable selling practices early in the game. 


Bob’s advice to new reps: sell yourself first. 





Secondly, get the right training. A thorough grounding in modern sell- 


. scadtiadein ? 7 ee 4 ie ee ae als wee a =f = “Before leaving Mutual of 
ing and service methods is your best career insurance for the future. Cuake's Mentensh tena 
F P ; , School, | hav ite these f 

Don’t sell your future short. Find out about the Mutual of Omaha New ein 4 cia 
Man and Unit Manager’s Schools in your locality. Call your nearest much | appreciate the week | 
Tr ey a ; . aes ore spent here in Pittsburgh. | con- 

Mutual office for details ...or write Mutual of Omaha, Omaha, dart: the het eeneienal 
Nebraska. Dept. BEN-1 |] > iz my life; it is absolutely priceless 
to me."’ —CLAUDE ROTHE, 


recent Mutual of Omaha Train- 
ing School gradyate. 


Mutual of Omaha 


V. J. SKUTT, PRESIDENT 


MUTUAL BENEFIT HEALTH & ACCIDENT ASSOCIATION 
HOME OFFICE: OMAHA @ CANADIAN HEAD OFFICE: TORONTO 

















The Hard Way—from page 78 
until the desire for 
filled the 


was a oift 


ing the chinks, 
such a home fairly air. 


With him, it 

\ few years ago we had our com 
pany convention with an_ invited 
speaker as one of the highlights of 
the annual meeting He Dr. 
Norman Vincent Peale. He spoke 
to the Round Table some years ago, 


before | qualified 


Was 


for membership. 
was a dramatic 
presentation, in voice and gesture, 


gents his 


da? 


lo Oul 


attention and 
So vivid was 


and he captured 


our hearts as he spoke 


our 


his portrayal of one particular story 


that it impossible for 


And 


lennessee some two vears later, my 


was me to 


forget it. when he came to 
wife and I went to hear him again. 

Dr. Peale was outstanding before 
that Nashville what 
1 to be a completely ad lib 


audience. In 
seemed 
fashion, he spoke of one experience, 
then another. And suddenly he was 
that had so 
convention. 


telling again the story 


impressed me at the 
But | 


this master of the pulpit, this speaker 


was thunderstruck to watch 


extraordinary, tell the story word for 








"It's so hot in here—how about you boys 
going out for a nice cold canvass.” 


word, not omitting a single voice 
inflection, perfect in his timing, and 
with every gesture precisely as | 
had remembered it two years before. 

A canned sales talk? Not at all. 
He had very carefully chosen the 
best words and gestures necessary 
to tell this particular story, and he 
was telling it to that Nashville audi- 
ence as though they were the first 
people ever to hear it. How would 
you measure this as a reason for Dr. 
international fame and 
minister of the 


Peale’s 
achievement as a 


gC spel ? 
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LIFE OPPORTUNITIES 
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CASUALTY AND FIRE INSURANCE MEN 


If your premium income is off or 
not increasing fast enough to suit 
you, write Kansas City Life Insur- 
ance Company. We can show you 
how to build it up quickly. It is an 
ideal solution now being used by 


C. W. Arnold 
Vice President and Superintendent 
of Agencies 


KANSAS CITY LIFE 
INSURANCE COMPANY 
Box 139 
Kansas City 41, Missouri 
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Whether a life underwriter has 
the gift of words to paint a vivid 
picture of the insurance story, or 
whether he uses a carefully planned 
selection of sentences, it is my beliet 
that the story must be told in a way 
that causes the prospect to feel the 
program oulined is unmistakably his, 
and especially dedicated to the pro- 
tection of his family. In going over 
the papers of a prospect or a client, 
did you ever come across a graph 
that he did not understand at all, 
and had long forgotten, but had 
saved, nonetheless? The agent pre- 
senting it may have missed the sale, 
but something of the value of filling 
personal family needs must have 
penetrated, or the document would 
not have been saved. Isn't that true? 

From my own personal stand- 
point, there is one other important 
factor in the telling of the family 
programming story which assures an 
effective and continuing success for 
me, by a volume of sales. | 
mentioned my selection of a group 
of outstanding young men, and my 
intensive service and attention to 
them. And I have stressed the de- 
sire of conformity among these suc- 
cessful people, and my consistent 
efforts to raise their sights on insur- 
ance needs, by stressing their true 
values to their families. 


have 


Now this solid base of a selected 
clientele has become a tremendously 
valuable source of referred leads. A 
personal recommendation by an out- 
standing and very busy young sur- 
geon to my prospect on the resident 
staff is of the highest value. And 
often I receive it voluntarily because 
| was a help to that surgeon when /ie 
was an interne. Newcomers to our 
local industries may find my banker 
clients likely to provide a good refer- 
ence for me; or the banker may sug- 
gest a few people whose recent 
success has raised them to the select 
clientele 1 must constantly review. 

Finally, as the greatest value of 
this quality underwriting of past 
years, the first echelon of my selected 
group has begun to have need of 
corporation insurance, of split-dollar 
and deferred compensation ideas 
of pension and key man and part- 
nership policies. Many of these peo- 
ple could not have purchased much 
insurance a short five years ago; 
many who I thought had the most 
potential have not come along so 
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cancer? 


cinated a_ horse 


in a test tube. 


Cancer 
-. Society 





Will there be a 
vaccine against 


It may depend on you 


The other day scientists vac- 
with dead 
cancer cells from 56 human 
cancer patients. The horse de- 
veloped antibodies against 
cancer. These antibodies then 
killed live human cancer cells 


Will this vaccine stop cancer? 
Only research will find out. 

And research takes money. 
Give to your Unit of the 
American Cancer Society, or 
mail your gift to CANCER, 
c/o your town’s Postmaster. 


American 


missions . . 











Why are so many now selling ALL THREE? 


It’s convenient to sell life insurance as well as fire 
and casualty because Monumental helps you in 
prospecting .. . selling . . . servicing. 

It’s profitable to sell life insurance the Monumental 
“Pure Profit’? way which assures maximum com- 
. minimum expense. 

it makes sales sense to satisfy your clients’ need for 
life insurance along with their other insurance 
requirements. 


For details concerning a Life Agency Contract write to: 


MONUMENTAL LIFE 
INSURANCE COMPANY 


Chartered 1858 


Home Office—Charles & Chase Sts.— Baltimore, Md. 


Assets exceeding $197,000,000 . 


Over $960,000,000 of Insurance in Force 





The Hard Way—Continued 
well. A few have come from almost 
out of nowhere to show tremendous 
promise. 

And so, this broad cross section of 
a group of hustling voung men has 
provided a volume of sales that has 
consistently produced one hundred 
lives a year, has encouraged a con- 
tinuing growth of understanding as 
to what insurance really can do in 
many circumstances. It has provided 
a constantly increasing income for 
my family, and a vigorous and stimu- 
lating life’s work is well under way. 

And from this backlog of twelve 
years’ effort now there is a double 
barrage of advanced underwriting 
and quality referred leads, in greater 
number, perhaps, than I can ade- 
quately handle. But these plans, this 
long range vision, this thoroughness, 
this careful cultivation of a selected 
clientele—these are not mv ideas. 

From the start I have had _ the 
advice and guidance of my general 
agent, and my associates, for which 
[ am grateful, and [ hope this article 
may serve, in a similar way—to any 


For November, 1957 


one willing to find out that some- 
times “the hard the best 
way,” after all. 


way 1S 





ADVERTISING CAMPAIGN 


INFLATION CONTROL is again the 
subject of the life insurance institu- 
tional advertising in the new cam- 
paign of the Institute of Life Insur 
ance, which started the week of 
October 14. The new series will 
include fourteen large space adver- 
tisements, appearing in 550 news- 
papers throughout the country and 
reaching nearly 50,000,000 buyers 
of newspapers. Each message will 
endeavor to tell the American people 
what they can do to help stem infla- 
tion. 

Holgar J. Johnson, _ Institute 
president, in announcing the details 
of the new 15th annual cooperative 
advertising program pointed out 
that recent surveys that a 
majority of the American people are 
now aware of the fact that a state of 
inflation exists and what is needed 
now is to alert them to measures 


show 





that can and must be taken to help 
check this inflation. 

The the new 
campaign are of two designs. Both 
will be basically editorial in nature, 
but some of them will be all-type 
with a bold headline, while others 
will give half of the space to a draw 
ing rendered by 
cartoonists. 


advertisements in 


t »p pre fessic ynal 


Headlines 
“The more we pass the buck, the 
less the buck will be worth,” is one 


headline with a subhead, “Fighting 
inflation is everybody's job!” 
“Who suffers from 
another headline. 
‘How much more inflation can our 
country stand?” is the title of one of 
the drawings. 

In addition to the advertisements, 
the Institute has assembled supple- 
mentary materials to help implement 
the campaign. This includes pam 
phlets, letter enclosures and aids for 
local groups throughout the country 
to help further the 
message, 


inflation 2"" is 


anti-inflation 
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- = andl Topics 





@ You can probably count on the fingers of one hand—and maybe 


even have a finger to spare!—the number of things. services and 
commodities that haven't risen in cost over the past 10 years—in 


many cases, risen drastically. 
Near the top of the list is building costs. both material and labor. 


Henee the need for re-evaluating fire insurance coverage to make 


sure it is adequate. 


Certainly no one is in a better position to realize the need for such 


review than you, the loeal agent abreast of local conditions. 


Almost daily you out in the field—and we here in the home office 
—see disastrous, sometimes tragic, instances of insurance inadequate 
to defray the cost of repair, rebuilding or replacement after a loss 


has occurred. 


When you persuade your present polieyholders—as no doubt you 
are now attempting to do—to let vou review their protection with 
them. you are selling them the greatest thing insurance has to offer: 


peace of mind. 


PLM OFFERS YOU: 


a company dedicated to the support of the American 
(gency System 


strength—surplus to policyholders now $7,297,801 
absolutely non-assessable policies 
. anticipated dividends to policyholders ($23,881,978 


paid since founding) 


. prompt round-the-clock claim payment 


. Capacity to insure risks of any size 


Why not get in touch with us today 


Writing FIRE and ALLIED LINES 
‘In the Birthplace of American Mutual Insurance’”’ 


ENNSYLVANIA LUMBERMENS MUTUAL INSURANCE COMPANY 


Branch Offices in New York, Los Angeles, Charlotte, N.C. 











e PLM Building @ Phila. 7, Pa. 









CRIME STATISTICS 


Major CRIMES increased 7.2% in 
urban and 13.2% in rural areas for 
/an overall increase of 8.4% and 
inew high crime total of 1,399,670 in 
ithe first six months of this year ac- 
lcording to the Uniform Crime Re- 
ports prepared by Federal Bureau of 
Investigation. Robbery, burglary, 
larceny and auto theft, crimes of 
|specific importance to insurance 
}companies, all showed increases. 
| This is the first increase in the num- 
ber of robberies since 1954. 
However, the trend in crimes 
against banks is again downward, 
according to a report of the Insur- 
|ance and Protective Committee of 


ithe American Bankers Association. 


During the first half of 1957 em- 
bezzlement losses of $10,000 or more — 
showed a decrease of 28% in dollar 
total over the same period of 1956. 
There were reported thirty seven 
bank embezzlement losses of this 
size aggregating $2.7 million, com- 
pared with thirty five losses amount- 
ing to $3.7 million during the same 
period of the previous vear. Three of 
the thirty-seven losses exceeded the 
amount of fidelity insurance in force, 
being underinsured to the extent of 
approximately $1 million. Two of 
the three underinsured banks were 
placed in receivership. 


REDUCTION OF EXPENSES 


\VORK SIMPLIFICATION, closer ex- 


/pense analysis and control, and 


better use of personnel are the most 
promising avenues to reduction of 
expense ratios in the opinion of the 
executives attending the American 
Mutual Insurance Alliance Office 
Management and Personnel Con- 
ference. Noting that increased 
clerical costs and huge machine 
rentals have made work simplifica- 
tion a necessity, ©. A. Fleischauer of 
the Hardware Mutuals advised the 
companies “‘to select a single opera- 
tion for study, work out a written 
analysis of it which questions every 
detail, improve the job by elimina- 
tion and rearrangement of details, 
consider all factors affecting the new 
method, and then keep on improv- 
ing it.” W. J. Zeiter, Security 
Mutual Casualty, and S. G. Tatter- 
sall, Liberty Mutual, contended that. 
while costs are elusive, the insur- 
ance business must learn to be ob- 
jective about them. 








your ticket to 


Everv minute of the day and night. raw materials and 
manufactured products are in transit. Whether on truck, 
train or plane. these goods should be covered by trans- 
portation insurance ...and you're the man to sell it! 

The market is as broad as business itself. Right in 
vour own backyard you Il find manufacturers. processors, 
jobbers. distributors. wholesalers and retailers who are 
all good prospects for transportation coverage. And vou 
ean sell them with American Surety’s transportation 
policy! 

This poliey avoids the red tape that usually snarls up 
collection. of transportation losses from common. ear- 
riers—gives vour client the three things he wants... 
immediate payment, lower cost and more complete pro- 
tection! Best of all. our transportation insurance. is 


flexible .. 


This line does not lend itself to bargain basement selling 


meets the wide variety of business needs. 


its right up vour allev from a sales standpoint! 


AMERICAN SURETY 


COMPANY FIDELITY * SURETY »* CASUALTY ¢ FIRE « INLAND MARINE 


HOMEOWNERS * ACCOUNTANTS LIABILITY © AVIATION 
100 Broadway, New York 5, N. Y. 


extra 


The many facets of transportation in- 
surance are discussed in the current 
VAILROAD TO PROFITS, 
which includes valuable hints on hou 
to sell this Get your free 
copy now, and start making transpor- 
tation ticket to 
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— changes 


MASSACHUSETTS 
INCREASES 


SEPORTS INDICATE that Massachu 
setts compulsory automobile imsur 
uice rates will be 10% higher for 


passenger Cars 1n 1958. The 


companies requested a 25% increase 
plus a LOO% 


he owner or principal driver is an 


increase for cars where 


unmarried man under 25 


AUTO LIABILITY 


LOMOBILLI 
tiled by the 
ot Casualty | 


LIABILITY 
National Bureau 
nderwriters became 


rates 


etfective September 25 in Kentucky, 
Mississippi and West Virginia. The 
revisions are upward for all classifi- 
Effective 
passenger 
iutomobile liability rates filed by the 
Mutual Insurance 


cations in all three states 
the same day private 
Bureau 
Michi 
ean, Mississippi and West Virginia, 


Rating 


Were revised im Kentucky, 


The rates were increased an average 


of 21° in Kentucky, 8% in Michi- 
van, 20% in Mississippi and 5% in 
West Virginia. Also in Mississippi, 
liability commercial 
vehicles were increased an average 
of 8% and those for Division 1 
garage risks increased about 19%. 

The Kentucky 
also approved 


rates for 


department has 


rate increases of 
27.9% on automobile bodily injury 
and property damage filed by the 
State Farm Mutual Automobile 
Insurance Company. 


ALLSTATE RATES 


\N AVERAGE 12-1/2% automobile 
liability and physical damage rate 
increase filed by Allstate Insurance 
Company has been approved by the 
New York Insurance Department. 
However, the department has op- 
posed negotiations by the National 
Bureau of Casualty Uuderwriters 
and Mutual Insurance 
Bureau for increases 
about 18% in_ their 
liability rates. 


Rating 
averaging 
automobile 





NORTH AMERICA 
LEADS 


IN RE-INSURANCE! 


A stable market for re-insurance. 


INSURANCE BY NORTH AMERICA 
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W. C. COMPENSATION 


REVISED WORKMEN’s compensation 
rates filed by the National Council 
on Compensation Insurance became 
effective October 1 in Oklahoma. 
The revision represents an average 
reduction of 4.6%. Karlier this year 
a 7.6% average increase was ap- 
proved to offset increased statutory 
benefits. 

Illinois workmen's compensation 
rates have been increased an average 
of 3.8% effective October 1. The 
payroll limitation has also been in- 
creased. 


REFILINGS IN TEXAS 


GRADUATED RATES for fire and 
extended coverage on dwellings and 
contents have been refiled in Texas 
by six companies. Under a new law 
the rates are effective until disap 
proved by the Board of Commis 
sioners. The 


on the amount of insurance in force 


reductions are based 
and are the same as the earlier fil- 
ings. For the first $5,000 there is no 
reduction; for the next $5,000 the 
reduction 1s 40 : for the excess of 
$10,000 up to $15,000, it is 50% and 
above that it 1s 30%. 


COMMISSIONS MAY 
BE CUT 


FOLLOWING REJECTION by the New 
York Insurance Department of a 
filing seeking higher automobile lia- 
bility and property damage rates, 
the National Bureau of Casualty 
Underwriters informed agency rep- 
resentatives that a refiling would be 
made with a 20% loading for total 
production instead of 25%. 
New York agents have been urged, 
through their state association, to 
wire their auto insurance company 
presidents to express their opposi- 
tion, 


cost 


INDEPENDENT FILING 
DISAPPROVED 


THE VIRGINIA STATE Corporation 
Commission has disapproved an in- 
dependent fire rate filing made last 
March by the Insurance Company 
of North America. The _ filing, 
which was for fire and extended 
coverage rates for dwelling risks, 
was said to be 10% below Bureau 


rates. 
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Fire Rates—trom page 18 
opportunity to try to bring about 
some better understanding of fire 
rates and rating methods in this day 
of fluid drives that motivate the 1n- 
surance business. 

| realize of course that one seldom 
wins an argument and it is not 1n- 
tended that argumentative. 
views are contrary to 


this be 
lf my some 
that have been expressed so often 
in print, it is because | am firmly 
convinced that my position is sound 
in the face of known factors intluenc- 
ing rating methods and fire exper- 
ience. If some still disagree on cause 
and etfect, we can agree that we are 
entitled to an honest opinion, 

let me also admit before going 
further that we in this. technical 
branch of the tire insurance business 
claim no special gifts of prophecy 
or exempuon from. error. Before 
making any recommendation of ma- 


jor mportance on rates, we always 
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seek a slight touch of a rabbit's 
foot. Mistakes involving judgment 
are unavoidable. They are part of 
any business. All of us work as best 
we can to limit the mistakes, but 
also must accept the criticism when 
subsequent events prove our judg- 
ment was wrong. 

It is also not the purpose of this 
article to attempt to determine the 
degree or responsibility of any por- 
tion of our business for this period 
of unsatisfactory underwriting ex- 
perience that we are in. 
acts, whether 


Individual 
toward broadened 
forms, discounted rating plans, lib- 
eral loss adjustment practices, loose 
underwriting or higher acquisition 
costs, all have their 
underwriting results. 


influence on 
But no indi- 
vidual or company or bureau delib- 
erately sets out with red ink as a 
goal. The competitive forces of the 
market place continue to govern 
such acts and presumably foster ben- 
efits which ultimately exceed the 
adverse effect of competitive abuses. 
The head of one important group 
recently expressed their philosophy 
as follows, in the full knowledge of 
where the business stands today: 
“The development of a better prod- 
uct at a lower price with consequent 
competitive advantage is the life 
blood of 
strength.” 


American — economic 

If in the drive of the market place 
we have gone too far too fast, we 
cannot castigate our decisions be- 
the unlucky 
enough to run into a concurrent but 
opposite trend of loss experience. 
We can only work to consolidate 
the gains made in coverages and 
the errors 
and adjust the operations of our 
business to the realities of 1957, and 


cause business was 


forms, correct obvious 


in doing so we must also keep in 
mind that in spite of red ink, 1957 is 
as tough and competitive a year as 
anvone has seen in a long while. 


Tough and Competitive 


The purpose of my remarks, how- 
ever, is not to examine what are 
the problems of the fire business in 
1957, but rather to discuss the ques- 
tion of whether fire rating methods 
are at fault. Can these methods 
meet the requirements of today’s 
lusiness pace? Are the fire rating 
bodies guilty, as some of our friends 


have avowed so frequently of late, 
of being operators of a “horse and 
buggy” school of rate making. In 
other words, how fast are we going 
and just how much “drive” do we 
have built into our systems. 

Let me first state my major prem- 
ise—it is that our friendly critics err 
in judgment as to what is wrong be- 
cause they do not understand fire 
rating. They are complaining be- 
cause our machine doesn’t have an 
obvious gear handle or clutch. They 
are baffled as to how it shifts to meet 
a short term change in loss cost. 
They resent the apparent lack of 
speed or absence of a visible means 
to increase the velocity. 


Lack of Understanding 


This lack of understanding is ex- 
pressed by some of the following 
quotes: “The fire rating process ap- 
pears under present circumstance to 
be slow.” “The analysis that will 
lead to rate filing is over into the 
second year from the year of exper- 
ience, a year or more after the com 
panies have paid the losses.” “It is 
even suggested that the rating ma- 
chinery in fire was deliberately con- 
structed to move at a slow pace, 
certainly slower than casualty.” 

These are all quotes from an ar- 
ticle of an insurance writer that has 
a well deserved reputation for comp- 
etency, 

Then there is the writer, much 
more lurid in his use of prose, who 
helabored some of our companies in 
a recent article for failure to require 
“adjustment of the cumbersome and 
antiquated rating machinery to the 
uid and inflationary economy under 
which we are living.” This same 
writer also critizes the use of sta- 
tistical results of prior vears because 
he feels this is like giving companies 
1952 premiums to pay the inflated 
claims of 1957. 

| could cite more of these direct 
or implied criticisms which have 
been sprouting regularly since the 
middle of 1956. These, however, 
should be sufficient to point up this 
view, seemingly quite prevalent, that 
fire rate making, because it is pre- 
dicated on the theory of probabilities 
and the law of averages, is not cap 
able of the speed required by mod- 
ern underwriting. Further than that 
the responsibility for the red ink of 
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1956 and 1957 is implied if not 
stated. 

Let me try to point out where | 
think our friendly critics err or do 
not understand the mechanics of fire 
compared with other branches of the 
business. 

The first major diffierence they 
overlook is that regardless of the 





rating system employed, fire rates 
are fundamentally an expression of | 
the physical hazard of a particular 
risk and not simply the statistical 
function of past experience on a| 
given number of similar properties. | 
If such hazard is properly analyzed, 
it tends to create a rate in keeping 
with the probable experience, with 

out need for statistical juggling acts 
except when there are important 
shifts in burning ratios or loss cost. 
In this I am referring particularly 
to the mercantile and manufacturing 
classes where we find high individual 
values and large loss exposures. 


A Perfectly Sound Rate 


To give an example, let us take 
a given manufacturing risk occupied 
by several tenants, one making metal 
outdoor grills, another manufactur- 
ing cardboard egg case fillers and 
a third plastic balloon compound. 
You might search for many years 
without finding a risk duplicating 
this in occupancy, construction or 
grade of private or public protection. 
Nevertheless, a rate is made after in- 
spection and under schedule, accord- 
ing to the potential hazard. The | 
agent may influence the insured to | 
put in some improvements that re- | 
duce the hazard. A revised rate is | 
published, still a perfectly sound 
rate reflecting the hazard of the | 
risk. The metalworking occupancy | 
is replaced by a mattress factory. | 
Rates for the building and each oc- 
cupancy are again revised to reflect | 
this. All of these rates are without 
direct regard to statistical experi- | 
ence for that cannot be 
except on a 


available | 
much broader basis. | 
Each rate, however, is adequate for | 
the risk and is made with due regard 
to the underwriting viewpoint and 
judgment of companies and schedule 
makers, 

There are actually hundreds and 
thousands of classifications or di- 
visions of hazard embraced in a fire 
rating system in contrast with the 
simple classification plans used in 





(Continued on the next page) 
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Do your insureds’ policies fit today’s 
semi-inflationary conditions—or have 
replacement costs far outgrown their 
existing coverage? Do your own books 
the soundest, most profitable 
“balance of growth” 
creased policy face values and 
greater number of policyholders? 


show 


between in- 


Dubuque F & M has been making an intensive study 
of just such factors in today’s economy. 
discussion with your Dubuque F & M man may prove 
invaluable to you right now. He’ll gladly call on 

if you'll just write and tell us your ‘“‘Welcome”’ mat is out! 
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Fire Rates—Continued 


many other branches of the business. 
Che application of these charges and 
credits under a rating system auto 
matically tends to create reasonable 
but adequate rates. The inspector 
risk, making a 
rate for the future and not simply a 
rate based on past experience and 
such new and revised rates are being 
established constantly by the inspec- 
tion and rating organizations. 
is no other the 
rating operation comparable 
in its attention to the pro 
duction of rates in keeping with haz 
ard, 
\nother 
statistics of 


rates as he sees the 


There 
branch of business 
with a 


to this, 


is that 
the 
pre yperly he 
used only as a general guide to ad- 
justment of rate rather than 
as an rate level. 
This follows from the nature of fire 
experience representing very low in 
cidence of claim but often large in 
dividual losses. 


major difference 
past 


business 


experience in 
fire should 
levels, 


exact measure of 


For example, in the 


case of whiskey warehouses, the 
Middle West went for a_ recent 
period some nine vears without 


a major loss and then had $7,000,- 
000 loss at Pekin. 
have little bearing on rate level for 
special classes such as that and in 
formed judgment must be the prin 
cipal guide in the construction of 
rating schedules and rate 


[experience figures 
s 


levels. 


Effect of Inflation 


\nother important difference 1s 
that our fire losses are generally paid 
in the month or vear 
incurred and are settled on values 
that in definite relation to the 
insurance that applied at time of loss 
\gain | am speaking particularly of 
the mercantile and manufacturing 
business where coinsurance or full 
value reporting clauses lead to main- 
tenance of insurance to current value 
regardless of inflationary factors. 
If not maintained to value, the in- 
sured will be penalized at time of 
loss. While certain classes such as 
dwelling business 


that they are 


are 


have suffered 
from the effect of inflated repair and 
building costs, and unquestionably 
the effect of inflated repair costs ap- 
plies on most building claims, there 
is still a major difference in the effect 
of inflation on the fire business as 
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compared to automobile or casualty. 
Our business is not affected very 
often by settlements or judgments 
entered years after the claim is in 
curred, 

The use of statistics of past years 
in obtaining a reasonable stability 
in rate level is not improper in the 
fire business, if such statistics are 
further adjusted to current rate level 
and proper weight is also given to 
known trends of the most recent un- 
derwriting experience. 

In this connection there appears 
to be a very general lack of under- 
standing on the part of some of our 
friendly critics as to the manner in 
which the experience figures of prior 
vears are used, 


Adjusted Experience 


kor many years now the rating 
bureaus with which I work have 
based their decisions on changes in 
rate level on past experience ad 
justed to reflect the effect of cur 
rent rates. In other words, while 
experience for 1956 is itself not 
available until 1957, the experience 
figures ending 1955 were long ago 
adjusted to the rate changes effec 
tive in 1956. Thus the premiums 
produced under such adjustments 
should be a fair indication of the 
probable future premiums based on 
the rates or premiums being charged 
on current business. The loss total 
and trend, if any, of a future year 
is the unpredictable part of the equa- 
tion. It is there that judgment must 
apply, and it is there that some in 
surance departments have failed to 
give the rating organizations the re 
quired degree of latitude in the adap- 
tion of past experience to prospective 
rate level adjustment. 


Reasonable Profit 


Taking a period of twenty-five 
years, from 1932 to 1956, the fire 
business made a reasonable under 
writing profit on pure fire coverage 
in twenty-one out of those twenty- 
five years. Since 1949, the business 
had a steady record of underwriting 
profit on pure fire coverage. As late 
as 1955 the underwriting profit on 
fire business was satisfactory. Even 
in 1956, the underwriting loss on 
pure fire business was only about 
.7%—the least unfavorable of the 


{Continued on the next pade 
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At American Health we have long experience as special- 
ists in small group coverage. We program protection 
values for each individual firm at no cost to agent or 
broker. We emphasize complete local claim service, so 
that employer and agent or broker are never “‘in the mid- 
dle’’ over benefits they are asked to certify without 
authority to do so. 

American Health is currently engaged in a program of 
expansion on a planned territorial basis. Because we seek 
representation in an area only after we have set up com- 
plete local service, inquiries to our home office are not 
invited. For future reference, however, it will pay you to 
check these features: 


Specialists in small group coverage. 


PMENy * Rated “A’’...excellent by ‘‘Best's.”’ 


CONSUMER 
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° 1) ®& No other lines of insurance. 
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major lines written by fire compa- 
nies 

| mention this not so much as de- 
fense of our fire rating machinery 
as to call attention to my premise: 
Phat our friends who are inclined to 
belabor our methods should perhaps 
little more heart for the fu- 

ture in the progress that 
] 


and is being made in meeting the cur- 


} 


take a 


has been 


rent rating problems 


Broadened Forms 


fire business was 
| by several facts. Contrary 
usual pattern of inflation, pre- 
emained fairly close to the 

1] while losses rose by about 
of this due to 


ns. Perhaps more can 


Was 


attributed to siphoning off of pre- 


MUMS Under the 


growth of install- 
into 
e coverages that do not 


he fire experience. Cer- 


and diversion 


ent MaVInENt 


tain of the loss dollars are not under 


standard coverages filed by the bu- 
reaus. And unquestionably we are 
in an economic period where defla- 
tion and tight money can have an 
important impact in spite of con- 
tinuing inflation. 

In many individual states, the ex- 
perience continues quite satisfactory. 
In others, adjustments in rate levels 
have made 
through the natural course of rate 


been made or will be 
Such 
adjustments seldom present a spec 
tacular display. 


review and schedule changes. 


We in the bureau end of the fire 
business are well aware of the de- 
mands of 1957. We think we have 
a fluid drive model that is sturdy 
but fast enough, given a little help 
along the way. We know that no 
cure for present experience lies with 
rate levels or rating methods alone, 
for many things have contributed to 
today’s problems. 

1957 is a vear in which corrective 
action is needed and has been started. 
| am sure that the fire rating proc 
esses will continue to merit the con 
fidence of our industry. 


REPORT ON N. J. DEPT. 


PATTERSON, former 
deputy superintendent of insurance 
of New York and former Columbia 
Law School professor, ap- 
pointed by his former — student, 
Democratic Robert B. 
Meyner of New Jersey, to review 
the 


IpWIN  W. 


was 
Governor 
testimony taken by the Repub- 


dominated 
enforcement 


lican Legislative [aw 
the han 
dling of the Loyalty Group. situa- 
tion. The expects his 
political opponent to make capital of 
the Council's report 
issued. Professor 
that 
malice, corruption or 


Council on 
(governor 
when it) is 


Patterson's 
there 


con- 
clusions were was no 
evidence of 
cishonesty on the part of the admin 
istration in the alleged cover-up of 
the embezzlement 
John R. Cooney, former president 


of the Loyalty Group. 


charged against 


He did, how 
ever, recommend a general revision 
cf the state’s insurance laws and a 
the 
departments 


separation — of Imsurance and 


hankine which are 


1 


presently under one commissioner. 














sured. 


Today's high replacement costs make it the first obliga- 
tion of every Independent Agent to make sure that his 
clients are fully protected. Proper insurance to value is 
the most important assignment if we are to live up to our 


earned reputation of safeguarding the interest of the as- 


ine NEW HAMPSHIRE 
Tu \. FIRE INSURANCE 


COMPANY 
MANCHESTER 


GRANITE STATE 
FIRE INSURANCE 


NEW HAMPSHIRE 
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Marine Insurance Policy—Accrual of 

Coverage Where Agent's Response 

to Application Specified No Condi- 
tion Except Favorable Survey. 


FFremmuth v. Glens Falls Insurance 
Co. (Supreme Court of Washington, 
1957) 314 BP. 2d 468. 

This 
which is interesting because of the 
court's the language 
and procedure employed by the in 


case presents a situation 


treatment of 


surer’s agent, and the results there 
from. 

The insured held a marine policy 
on his vacht, which was located at 
Ketchikan, Alaska. Coverage 
limited to Ketchikan harbor. 

At the 
Seattle insurance broker telephoned 
and then 


Was 


insured’s instance, his 
written confirmation 
to the insurance company’s general 


sent 


Please issue an 
the 


agent, as follows: 


endorsement vranting 


privilege to make a one-way trip 
from Juneau to Seattle, * 
time from May 20 to July 20 


any 
via the inside passage.” 


No 


bre Iker or to 


the 
The 


marine 


was made to 
the 


wrote to a 


response 
insured. 
general agent 
surveyor, giving the details and re 
questing a survey, and including the 
statement: “lexistence of coverage 
is dependent on your survey 

The survevor ordered an anchor 
line replaced and specified, with the 
insured’s consent, that travel be re 
stricted to davlight hours. At the 
time of the survey, on Mav 27, the 
insured was informed of the results 
of the and the 
general agent's letter to the marine 


survey was shown 
surveyor. 

Without any further communica 
tions between the parties insured left 
for Seattle on May 28, the morning 
after the survey was completed, but 
after changing the anchor line as 
required. 
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The 


mailed 


Marime survevor then air- 


his favorable report on the 
survey to the general 
report stated that the insured in- 
tended to leave on May 28, the day 
the 


In turn, 


avent. This 


surveyor's mailed. 


report was 
the general agent, by special 
messenger, sent the survey report to 
the 


with a note: 


office, 


‘Please issue endorse 


Insurer's Seattle marine 
ment allowing trip if vou believe this 


acceptable. [Tf not, please call.” 
The imsurance company’s marine 

office did nothing further about the 

insured yacht 


matter until the was 


destroved by fire. The casualty oc- 
curred two days after the delivery 
of the survey report to the insurer’s 
marine office 

When the 


covery of his loss the trial court dis- 


insured sued for re- 
missed his case for failure to show 


any ground for recovery. 


The insured then appealed to the 
highest court of Washington State, 
which reversed the judgment of the 
lower court and held that the facts 
favorable to the insured, 1f believed 
by a jury, would support a judg- 
that 
the circumstances, and 


ment insured was covered, 


under was 


entitled to recover his loss 


The Court stated that, according 
to the survey order which the marine 
survevor showed to the insured, his 
coverage was dependent upon a 


a \ pel son 


would he 


favorable survey report 


of ordinary intelligence 
justified, under such circumstances, 
that the contract 
complete upon the survevor’s ap- 
\ppellant (the 


sO) undet STO. “a” 


in believing was 


proval of the trip 
insured ) 
The 


that the survey 


Court further pointed out 


was favorable, and 
stated: “That survey being favora 
ble, the contract of 
complete. The appellant (insured) 


Insurance was 


Miami. Florida 


so understood, 

barked upon tl 
The decision 1 

trial 


any deten 


1- 
veneral avent to Isstte 


endorseme nt 


Accident Insurance—Definition of 
"Automobile" as including Forklift 
Trucks. 


Vational ¢ 
(Court of Ay 
1957), 96 So. 2d 
Although this 
an automobile 


Jon 


policy, 
of interest because 
effect on liability 
policies. 

The vehicle 
“Hyster” 
wheels, 


fork lift 


truck, 
and — self-propelled 
ordinary use is to raise, carry, and 
place loads by means ot the horst 
ing apparatus, or fork lift 
an integral part of the machine 
By reason of its pl 
teristics such a machin 

been used to a certai 


vehicle on a highy 


machine in questio 


one time ona 


The “automobile” 
rise to the suit o¢ 
fork lift truck was being u 
a trailer van which moved when tl 
lift truck was parth 
out of the trail 
truck to fall, 
tor. 


Phe 
that the 


\labama 
word “automo 
precise” and ambiguous, 
fore, the ambiguity 

solved) against the 
since the lift: truck 
ated on highways,” 





to hold that it 
under the 


Automobile Liability Insurance—Lia- 
bility of Insurer Where Both Compen- 
satory and Punitive Damages are 
Awarded Injured Party, But Insured 
Did Not Intentionally Cause Injury. 


hreshermen 
salty Insurance 
S. Court of Ap 
244 


1957 ) 


when the myured 


insurer to obtain 
satistactlo ‘ judgement previously 
obtained against the insured 
Phe trial rt gave judgment 


the injured party, and 


company appealed. 
leral appr llate court, 
‘nts advanced on behalf 


was that the 


one 
insure! policy 
occur- 
result 
ceive rise to 
Fur- 
ted out that punitive 


ents only, not 


ACC idents 


ves only. 


S tek 


ata 


a4208 








Respected adjusters strategically 
located throughout the Inter- 
mountain West provide immedi- 
ate action on all claims. 


Pocatello, Idaho — First Security Bank 
Bidg. — P. O. Box 1227, Phone 4525 


Idaho Falls — 258 W. Broadway 
P. O. Box 293, Phone JAckson 2-3431 


428 SOUTH MAIN 


SALTsAKE CITY, UTAH . DA 2-2541 


damages are allowed only where 
there has been an intentional act, or 
its equivalent, 
reckless or 


such as wantonly 
malicious acts. 

Irom these premises it was 
argued that since the injured party 
has recovered punitive damages in 
addition to compensatory damages, 
it must be inferred that the insured 
was held liable for 


than an 


something more 
accident covered by the 
liability policy. 

The Court conceded 
ance of punitive 
than 


that allow- 


damages requires 


more mere gross negligence, 
and that recklessness is the equiva- 
Neverthe- 
relied on the 
that the 
used his auto 
injure the 
and apparently concluded 
. in the absence of such evidence 


lent of intentional wrong. 
less, the Court 
there was no evidence 
sured “intentionally 
mobile as a 
plaintiff,” 
that 
of intention, the 


fact 


weapon to 


insured is covered, 
however reckless he may have been. 

The philosophy of the Court is 
illustrated in this language: ‘To 
allow the appellant’s (insurer's) 
argument would lead to the illogical 
and indefensible result, contrary to 
the purpose and spirit of liability in- 
surance policies, which are designed 
to protect 
that the 
ness the 


members ot the public, 
extreme the reckless- 
likely the insurer 
liability.” 


more 
more 


would be to escape 


FTC CASES 


Tuk NEW ORLEANS Insurance Ex 
change has appealed to the Supreme 
Court the ruling of the Federal 
District Court that it was guilty of 
restraint of trade and monopolistic 
practices. It argues that the District 
Court decision nullifies the MecCar- 
ran Act and the state 
authorities of rightful juris- 
diction. 


deprives 
their 


\ government brief filed with the 
Court contends that the McCarran 
\ct clearly prohibits activities such 
as the Exchange practiced. It holds 
that the questions raised by the Ex- 
change are without 
and do not 
argument. 

The Federal 


claims 


substance or 
merit require further 
Commission 
jurisdiction 
over direct-mail advertising in inter- 
state commerce of insurance com- 
submitted to the 


Trade 
unquestionable 


panies in a brief 


eighth Circuit Court of Appeals in 
the Travelers Health 
()maha 


Association of 
that 
not regulated by 
law within the 


such 
state 
meaning of the 
MeCarran Act and that recent 
Nebraska statute not divest 
the Commission of its jurisdiction. 

The 


case. It argues 


activities are 


does 


American Hospital and Lite 
Insurance Company, San .\ntonio, 
and the Firemen’s Fund Indemnity 
Company, San Francisco, 
petitioned the 
refuse to 


have 
Court to 
court 


Supreme 
lower deci 
sions against the FLT. 
health 
cases. The 


review 
‘in accident 
and insurance advertising 

Hospital 
distribution 


advertising is by 


\merican 
maintains that the 
of its challenged 


only 


licensed agents in the states in which 
it operates. 


TEXAS INDICTMENTS 
and | 


both former cl 


(SARLAND A. SMITH Byron 


Saunders, lurmen of 
the Texas Board of Insurance Com 
indicted for 
perjury by the grand jury investigat- 
ing the failure of the ICT Insurance 

The grand jury 
BenJack Cage, former 
president of the company, on 


missioners, have been 


Company. also 
indicted 
two 
counts of bribery and Max Rychlik, 
Mr. Smith's son-in-law. 
Mr. Saunders’ vice 
president and general counsel of the 
Republic National Life Insurance 
Company, Dallas, a position he has 
held since leaving the Board of Com- 
missioners the first of the year, has 
been tendered to and accepted by the 
company, immediately. 


for perjury, 
resignation as 


effective 


COMPULSORY 
\N INFORMATIVE GUIDE on the 
history of compulsory insurance in 
that state is being distributed bv the 
Casualty Insurance |= Companies 
Serving Massachusetts. Titled “The 
irst Thirty Years” it gives a 
factual picture of compulsory rates 
and rate making the 
political pressures which — are 
brought to bear on the rates. The 
euide is designed as a help for news- 
paper writers, editors and radio and 
TV commentators and also covers 
such points as the validity of ter- 
ritorial rate differentials, claim re- 
serves and a comparison of the 
Massachusetts and New York com- 
pulsory laws. 


along with 
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IT’S YOUR 
TOMORROW 


Or business is in a challenging period of expan- 
sion, of change, of transition. 


These may be times that test our patience and our 
ingenuity but we cannot doubt the promise of a more 


stable tomorrow. 


Companies and agents who are sensitive to the 
great growth potential of our economy have their 
eves on the future. 


Because the stakes will be larger and the compe- 
tition more exacting, thev are planning now for the 
growth they hope to achieve one, five or ten years 
from now. 


They are improving their efficiency, their service, 
their productivity. They are reviewing company- 
agency relationships to determine the best “partner- 
ships” for the long pull. 


Some of the finest agents in America are “looking 
ahead with The London Group.” Thev know they 
can count on these sound, farseeing companies to 
help them make the most of the future. 


How about you? it's your tomorrow! 


THE LONDON GROUP 


THE LONDON ASSURANCE - THE MANHATTAN FIRE & MARINE 
GUARANTEE INSURANCE COMPANY 
Executive Office: 55 JOHN STREET, NEW YORK 


Regional and Branch Offices: SAN FRANCISCO * LOS ANGELES + CHICAGO 
INDIANAPOLIS + RICHMOND * LANSING 





Meet Mr. 


“Hometown 
Service” 


Last year, his courtesy paid off for GOO of his fellow agents—and himself 


Pictured above is Clay Gardenhire, State Farm agent in Sarasota, 
Florida 

Last \ handled over 600 calls for assistance from State 
Farm members ugh his territory. Members who were 
not his o : 

And when | \ tate Farm policyholders take to the high- 
way, Clay knows they ll be similarly assisted by other State Farm 


agents whenever the need arises 


wh per 


Clay is typical of 0 State Farm agents who cooperate 


to provide policyholders with the “hometown service” they have 
come to expect wherever they travel, 

This mutual cooperation has taught State Farm policyholders 
to put their trust in the State Farm agent. (That’s why so many 
of them buy Life and Fire policies from him as well.) 

State Farm’s agents are backed by the largest staff of salaried 
adjusters in the industry. Working together, they make State 
Farm’s promise of “Hometown Service—Wherever You Drive” 
come true—time after time. 


STATE FARM 


For more information about any aspect of State Farm operations, simply write: 
Director of Public Relations, STATE FARM INSURANCE COMPANIES, 


Home Office: Bloomington, Iilinois INSURANCE 








HOW 


CAN WE 
EXPAND 


DAVID SCHENCK, CPCU 


Schenck & Co. 
Greensboro, N. C. 


HWE “MASS MARKET” 1s an im 
posing and intriguing phrase: 


everyone, be he selling cough drops 
or auto insurance wants to get his 
the 
Something about this phrase “mass 


slice of elusive mass market. 


market” means massive volume, 
massive profit, and eventually, “easy 
Our direct 


petitors have gone after the masses 


street.” writing com 


with a vengeance—their every action 
and advertisement is geared to cor 
alling the masses. 

Does the mass market seek out the 
best insurance advisor? Does it 
really seek out the cheapest product - 
the 
strength or the company? Does it 


Does it investigate financial 
care whether it buys from a capital- 


ist, socialist, or even a communist 
or facist? | 
that 


to buy. 


say no—the masses buy 


is made easy for them 


which 


Our competitors make it easy. Of 
course, some have insurance count 
ers in their crowded stores, and they 
have order blanks in their widely cir 
But 
what really sells their auto insurance 


culated mail order catalogues, 
is the virtual army of salesmen they 
have unloosed upon the hapless mass 


market. 
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We are apt to look with disdain 
upon the door to door peddlers of 
direct insurance from the company. 
He's thought a low-brow, non-pro- 
fessional, temporary — opportunist 
who takes advantage of his victims 
(or customers) and jumps into an 

rts 


other job as soon as his immediate 


circle of prospects is used up 


Tried and True 


Some of this may be true, but he 


has racked up an imposing record 
of sales by just following the old 
formula the Fuller Brush Man tried 
and found true vears ago——if you 
give enough people the opportunity 
to buy, and make it easy for them, 
success Is assured, 

kemember too, this army of solict 
tide of 


were trying to stem, is well armed 


tors whose sales victories 
with a double edged weapon: They 
and 
singleness of method to achieve this 
The direct 
man is just that—a 


have singleness of objective, 
sales 


He 


to sell, from morn- 


objective. writer 
salesman, 
has but one job 
ing ‘til night. Someone else rates 
handles claims, 
letters, 


collects premiums, orders supplies, 


and writes policies, 


answers complaints, writes 


chats with home office representa 


for 
advertising, pays for office rent, and 


tives, handles accounting, pays 


50 ON, 


Secondly, many direct write 


salesmen have a few policies to 
1 


]—auto, fire, and life. Mastery of 


| aout tt] tina 
these takes littie study, 


and less continuing researcl 
hanges \lso this 


shot” solicitor s¢ Idom 1s called upon 


to work out an insurance progran 


all tvpes of coverage mto a 


fitting 
comprehensive protection picture 

Ile, and his myriad of co-workers 
have nothing to do but sell. They not 
outnumber for 


have a mu 


onl man 


man they ater per 


time than 


centage of effective 


does the often hara l and multi 


occupied independent agent. 


Do we want to et his direct 


writet captive salesman, OF 


tion peddle r- | tl 


Recent reports pomt to the 


protec 
ink not 

fallacy 
in the direct writer svstem of Oper 
ation; direct writers are reported to 


be losing West Coast av 


ents in large 


numbers because of dissatisfaction 
with various company practices. It 
is said that these disgruntled agents 
take nearly SO‘ of the business they 
produce with them when they go. 

the 


direct writer's lower price and ap 


It has long been known that 


parent sales success came about 


largely at the expense of their sales 
Their representatives 
] 


poorly compensated 


Mien, are 


and their future 


Is never secure with renewal owner 
Continued on the next page 
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ip or commissions theoretically re- 
verting 


i¢ 1 


] 
LOOKS 


to their company. 
direct 


organizations are beginning 


as though these 


heir just 
and 


practices 


reward for their 


rhted sometimes heart 
] 1 
ess Personnel 


| neither admire nor envy the rep- 


ve of a direct writing com- 


it as long 
1 
a | 


as pre ifes- 


is needed 


1NS¢ 


and desired, rendering proper serv- 
ice to clients and customers is. still 
of prime importance in the sale of 
insurance protection, 

But, we can’t dispose of this com- 
petitor that easily. These competi 
tors of ours have enjoyed a rather 
phenomenal success in recent years. 
What can we learn of their philoso- 
phy which will both help to combat 
their encroachment upon our busi- 
ness and improve our ability to get 
a bigger share of the mass market? 








Qu Fidldimon Ff Holp-Agenh 
Soll Trawrance to Value 








Additional business for the Bean, Mason & Ever Agency 
of Doylestown, Pa. resulted indirectly from a valuation 
estimate of a dry cleaning plant. Special Agent Don 
Lippincott’s appraisal for Agent John F. Mason found 
the insurance up to current values, but so impressed 
the owner that he’s switching a $14,000 policy, when it 
expires, to Mason’s agency. He has also added a Bailee’s 
Customers Policy with a $500 annual premium. For 
another example of our service, send for our “Replace- 


ment Cost Guide 11B.” 


61 Woodland St. 
Hartford 15, Conn. 
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ALL FORMS OF INSURANC EXCEPT LIFE 


96 


We can advertise. And we're go 
ing to, The national advertising pro 
gram conceived and now being intro 
duced by the National Association of 
Insurance agents will make trade as 
(riven enouel 
support, it will put the eye-catching 


“Big 1” 


sociation — history, 
seal before the mass market 
in such a way that it will become as 
familiar as the 
‘(Good House Keeping Seal of .\p- 
proval.”’ 

But will it get us that big slice of 
the mass market we keep talking 
about? Will this wonderful and 
carefully worked out program send 
the public rushing to our door when 
we hang out our “Big I” sign. | 
wish it would, I know it won't. It 
won't unless we can make it easy for 


“Coca-Cola” or 


the masses to buy. Unless we can 
place the “Big 1” 
before people, masses of people in 
dividually, and make it simple for 
them to sign up, our advertising will 
he a great experiment gone to waste. 
A costly lesson in merchandising in- 
surance. It’s true in the local com- 
munity, and it’s true nationally. 
(;00d advertising must be followed 
up with good selling and personal 
contact. 


and its message 


Mass advertising must then be 
followed by mass selling—mass sell 


ing takes a mass of salesmen. 


Must Expand 


Our advertising program presents 
both an opportunity and an obliga- 
tion. With this fine builder of public 
confidence in the independent local 
agent, what better time than now is 
there to mount an offensive. Expand, 
and reap the harvest of potential cus 
tomers sown. by 
|_ook, by 
Murrow. 


Life and 
Dave Garroway and Ed 
Expand! Every 
should hire new solicitors 


ads in 


agency 
now ! 

(ne recent editorialist stated that 
“Local agencies must attract new 
men, or the direct writer battle will 
be lost by default.””. Wise words, and 
| believe they are true and prophetic 
words. We may lose out to the di- 
rect writer by default, unless we act 
promptly, study, plan, and surmount 
our expansion difficulties, 

These difficulties are many and 
complex. Some seem to feel that a 
small but thriving agency need only 
hire one or two solicitors and the 
problem is solved. They advise that 
the increased 


commission income 
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produced by these men will soon pay 
the expense of training and return 
to the agency a handsome profit. 
Would that it were so! 


Thirty Needed 


\ leading life insurance magazine 
recently published some interesting 
figures on the experience of life com- 
panies in securing good producing 
\ leader in the field found 
that on the average, thirty college 
graduates must be 


agents. 


interviewed to 
secure trainee. Ten of 
these trainees must be hired, tried 
and fired to get one dependable pro 
ducer! 

Fred Ritter, President of the New 
York Insurance 
\gents, said in a recent talk that the 


one agent 


\ssociation — of 


cost to a fire or casualty company 
to take a college graduate and train 
him, and after eighteen to thirty 
six months, get him to a point where 
he is paying his own way as a field 
man, is $12,000 to $15,000 plus 
fringe benefits. 

Now this is a costly investment. 
Mr. Ritter has hired five men in his 
agency. They cost him $5,000 each 
to train, and four of them left to 
enter other fields of endeavor. Yet 
according to life company statistics, 
Mr. Ritter’s $25,000 investment to 
get one man 1s exactly twice as good 
as average. How short a time will 
it be until the new man repays this 
$25,000 investment ? 
years 


five years 
How simple is_ this 
problem anyhow ? 


ten 


Case in Point 


Suppose local one-man 
partnership had 
in securing and 
solicitors. [I haven't got 
with, and | don't 
know many who do 


every 
small 
$25,000 to invest 


agency, OF 


training 
this sum to gamble 
but, let’s pre- 
tend here to make a point. 

What investment advisor would 
recommend putting this sum into 
training salesmen, one in ten of 
whom become profitable; each of 
whom can leave anytime taking his 
customers with him; each of whom 
can open his own business, become 
his own boss, and represent the 
same companies, and at the same 
yross commission rates as his pres- 
ent employer. A rather foolish in- 
vestment, isn't it? What amazes me 
For 
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The kind of agency you operate; 


the kind of agents we want; 
the kind of business that 


will do us both the most good. 


A bulwark of our company since 1799. 


One of the three characteristics of our relationship 


with our agents and assureds: 


QUALITY=-INTEGRITY-FRIENDLINESS 


PROVIDENCE WASHINGTON 
INSURANCE COMPANY 
20 WASHINGTON PLACE, PROVIDENCE, R. }. 





is that any agencies at all find hir- 
ing solicitors profitable. It’s either 
pure luck, or there’s some feature 
in this that I’ve overlooked and 
someone is keeping a strict trade 
secret. 

Are we then doomed to become a 
group of small, independent agents, 
each so engrossed in the sometimes 
exasperating task of keeping what 
we've got, that we'll end up with 
nothing ? 

No, I’m sure our fate is not so 
dismal. Yet, | am sure too, that our 


fate and future would be brightet 
indeed were some clear thinking and 
unemotional action put forth on the 
problem of agency expansion. 

The life companies, who seem to 
be the only ones to seriously consider 
this vital personnel problem, seem 
to think paying for ten men is not 
an exorbitant price to get one good 
man. They have elaborate agency 
financing arrangements and training 
programs, and undoubtedly, it pays, 
even when nine of ten trainees are 


(Continued on the next page} 





How Can We Expand? ntinuved not strictly compensation tor 


rendered, not a duty levied by the in lished. The ageney principals are 


services business expansion has been estab 


dependent agent. They are nothing busy) people—the myriad of daily 
more than an unimaginative flat, © tasks, servicing present accounts and 
percentage fee paid to all, regardless | seeking new ones takes maximum 
of anvthing, for the securing of 1n effort, 
surance customers. It becomes obvious, that one or 
Let's look at this svstem in actual more solicitors to seek new business 
operation ina small ageneyv—by that and perform routine service on pres 
| mean, an agency with one or two ent accounts would be most desir 
principals, two or three office em- able. With additional men, new leads 
plovees and perhaps premium. vol would be followed, and advantage 
want ume from $73,000) to $200,000 taken of national advertising and 
from typical of thousands throughout local prestige. 
urban and suburban .\merica. The manager of this agency must 
Business has been good, prospects — seek “new blood.” New Blood, not 
are bright and a sound basis for only to seek additional sales and 
meet competition, but new blood to 





perpetuate the agency in times. of 
stress, or in the event of death o1 


disability. of the present owner, 
ALBERT WILLCOX & CO., INC. | | 


Established 1916 New Blood 
Reinsurance Brokew Dr. John Douglas Long, CLC and 


CPCU, of Indiana Universitv, who 











is one of the few who have carefully 
REINSURANCE PLANNED and considered the ageney expansion and 
Facultative perpetuation problem has declared 
NEGOT F » DOMES 4 : 
NEGOTIATED - I {ESTIC and tide’: 
FOREIGN MARKET FACILITIES Treaty “For an agency to perpetuate itself, 
and to expand, it must secure new 
Excess of Loss ' 
f blood, and the new person must have 
99 John Street Fire a way to share in the ownership of 


: é : the ageney, or ultimately control it.” 
New York 38 Marine \gency managers may look to 


three possible sources of additional 
Inland ciel seit . 
agency management personnel : 
Casualty l. Merger with another proprietor 
ship ageney with similar problems. 
? 


Telephone: BEekman 3-419] 




















Selection of an experienced per 











son, perhaps from COMpPAan rank 








willing to invest in your business. 








3. Selection of an individual anxious 





to go into the ageney business and 
hire him as a solicitor with promise 


pioneers in multiple line underwriting | 


of future ownership 





Two Other Alternatives 


TRINITY SECURITY Two other alternatives can be con 
UNIVERSAL NATIONAL sidered as partial solutions to. the 
problem oof perpetuation of — the 

INSURANCE INSURANCE 


agency. These are: “a buy and sell” 

COMPANY COMPANY agreement with a friendly competi 
tor, backed up by life insurance, or 

a decision to stick it out alone until 


HOME OFFICE, DALLAS, TEXAS Junior is old enough to take over. 


EDWARD T. HARRISON, Chairman cacy plan has obvious disadvan 
ages. 
GORDON 5S. YEARGAN, President 


Merger with another ageney, or 








securing a suitable partner willing 
to buy a portion of the agency are 
re. tir 
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Private Atomie Reactors—Part Il 


PETER ROBERTSON * 
Johnson and Higgins, N. Y. 


NWENTY-FIVE nuclear reactors 
have been safely operated for 
the Atomic Energy Commission in 


the United 


twelve vears with no accidents 


States during the past 


involving contamination of off-site 


property or radiation injury suf 


ficiently serious to lost 


of personnel. .\ 


cause tiie 
total of 
hours of experience has been ac 


these 


HOO O86 


cumulated in operation of 


involving = 17,799,000 


This 


resulted from constant concern with 


units, man 


hours. excellent record has 
the problem of health and safety and 
reactor safeguards. 

The single accident to date in the 
that 
has 


critical involved 


780 


facility - per 


sonnel injury cost hours 


in lost man power. There have 


been no accidents involving injury 
have 


rece rd 


to non-employees and there 
no fatalities. A 


of 212 hours lost time per thousand 


been safety 
been 
total 
operating history of 36,196 operating 


hours operating Justory has 


established. This is with a 
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Position of 
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low power, the 


it extremely 
neutron flux distri 
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rangement of nuclear fuel, materials of construc 
tion and other reactor components 


critical mass, 
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fourteen critical 
total of 1,444,000 mar 


Was accumulated with a lost 


hours involving 
facilities. \ 
hours 


time rate of 0.53 hours per thousand 
man hours. 


The 
better 


nuclear record is 


the 
bec ause 


reactor 


record 


than 
facilities 
is) experimental 


nuclear reactor 1s 


quantity. Some researel 


would have more accidents 


others or than power re 
cause they start out and shut down 
(00d 


anticipated 


more frequently. safety 


records can be with 
nuclear power plants for operating 


load fact 


criterion is the highest 
obtainable? 


Quite Safe 


from the above 
mentioned figures that these Atomi 


energy 


It can be seen 


Commission — installations 


have been very safe. The maximum 


permitted dosage in these plants is 
] 


less) than some people vet fi 


radioactive wrist wateh dials. Ther 
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is no doubt that the Commission has 
leaned 
to insure 


over backwards deliberately 


the safety 


highest of 
precautions. 
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possibility ot 


t 


some experience, has 


suffered a major reactor breakdown 


This was in connection with the 


operation of NRX reactor whicl 
broke down due to the failure 
control caused 
release Ol 


radioactive 1 


svstenm, 
Very amounts 
‘onsidera 
ble phy sical 
structure. 
occurred at ()ntario, 
on December ; . when the 


NRX, tl 


research 


powerful 


“in one enormous thrust, the atomic 


chain reaction burgeoned to a hun 


dred million watts of heat, blasting 


molten metal, radioacti ashes and 


» Injurv Severity 
of Labor Statistics 
lost as a result o 
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Atomic Reactors——C 


steam through the bottom of the 
machine into the basement 

\ million gallons of poison quid 
submerged the basement contaminat 
ing everything in its) path with 
radioactivity nearly seven times as 
strong as all the radium produced 
since discovery.”"* 

The breakdown of the NKN 
reactor occurred while experiments 
were being conducted at low power. 
Approximately 10% of the uranium 
fuel rods had a greatly reduced flow 
of cooling water and, in fact, one 
rod was connected for air cooling 
only, These experiments — were 
similar to those which had been 
carrie] out successfully many times 
before, but owing to a complex chai 
of events a mechanical tailure in 
the shut-down system occurred and 
t power surge of about three time 
maximum power resulted. 


Rods Overheated 


Phis surge of power caused over 
heating of the fuel rods, particularly 
those with reduced cooling-watet 
flow. The temperature in thie 
uranium rose from a normal mani 
mum operating level of tive hundred 
degrees centigrade to an estimated 
one thousand two hundred degrees 
centigrade. This excessive tempera 
ture caused considerable damage to 
the interior of the reactor structure 
by formation of steam sufficient to 
rupture the aluminum tubes contain 
ing the rods and by direct melting ot 
uranium and aluminum sheathing 
With the rupture of the sheathing 
radioactive elements were released 
into the cooling water and cooling 
air? 

Mr. J. L. Gray, Vice-President, 
Administration and = Operations, 
Atomic Energy of Canada Ltd., in 
further describing this accident, 
said : 

‘The activity in the cooling air was 
discharged from the reactor throug! 
a two hundred foot stack. A radi 
oactive cloud passed over part of 
the plant area and there was some 
settlement of — active — particles, 
generally short lived, in the air 
Although it was quickly ascertained 
that there was not sufficient activity 

7 David O. Woodbury, “Fighting the Wild 
Atoms at Chalk River,” Reader's Digest, March 
1955, p. 65. 


& dtomic Energy Report, Nuclear Energy Re 
search Bureau, December 31, 1955, p. 9 
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to be harmful to personnel, it was 
decided that in order to minimize 
further spread of the contamination 
through buildings, the plant should 
he evacuated. The evacuation signal 

as given, and all project staff, with 
ie exception of afew key personnel, 
left the plant in accordance with an 
established evacuation — procedure. 
\Ithough this was the first real test 
of procedure, it) went extremely 
well.” 

\lthough the release to the out- 
side atmosphere was sufficient to 
require the general evacuation of 
over two thousand persons from the 
plant area, there were no fatalities 
and none of the plant personnel were 
significantly affected by the radi- 
oactivity during the accident or in 
the subsequent decontamination, dis- 
mantling, and clean-up operation. 


Hazardous Clean-Up 


The actual clean-up operation 
involved a period of fourteen 
months, and = was accomplished 
under the most adverse and hazard- 
ous conditions imaginable. Atomic 
scientists and special technicians 
were supplied by the U.S. Govern- 
ment, Army and Navy,  supple- 
mented by civilian volunteers. All 
decontamination procedures were 
etfected with the highest regard for 
personal safety and all workers who 
attained the maximum exposure 
limit.” were immediately relieved 
of all duties and sent out of the area. 

The heart of the great reactor— 
the central tank called the 
“Calandria”, a ten foot high 
aluminum drum weighing two and a 
half tons—-which had been the 
center of the uranium melt-down 
was placed by means of a heavily 
lead protected crane into a special 
dust containing cloth bag. It was 
thereupon transported on a sledge 
pulled by a heavily lead shielded 
tractor into the wilds of Northern 
()ntario where this deadly radioac- 
tive drum was then buried. The 
radioactive rays from the “Caland- 
ria” were so highly radioactive that 
they could be fatal up to a distance 
of fiftv feet. 

This reactor breakdown did not 
involve serious injury to the public 

9 An arbitrary exposure limit set by Atomic 
Fnergy Ltd., of Canada, especially for this opera 


tion and much below the maximum exposure 
vont 
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Time Limit on Defenses 


F. JOSEPH O'REGAN 
Assistant General Counsel 
Health Insurance Association 
of America 


HIS PAPER IS INTENDED to offer 
fy jomtinen on only two of the 
twenty-three uniform policy provi- 
sions in the 1950 National Associa- 
tion of Insurance 


Uniform Individual 
Sickness Policy 


Commissioners 

and 
Law, 
and only on one question concerning 
the interpretation of those provi 
sions, namely : 
on certain 
testable provision 
reinstatement ? 


Accident 
| Tr WISI mS 


Does the time limit 
the 
anew on 


defenses or incon- 
run 
The question —be- 
comes important in attempting to 
determine whether or not statements 
which constitute fraud or misrepre- 
sentation in the application for re- 
instatement may be relied upon to 
void the policy or to deny a claim 
after the time limit on misstatement 
in the original application has ex- 
pired. For example, a policy with a 
two-year time limit provision in the 
time limit on certain defenses or 
incontestable provision has been in 
force for a period of eighteen months 
when the insured allows the policy 
to lapse by nonpayment of premium 
and four months later applies for re- 
instatement. The company requires 
a reinstatement application and the 
insured answers questions in the ap- 
plication in a manner which con- 
stitutes misrepresentation or fraud. 
The company discovers the misrep 
resentation or fraud at a date later 
than two years after the original 
date of issue of the policy but within 
two years after the date of reinstate- 
ment of the policy. Is the company 
allowed to void the policy or to deny 
a claim by relying upon misrepre- 
sentation or fraud in the application 
for reinstatement, and 
limit, if any, applies ? 


what time 


For November, 1957 


The subject matter of this paper, 
insofar as | have been able to deter- 
mine, falls within the classification 
of what our courts refer to as “‘a case 
of first impression.” Although the 
Uniform Individual Accident and 
Sickness Policy Provisions Law has 
been on the statute books in seven- 
teen states for six years (since early 
1951), not a single case concerning 
any of the statutory provisions has 
been decided in a court of record. 


Physical Examinations 


The general idea of a time limit on 
certain defenses provision and an 
incontestable met with 
opposition from some segments of 


the industry 


provision 


when first suggested, 
because of the possibility that such 
a provision in an accident and health 
insurance contract could enable the 
insured to benefit directly and con- 
tinuously from his own misrepresen- 
tation or fraud. Although physical 
examinations are generally required 
for life insurance, most of the acci- 
dent and health 
today is written 


insurance written 
without a physical 
examination and, thus, the opportu- 
nity to perpetrate a fraud in the field 
of accident and health insurance is 
much greater than in the field of life 
insurance, It is also possible for an 
insured to wait until the end of the 
time limit to present a claim and 
increase greatly the potential liabil- 
ity under an accident and health pol- 
icy. On the other hand, there were 
persons in the insurance industry 
and some state regulatory officials 
who believed that, insofar as misrep- 
resentations and pre-existing con- 
ditions were concerned, there should 
be some limits on the right of the 
insurer to deny a claim or void a 
policy for misrepresentation and for 
pre-existing conditions not excluded 
by name or specific description. 


lor a period of three 
National 
Commissioners 


vears the 
\ssociation of Insurance 

industry 
draft of a 
law which would replace the rigid 
and inflexible Old Standard Pro 
visions Law. This result was finally 


and the 
worked diligently on 


achieved at the June, 1950 meeting 
of the NAIC. The 1950 
Individual Accident and = Sickness 
Policy Provisions Law provides for 
the 
words and in the order” requirement 
of the Old Standard 
an ‘“‘in-substance” 


Uniform 


flexibility in replacing the “in 


Provisions by 
approach, where 
by the insurer may change the word 
ing of the policy provisions and 
make the provisions more favorable 
to the insured or beneficiary, subject 
to the approval of the insurance 
commissioner, 


Contractual Limitation 


The time limit on certain defenses 
and incontestable provisions should 
be considered as a contractual stat- 
ute of limitations as to 
based on 


defenses 
fraud and misrepresen 
tation on the part of the applicant 
for insurance, and as such, limit the 
common law right of the insurer to 
rescind a contract for fraud or ma 
terial misrepresentation. Misrepre- 
sentation or fraud may occur either 
in an original application for imsur- 
ance or an application for reinstate- 
In order to 
invalidate the policy, the misrepre 


ment of a lapsed policy 
sentation material 
fact relative to an underwriting de 
cision. In 
which 


must concern a 


most states an answer 


constitutes a misrepresenta 
tion need not be intended to deceive ; 
it need material to the 
acceptance of the risk and actually 
deceive the underwriter 

The 


only be 


nature of an accident and 


health insurance policy makes it de- 
Vg eee any regener } 
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Limit on Defenses—Continued 


sirable that every reasonable assur- 
ance be given that hospital, medical, 
surgical and loss of time benefits 
will be paid upon presentation of a 
valid claim by an insured without 
litigation alleged = mis 
representation or fraud in the appli- 
cation for the policy, On the other 
hand, there should be some reason- 


because of 


able protection against the possibil- 
itv of fraud and misrepresentation 
in the application so as to prevent 
dissipation of the policyholder’s 
funds through a dishonest applicant 
indulging in fraud or misrepresen- 
tation. To obtain such reasonable 
protection a period of two or three 
vears has been provided to allow the 
insurer a reasonable period of time 
to discover the fraud or misrepre- 
sentation. The courts have favored 
such reasonable periods of time in 
life insurance policies, and the long 
line of cases in the life field should 
he sufficient to remove any questions 
concerning public policy and the 
validity and constitutionality of the 
time limit on certain defenses and 
incontestable provisions. 

Ten to fifteen years prior to the 
adoption of the 1950 NATC Uni- 
form Policy Provisions Law some 
companies, on a voluntary basis, 
used a policy provision which pro- 
vided that after the policv had been 
in force for a specified period of time 
the company waived the right to 
contest any claim on the basis of 
misrepresentation in the application. 
The period of the time limitation 
varied from two years to five years 
in the policy forms used by such 
companies, and some of the same 
policies used by such companies also 
expanded the provision to make the 
policy incontestable as to the phys- 
ical condition of the insured after 
the policy had been in force for the 
same specified period of time. 

Those who took part in the draft- 
ing of the NAIC Model Bill were 
careful not to use the word “incon- 
testable” in any clause which was 
mandatory for use in a policy which 
was cancellable by the company or 
renewable at the option of the com- 
pany. Tt was recommended that the 
word “incontestable” should only be 
used in a policy guaranteed renew- 
able for a specified period of time, 
and that it should not be used in a 


policy which the company could 
terminate before the three year (two 
years if so provided by statute) in- 
contestable period had lapsed or in 
a policy which the company could 
terminate any time before a specified 
age or period of time. Those who 
took part in the drafting of the 
NAIC Model Bill were keenly 
aware of the confusion which existed 
as a result of costly litigation con- 
cerning the proper interpretation of 
the incontestable provision used in 
life insurance policies. It was for 
these reasons that the drafters of the 
NAIC Model Bill were extremely 
cautious of the choice of words, and 
nearly as much time was spent in 
discussion and drafting of the time 
limit on certain defenses and incon- 
testable provisions as on the remain- 
der of the NAIC Model Bill. 

The wording of the incontestable 
and time limit on certain defenses 
provisions of the Uniform Policy 
Provisions Law is far clearer than 
any incontestable clause used in the 
early life insurance forms. The 
text of the provisions does not refer 
to “incontestability” and does not 
contain any wording similiar to “ev- 
idence of insurability”’ ; it refers only 
to a time limit on the use of mis- 
statements by the applicant in the 
application and provides that such 
statements shall not be used to void 
the policy or to deny a claim for loss 
incurred or disability commencing 
after the specified period of time. 
This cautious use of the word “in- 
contestable”’ may be the turning 
point in any future litigation con- 
cerning the provisions, because it 
was the improper use of the word 
“incontestable” and the meaning of 
the words “evidence of insurability”’ 
which were the cause of many of the 
unreasonable decisions relating to 
the interpretation of the incontest- 
able provision in life insurance poli- 
cies. 

Let us consider the wording of the 
time limit on certain defenses pro- 
vision. The wording “no misstate- 
ments, except fraudulent misstate- 
ments, made by the applicant in the 
application for such policy shall be 
used to void the policy or to deny a 
claim” must be read in conjunction 
with Section 5 (C) of the NATC 
Model Bill. When the above quoted 
language of the time limit on certain 
defenses provision is read in con- 
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junction with Section 5 (C), it is 
clear that any misstatement used to 
void the policy or to deny a claim, 
must materially affect either the ac 
ceptance of the risk or the hazard as 
sumed by the company. 

There could be a question under 
the wording of this provision 
whether the disability of the insured 
tolls the running of the time limit 
provision. When the entire wording 
of the provision is properly read in 
context, it is clear that the loss must 
occur or the disability must com- 
mence “after the expiration of such 
three year period.” If the insured is 
actually disabled or suffers a loss 
which otherwise would be compen- 
sable under the policy, he should not 
be allowed to benefit from his mis 
representation by waiting until after 
three years from the date of issue of 
the policy to present his claim for a 
loss which had occurred or a disabil 
ity which had commenced prior to 
the expiration of such three-year 
period. Although paragraph (a) of 
the incontestable provision is much 
clearer on this particular point, in 
that it refers specifically to “exclud- 
ing any period during which the 
insured is disabled,” there is still no 
reason why paragraph (a) of the 
time limit on certain defenses should 
be subject to any other interpreta- 
tion. On the other hand, if the time 
limit has expired and the insured 
has not received any medical treat- 
ment and did not incur any loss and 
was not actually disabled prior to 
the expiration of the time limit, then 
he should be entitled to recover even 
in the face of misstatements, except 
fraudulent misstatements. 


Notice of Claim 


If the insured has received treat- 
ment by a physician or a disability 
actually commences prior to the ex- 
piration of a three-year period and 
the insured intentionally avoids sub- 
mitting a claim, the insured would 
also have invalidated his claim under 
the notice of claim and proof of loss 
provisions which require notice of 
claim within twenty days of the 
occurrence or commencement of any 
loss and proof of loss within ninety 
days. 

Some of the non-cancellable and 
guaranteed renewable policies issued 
in the 1920's contained an Incon- 
testable Provision, and by 1933 most 
of the companies writing non-can- 

(Continued on the next page) 
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vision in non-cancellable and guar- 


anteed renewable policies, issued in 


cellable and guaranteed renewable 
accident and health policies were 
using some type of an incontestable 
1939 the New York 


Insurance Code was amended to re- 


provision, In 


quire an incontestable clause in non- 


cancellable policies providing dis- 

ability benetits payable over 100 “Incontestable” 
weeks. Asa result of the New York 

statute additional insurers com- provisions. 


menced using an incontestable pro- 


Incontestable 


states other than New York as well 
as New York. 


Let us consider the wording of the 


Provision, The dis- 


tinctions between the time limit on 
certain defenses and the incontest- 
able provisions consist of the caption 


and the different 


wording in paragraph (a) of the 


The wording in para- 


graph (b) of the time limit on cer- 
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tain defenses is identical with the 
wording of paragraph (b) of the 
incontestable provision. The writer 
prefers to refer to paragraph (b) as 
a “dual provision” for use in both 
the time limit on certain defenses 
and the incontestable provisions. 
Paragraph (a) of the incontestable 
provision, designed as an optional 
provision for use in guaranteed re- 
newable policies, refers specifically 
to the period of time after the policy 
has been in force during the lifetime 
of the insured, excluding any period 
during which the insured is disabled, 
and there is no fraudulent misstate- 
iment exception in paragraph (a) of 
the incontestable provision; how- 
ever, fraud is a “misstatement” and, 
as such, a defense within the three- 
year limitation. One reason for the 
omission of the fraudulent misstate- 
ment phrase of this paragraph was 
the distinction in the underwriting 
requirements. Guaranteed renew- 
able insurance is subject generally 
to stricter underwriting and inves- 
tigation requirements than policies 
renewable at the option of the com- 
pany. There was also some desire 
on the part of the companies writing 
guaranteed renewable accident and 
health insurance to develop an in- 
contestable provision similar to the 
incontestable provision used in life 
insurance policies. 
The words: “After this policy has 
been in force for a period of three 
vears during the lifetime of the in- 
sured (excluding any period during 
which the insured is disabled),”” in 
the incontestable provision have the 
effect of tolling the running of the 
statutory contractual time limitation 
during any period the insured is dis- 
abled. For example, a policy con- 
taining the incontestable optional 
provision is issued on January 5, 
1958, and six months later the in- 
sured is disabled for a period of 
three months, In view of the three- 
month period of disability, the time 
limit in the incontestable provision 
would not expire until April 5, 1961, 
if the incontestable provision con- 
tained the three year time limitation 
and April 5, 1960, if the incontest- 
able provision contained a two year 
time limitation, The words “exclud- 
ing any period during which the 
insured is disabled” in the incon- 
testable provision, in substance, 
serve the same purpose as the words 
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“loss incurred or disability com- 
mencing after the expiration of such 
three-year period,” in the time limit 
on certain defenses provision. The 
use of such language prevents the 
restrictions on the insurer stated in 
the provision from applying to a 
claim incurred before, but reported 
or filed after the three year time 
limit has lapsed. The same reason- 
ing applies to the wording in para- 
graph (b) which refers to any claim 
for loss incurred or disability com- 
mencing after three years from the 
date of the policy. 

There is a distinction between the 
phrase “‘after three years from the 
date of issue of this policy” in the 
time limit on certain defenses provi- 
sion, and the phrase “after this pol- 
icy has been in force for a period of 
three years’ in the incontestable 
provision. If a policy should lapse 
and subsequently be reinstated it 
might not have been “in force for a 
period of three years” until a date 
more than three years from the date 
of effective coverage as distinguished 
from the date of issue. There may 
be a time period between the date of 
issue and the effective date of cov- 
erage. Thus, the phrase “after this 
policy has been in force for a period 
of three years” depends upon two 
factors, the effective date of cov- 
erage and the possibility of lapse 
and subsequent reinstatement. The 
phrase “three years from the date 
of issue,” on the other hand, is a 
specific date, the third anniversary 
of the date of issue, and depends 
neither upon possible lapse and re- 
instatement nor upon any variation 
in the effective date of coverage. 


Reinstatement Provision 


The reinstatement statutory pro- 
vision required to be used in an 
accident and health policy under the 
1950 NAIC Uniform Individual Ac- 
cident and Sickness Policy Provi- 
sions Law reads as follows: 
“Reinstatement: If any renewal pre- 
mium be not paid within the time 
granted the insured for payment, a 
subsequent acceptance of premium 
by the insurer or by any agent duly 
authorized by the insurer to accept 
such premium, without requiring in 
connection therewith an application 
for reinstatement, shall reinstate the 
policy; provided, however, that if 
the insurer or such agent requires 
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an application for reinstatement and 
issues a conditional receipt for the 
premium tendered, the policy will be 
reinstated upon approval of such ap- 
plication by the insurer or, lacking 
such approval, upon the forty-fifth 
day following the date of such condi- 
tional receipt unless the insurer has 
previously notified the insured in 
writing of its disapproval of such 
application. The reinstated policy 
shall cover only loss resulting from 
such accidental injury as may be 
sustained after the date of reinstate- 


ment and loss due to such sickness 
as may begin more than ten days 
after such date. In all other respects 
the insured and insurer shall have 
the same rights thereunder as they 
had under the policy immediately 
before the due date of the defaulted 
premium, subject to any provisions 
endorsed hereon or attached hereto 
in connection with a reinstatement. 
Any premium accepted in connec- 
tion with a reinstatement shall be 
applied to a period for which pre- 
(Continued on the next page) 
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Limit on Defenses—Continued 


mium has not been previously paid, 
but not to any period more than 
sixty days prior to the date of re- 
instatement. 

(“The of the above 
provision may be omitted from any 
policy which the insured has the 
right to continue in force subject to 
its terms by the timely payment of 
premiums (1) until at least age 50 
or, (2) in the case of a pt licy issued 


last sentence 


after age 44, for at least five years 
from its date of issue.”’) 


Rationale 


Some persons have attempted to 
resolve the subject matter of this 
paper by the broad and sweeping 
conclusion that the reinstatement 
provision and the time limit on cer- 
tain defenses and incontestable pro- 
visions of the Uniform Individual 
Accident and Sickness Policy Pro- 
visions Law should receive the same 
interpretation as the questions relat- 
ing to the reinstatement and incon- 
testability of life insurance policies. 

More questions have arisen in the 
construction of the life incontestable 
clause where a policy has lapsed and 
been reinstated than on any other 
matter relative to incontestability. 
The majority of the courts have held 
that as to representations made in 
the reinstatement application for a 
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life insurance policy, the insurer has 
the same length of time to contest 
such statements as the time fixed by 
the policy as to the statements in the 
original application for the policy. 
The court decisions fall generally 
into three classes: 


1. The time limit in the incontest- 
able provision does not apply to 
reinstatement applications and, 
therefore, such statements may be 
contested at time. Alabama, 
Massachusetts, New Jersey, South 
Carolina, Texas and Wisconsin. 

2. A reinstatement is incontestable 
whenever the original contestable 
period had expired when the policy 


any 


was reinstated. Arkansas, Iowa, 
North Carolina. 
3. The incontestable period runs 


anew from the date of the reinstate- 
ment. This third class of cases rep- 
resents the overwhelming majority 
of the decisions. It is the rule in the 
District of Columbia and the follow- 
ing states either by court decisions 
or statutory provisions: Delaware, 
Florida, Georgia, Illinois, Kansas, 
Louisiana, Minnesota, Mississippi, 
Missouri, Nebraska, New Mexico, 
Oklahoma, New York, North Da- 
kota, Pennsylvania, Rhode Island, 
South Carolina, Tennessee, Virginia, 
Washington, West Virginia and 
Wyoming. 


It is also a well settled rule of law 
that when a policy is issued in one 
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state and reinstated in another, the 
law of the state of reinstatement 
governs. This same rule should be 
applicable to reinstatement of acci- 
dent and health insurance policies. 

The life reinstatement provision 
requires reinstatement subject only 
to the insured furnishing evidence of 
insurability ; whereas, the accident 
and health reinstatement provision 
provides that the company has the 
power of “approval” of the rein- 
statement application. In addition, 
the insurer has the right to decline 
renewal of an accident and health 
policy, (other than on a guaranteed 
renewable form) and, rather than 
become involved in a question of 
whether or not the act of the insurer 
in disapproving the application for 
reinstatement was an unreasonable 
act, the insurer could merely decline 
to renew under the provisions of the 
contract which grants such right to 
the insurer. A life insurance policy, 
therefore, can be reinstated by the 
insured as a matter of right gen- 
erally within three years after the 
date of lapse subject to presenting 
evidence of insurability satisfactory 
to the company. In accident and 
health insurance policies, reinstate- 
ment is optional with the company. 


Should be Stated Clearly 


The conditions of the reinstate- 
ment should be stated clearly in the 
application stating the right of the 
company to decline reinstatement if 
the applicant fails to meet the cur- 
rent underwriting standards of the 
company. The insured does not 
have the absolute right to reinstate 
and the accident and health rein- 
statement statutory policy provision 
does not constitute an agreement to 
reinstate the policy upon ‘“‘satisfac- 
tory evidence of insurability” as re- 
quired by the life insurance policy 
reinstatement statutory provision. 
These statements should not be con- 
strued in any manner to imply that 
insurance companies do not favor 
reinstatement of accident and health 
policies. The statements are in- 
tended to point up the actual differ- 
ences in the statutory policy provi- 
sions which should be considered 
before reaching any conclusions that 
the life insurance law of reinstate- 
ment should be applicable to an 
identical question concerning the re- 
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instatement of an accident and health 
policy. Insurance companies are in 
the business of insurance to accept, 
not decline, applications, and the 
presumption is that if the risk is 
insurable it will be accepted. 

In considering the effect of the 
reinstatement application one must 
refer to Section 5 of the Model Bill 
entitled “Application.” The first 
sentence of paragraph (a) of Sec- 
tion 5 clearly relates to statements 
in the original application attached 
to the policy when the policy is 
issued, The second and third sen- 
tences of paragraph (A) of Section 
5 refer specifically to reinstatement 
applications, This section recognizes 
the fact that it would not be practical 
or feasible to require that a copy of 
the reinstatement application must 
be attached as a part of the policy, 
and so it was designed that this 
section would require that the in- 
sured or any interested person has 
a right to request and obtain a copy 
of the reinstatement application, and 
provided further that if the insurer 
fails to furnish such copy within 
fifteen days after the receipt of such 
request that the insurer shall be pre- 
cluded from introducing such rein- 
statement application as evidence in 
any action or proceeding based upon 
or involving such policy or its rein- 
statement. This is also the majority 
rule in relation to life 
reinstatement applications. 


insurance 


The last sentence of paragraph 
(A) of the NAIC 
Model Bill clearly states that unless 
a copy of the reinstatement applica- 
tion is furnished to the insured 
within fifteen days after request that 
the insurer shall be precluded from 
introducing such application as evi- 
dence in any action or proceeding 
based upon or involving such policy 
or its reinstatement or renewal. Cer- 
tainly this language is clear on the 
right of the insurer to use statements 
in the reinstatement application in 
any action involving rescission and, 
if the insurer has the right to use 
the reinstatement application in any 
case involving a rescission, it should 
follow that the question of the com 
putation of the time limit in the time 
limit on certain defenses and incon- 
testable provisions becomes to some 
extent a moot question in litigation 
within three years after the date of 
reinstatement, because, in addition 
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to the defense that the time limit on 
certain incontestable 
provisions runs anew from _ rein- 
statement, the insurer could com- 
mence an action to rescind the con- 
tract if fraud or misrepresentation is 
revealed by an examination of the 
reinstatement application. 


defenses or 


I have not overlooked the state- 
ment in the reinstatement provision 
which reads: “In all other respects 
the insured and insurer shall have 
the same rights thereunder as they 
had under the policy immediately 
before the due date of the defaulted 
premium, subject to any provisions 
endorsed hereon or attached hereto 
in connection with the reinstate- 
ment.” The quoted sentence was 
originally suggested by the California 
Insurance Department at a meeting 
between the Industry Committee 
and staff members of the California 
Insurance Department. The draft 
of that sentence was the basis of a 
discussion at the Galveston NAIC 
meeting, out of which came the final 
draft of December 5, 1949. The rea- 
the California Department 
urged this additional wording in the 
provision was to prevent changes in 
dollar amounts of coverages upon 
reinstatement, such as forfeiture of 
benefits acquired on account of an 
accumulation clause, without specific 
notification to the insured that on 
the reinstatement such change of 


son 
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benefits had occurred. The history 
of the correspondence and meetings 
clearly shows that it was not the in- 
tent of the California Insurance De- 
partment, in urging the revision of 
this provision, to affect the right of 
the insurer to contest the reinstate- 
ment on the basis of a material mis- 
representation in the reinstatement 
application, and there was no inten- 
tion to restrict the right of the in- 
surer to challenge a reinstatement 
obtained by a material misrepresen- 
tation or fraud. 


Conclusions 


1. In determining whether the time 
limit commences to run anew, with 
the exception of Kentucky, Louisi- 
ana, New York and Washington the 
insurer should check the rule ap- 
plicable to the same question con- 
cerning the reinstatement of life in- 
surance policies, as a possible rule 
which the court might follow. 


2. In the event of an automatic re- 


instatement of the policy without re- 
quiring in connection therewith an 
application for reinstatement, the 
time limit on certain defenses and 
the incontestable provisions would 
not run anew. The 
question as to whether or not the 
time limit 


commence to 


runs anew in the event 
of reinstatement only occurs where 


= . { an } +n \ 
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Limit on Defenses—Continued 
the insurer has requ 


10n Tor re 


ired an applica- 


nstateme! 


3. Insofar as the dete of fraud is 


lise 


concerned, atte! euaranteed re- 
ween in force for 
the 


ve raised: whereas, the 


newable policy has | 
a period ot tl rece Vez { 


LS, issue oO 


fraud cannot | 


issue of traud n 
time 


ay be raised at any 
] 


insofar the time limit on cer- 


as 
tain defenses provision is concerned, 


unless the insurer has made the time 
limit on certain defenses provision 
more favorable to the insured by the 
omission from the policy provisions 
of tl 


fraudulent misstatement.” 


ie statutory wording “except 
This rule 
is subject to the usual rule of con- 
tract that 


fraud must be commenced within a 


law any action based on 


reasonable period of time after dis- 
covery, 


$4. In the lig 


s 


it of the four 
which have enacted specific statutes 


states 


relating to the question as to when 
the time limit shall be computed in 
regard to reinstatements of guaran- 
teed renewable policies, and the sec- 
ond and_ third of para- 
graph (A) of Section 5 of the NAIC 
Model Bill, it is my conclusion, with 


sentences 


the exceptions stated above in Con- 
that on reinstate- 
ment, when the insurer requires an 
the limit 
mences to run anew and the insurer 


clusions 2 and 3, 


application, time com- 


may rely upon misrepresentation or 
fraud in the application for rein- 
and the limit for 
such defense is the same period of 
time as the time limit provided in 
the policy with respect to the state- 


statement, time 


ments contained in the original ap- 
plication, 

5. An insurer concerned about the 
interpretation of the law 
could resolve the matter by a state- 
ment in the reinstatement applica- 
tion, or an additional policy pro- 
vision, j 


correct 


or by the use of a rider 
attached to the policy upon rein- 


statement. 


Appendix | 


“Time limit on certain defenses: 
(a) After three years from the date 
of issue of this policy no misstate- 
fraudulent misstate- 
ments, made by the applicant in the 
application for such policy shall be 
used to void the policy or to deny a 
claim for loss incurred or disability 
(as defined in the policy ) commenc- 
ing after the expiration of 
three year period. 


ments, except 


such 


(“The foregoing policy provision 
shall not be so construed as to affect 
any legal requirement for avoidance 
of a policy or denial of a claim dur- 
ing such initial three year period, 
nor to limit the application of Sec- 
tion 3 (B), (1), (2), (3), (4) and 
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(5) in the event of misstatement 
with respect to age or occupation or 
other insurance. ) 

“(b) No claim for loss incurred 
or disability (as defined in the pol- 
icv) commencing after three years 
from the date of issue of this policy 
shall be reduced or denied on the 
ground that a disease or physical 
condition not excluded from cover- 
age by name or specific description 
the date of had 
existed prior to the effective date of 
coverage of this policy.” 

Comment: The reference to Sec- 
tion 3 (B) (1), (2), (3), Ce) and 
(5) is a reference to the Change of 
Occupation, Misstatement of Age, 
Other Insurance in This Insurer, 
and Insurance With Other Insurers 
Uniform Policy Provisions. 


effective on loss 


Appendix II 
Incontestable Provision of NAIC 
Policy Provision Law 


“Incontestable: After this policy 
has been in force for a period of 
three years during the lifetime of 
the insured (excluding any period 
during which the insured is dis- 
abled), it shall become incontestable 
as to the statements contained in 
the application. 

“(The foregoing policy provision 
shall not be so construed as to affect 
any legal requirement for avoidance 
of a policy or denial of a claim dur- 
ing such initial three year period, 
nor to limit the application of Sec- 
tion 3 (B), (1), (2), (3), (4) and 
(5) in the event of misstatement 
with respect to age or occupation or 
other insurance. ) 

“(b) No claim for loss insured or 
disability (as defined in the policy ) 
commencing after three years from 
the date of issue of this policy shall 
be reduced or denied on the ground 
that a disease or physical condition 
not excluded from coverage by name 
or specific description effective on 
the date of loss had existed prior 
to the effective date of coverage of 
this policy.” 

Comment: The reference to Sec- 
tion:3 (B), (1), (2); (S)y @) and 
(5) is a reference to the Change of 
Occupation, Misstatement of Age, 
Other Insurance in This Insurer, 
and Insurance With Other Insurers 
Uniform Policy Provisions. The 
NAIC Uniform Policy Provision 
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Law provides that this Incontestable 
Provision may be used at the option 
of the insurer in “a policy which the 
insured has the right to continue in 
force subject to its terms by the 
timely payment of premium (1) un- 
til at least age 50 or, (2) in the case 
of a policy issued after age 44, for 
at least five years from its date of 
issue.” 


Appendix Ill 
Section 155 (1) (b) 


New York Insurance Laws 
“S$ 155. Life insurance policies ; 
standard provisions, 1. No policy of 
life insurance, except as stated in 
subsection three, shall be delivered or 
issued for delivery in this state un- 
less it contains in substance the fol- 
lowing provision or — provisions 
which in the opinion of the superin- 
tendent are more favorable to policy- 
holders : 

“(b) A provision that the policy 
shall be incontestable after it has 
been in force during the lifetime of 
the insured for a period of two years 
from its date of issue, except for 
nonpayment of premiums and except 
for violation of the conditions of the 
policy relating to military or naval 
service ; and at the option of the in- 
surer, provisions relating to benefits 
in the event of total and permanent 
disability, and which 
grant additional insurance specifi- 
cally against death by accident or ac- 
cidental may 
cepted.” 


provisions 


means, also be ex- 


Appendix IV 


Standard Provision 3 of the 1912 
Standard Provision Law as taken 
from Section 39-4306 of the Indiana 
Insurance Laws as representative of 
Standard Provision 3 of the 1912 
Standard Provision Law. 

“(3) A standard provision rela- 
tive to reinstatement of policy after 
lapse which may be in either of the 
three following forms: Form (A) to 
be used in policies which insure only 
against loss from accident; Form 
(B) to be used in policies which in- 
sure only against loss from sickness ; 
and Form (C) to be used in policies 
which insure against loss from both 
accident and sickness. 

(A): 3. If default be made in the 
payment of the agreed premium for 
1957 
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this policy, the subsequent accept- 
ance of a premium by the insurer or 
by any of its duly authorized agents, 
shall reinstate the policy, but only to 
cover loss resulting from accidental 
injury thereafter sustained. 

(B): 3. If default be made in the 
payment of the agreed premium for 
this policy, the subsequent accept- 
ance of a premium by the insurer or 
by any of its duly authorized agents 
shall reinstate the policy but only to 
cover such sickness as may begin 
more than ten (10) days after the 
date of such acceptance. 

(C): 3. If default be made in the 
payment of the agreed premium for 
this policy, the subsequent accept- 
ance of a premium by the insurer or 
by any of its duly authorized agents 
shall reinstate the policy but only to 
cover accidental injury thereafter 
sustained and such sickness as may 
begin more than ten (10) days after 
the date of such acceptance.” 


Appendix V 
Section 5 of 
NAIC Policy Provision Law 


“Section 5. Application. 

(A) The insured shall not be 
bound by any statement made in an 
application for a policy unless a copy 
of such application is attached to or 
endorsed on the policy when issued 
as a part thereof. If any such pol- 
icy delivered or issued for delivery 
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to any person in this state shall be 
reinstated or renewed, and the in- 
sured or the beneficiary or assignees 
of such policy make written request 
to the insurer for a copy of the ap- 
plication, if any, for such reinstate- 
ment or renewal, the insurer shall 
within fifteen days after the receipt 
of such request at its home office or 
any branch office of the insurer, 
deliver or mail to the person making 
such request, a copy of such applica- 
tion. If such copy shall not be so 
delivered or mailed, the insurer shall 
be precluded from introducing such 
application as evidence in any action 
or proceeding based upon or involv- 
ing such policy or its reinstatement 
or renewal. 


(B) No alteration of any written 
application for any such policy shall 
be made by any person other than 
the applicant without his written 
consent, except that insertions may 
be made by the insurer, for admin- 
istrative purposes only, in such man- 
ner as to indicate clearly that such 
insertions are not to be 
to the applicant. 


ascribed 


(C) The falsity of any statement 
in the application for any policy cov- 
ered by this act may not bar the 
right to recovery thereunder unless 
such false statement materially af- 
fected either the acceptance of the 
risk or the hazard assumed by the 
insurer.” 








Atomic Reactors—from page 101 

or to plant personnel, but it did in- 
volve injury to the which 
Al- 


reactor 
was damaged beyond repair. 
though it was considered a very 
serious with respect to 
equipment damage and loss of time, 
it did not involve injury to people. 
Despite the fact that there has 
been no information 
pertaining to the Chalk River clean- 


accident 


release otf 


up in terms of cost analysis, the 
costliness of such an occurrence is 
indicated by an instance (covered by 
insurance) in July, 1951, in which 
an accidental spill of 50 mg radi- 
oactive chemical caused severe con- 
tamination of personnel and physical 
facilities in an instrument manufac- 
turer's laboratory. This involved a 
monetary 230,000 dollars, 
with 90,000 dollars chargeable to 
contents contamination and 140,000 


loss ot 
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dollars to the use and occupancy 


loss.28 


Another loss from radioactive 
contamination amounting to the 
thousands of dollars, in spite of the 
loss being of minor nature, involved 
a capsule less than an inch long con- 
taining 3.74 grams of radium salt 
and barium sulfate. The capsule 
either fractured, broke or exploded 
with result in loss of the contents in 
contamination of the laboratory and 
adjacent premises. The plant was 
shut down for an extended period 
while the premises were decon- 
taminated. In this connection the 
significance of the release of 10,000 
curies of nuclear fission products in 
1,000,000 gallons 
fourteen 


the 
month sal- 
vage and repair at the government- 
owned site of the Canadian Chalk 
River experimental plant in Decem- 
ber 1952, becomes particularly im- 
portant from a potential use and 
occupancy and business interruption 


I SS, 


and 
shutdown for 


water, 


Radioactive Wastes 


In the nuclear power industry, 
gaseous, liquid and solid wastes are 
normal by-products of power pro- 
duction and of chemical processing 
of fuel elements. The wastes are 
radioactive, chemically toxic, and of 
varying hazard to 
public. 


and 
The handling of wastes is 


workers 


dependent upon their origin and ex- 
posure and a somewhat arbitrary 
classification into three groups of 
low, middle, and high level 
oactivity, 


radi- 
In each of these groups 
detailed monitoring, coupled with 
administrative decision and stan- 
dards of permissible concentration, 
provide the 
disposal. 
The problems 
high-level 


basis for managed 


with 
are many and 
difficult, because no method for real 
disposal is at hand or foreseeable. 
Although total volumes and weights 
of these high level wastes are re- 
latively small, their radioactivity is 
very large. Iengineers say that the 
radioactive waste stored at Hanford, 
Washington, if discharged by acci- 
dent into the Columbia 


associated 
wastes 


River, is 
10 Mathew M. Braidech, “The Problem of In- 
suring Nuclear Installations,”” Chemical Engi- 


neering Progress, Vol. LI No. 11, p. 516, Nov. 


1955. 
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enough to affect all the marine life 
in the Pacific Ocean. 

The magnitude of the waste dis- 
posal problem and the hazards 
incident thereto is very great. It is 
a type of problem to which the 
atomic energy industry and_ the 
insurance industry which is asked 
to insure against its hazards must 
give the full measure of attention. 
Waste disposal methods must be 
developed, and the waste disposal 
methods must be permanent. Most 
certainly, the oceans cannot be con- 
taminated with water-soluble types 
of radioactive waste disposal re- 
sidues which may carry into effect 
genetic damage, on which knowledge 
as yet is very limited. 


For Reasonable Periods 


The solution of the problem in any 
case has some elementary considera- 
tions, the first being that storage for 
reasonable periods of time, such as a 
year upwards, in safety zones will 
probably be necessary to allow decay 
with time to get rid of the shortlived, 
exceptionally active, types of re- 
sidue. 

The next step in the approach of 
the problem would involve in all 
probability the evaporation and con- 
centration of the residues in ultimate 
fixation in some type of medium that 
is not water soluble and that will not 
result in contamination of either the 
land or the oceans. This puts a wide 
realm of investigation up to a num- 
ber of industrial types of companies 
as to what types of products they can 
find and suggest in the utilization of 
their own waste products, which 
may provide a fairly effective fixa- 
tion medium of radioactive waste. 


Investment Protection 


In the operation of an atomic 
reactor, a single plant may be sole 
cause of a total loss upwards of one 
million dollars and might perhaps 
be held accountable for destruction 
amounting to many times that 
amount. It is conceivable that losses 
could 25,000,000 dollars. 
The officers of a corporation and 
the management of any _ business 
must obviously hesitate to subject 


exceed 


the stockholders of the corporation 
or the individual proprietors of any 
business to any and 


such risk 
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A TRUNKFUL OF 
HARD CASH... 


On May 3, 1901, flames destroyed the heart of Jacksonville’s 
residential section. Losses were totalled at twelve million dol- 
lars, a staggering amount as computed in the values of that 
day. Local residents had hardly recovered from the shock, 
however, when a company adjustor arrived in Florida with a 
steamer trunk crammed full with currency. 

During the period its claims were being paid in Jacksonville, 
the Phoenix of London Group announced that the $100,000,000 
mark had been reached in losses paid since its founding. 














-. ar 


centuries in the making. 


175th Anniversary Year 


Today a modern Jacksonville attracts visitors from 
all corners of the nation. The Phoenix of London 
Group, for its part, continues the tradition of full 
payment of losses—a tradition seven quarter- 
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‘Phoenix of London Group 


55 FIFTH AVENUE * NEW YORK 3, NEW YORK 


PHOENIX ASSURANCE COMPANY OF NEW YORK 
LONDON GUARANTEE & ACCIDENT COMPANY, LTD. 


THE UNION MARINE & GENERAL INSURANCE 
COMPANY, LTD. 





financial loss. If the atomic energy 
industry is to progress, some solu- 
tion limiting the risk must be found. 

The assumption of an unlimited 
risk that could threaten a complete 
financial loss is obviously a deterrent 
to those seeking to undertake activi- 
ties in the atomic energy field. Cer- 
tainly the responsibility of the 
management of a corporation to its 
stockholders would preclude the as- 


sumption of unlimited risks. Those 


risks which are now being assumed 
by some of the larger corporations 
presently forging ahead in the atomic 
energy field are of a controlled and 
relatively limited character. If the 
industry as a whole is to proceed in 
the full development of atomic en- 
ergy activities, it must have protec- 
tion against any unlimited risk. It 
needs insurance which in our private 
enterprise system is an efficient and 
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Atomic Reactors—Continuead 


desirable method of spreading. the 
risk It also needs the policing 
safety advice which industry has 


come to respect from the insurance 


business. 


Insurance against any physical 
industrial — plant 


may be operated 


damage to an 
wherein a reactor 


1 


presents much less 
that which arises in the area of pub- 


lic lability or 


a problem than 


insurance 
physical damage to an 


against 
industrial 


plant located next to a reactor site. 


Preliminary Responsibility 


with the 
responsibility for pre- 


In connection operation 


of a reactor, 
cautionary mit 
nitial design of the 
certain that it is correctly and prop- 
erly engineered, and upon its con- 
and location in accordance 


with established 


struction 
and well considered 


satety procedures Careful consid- 


eration must be given to the effective 


operation of the reactor because a 
had 
mtinuity of etfec- 
'requent unsched- 


unnecessary 


profit can only be in private 
industry—by the ce 
tive 
uled 
thing or an unwarranted catastrophe 


call be 


production. 
outages, disman 
very costly, and too frequent 
inspection, — replace- 
equipment at 
intervals would un- 


dismantling, 
ment, cleaning of 


purely arbitrary 


‘asures begins with the 
reactor to make 


necessarily sacrifice production and 
maintenance 

Qn the other 
erations and the 
nent to destruction 


it anything 


increase costs. 


hand, excessive 


running of 


Op- 
equip- 
giving 
than superficial 
attention can cut down on both use- 
ful machine life 
production, Th 
pensive, 


before 
more 
and continuity in 
e latter could be ex- 
with an accelerating depre- 
analy- 
studying 
pertinent informa- 
tion during the operation of the pro- 
totype will develop and disclose the 
servicing needs to be anticipated and 
enable the and 
completion of necessary work or re- 
pairs 


ciation, Proper engineering 
installation by 


assembling 


sis of each 
and 


quick economical 


which is most favorable to 


production programs. 


(To Be Continued) 





PREPAID DENTAL CARE 


ANY PUBLIC 


dental care 


DESIRE for 
Insurance 


prepaid 
might be met 
by including this protection as part 
of major medical expense insurance, 
rather than as a_ separate 
Joseph IF. Follmann, Jr., 
information and 
Health Insurance 
America 


policy, 
director of 
research of the 

Association — of 
declared at the eleventh 
annual conference of the Council on 
employee Benefit Plans held in 
New York. While such a plan has 


not vet been attempted, the more 


forms of dental 
care could be included with a medi- 
cal care program leaving the more 
routine, and = luxury 
forms of dental care to be borne by 
the individual, noted Mr. Follmann. 

Group insurance coverage for the 
costs of dental care would appear to 
be feasible 


serious and costly 


less costly, 


from an operational 
standpoint at such time as there is 
a public desire to purchase it, he 
said. However, he that 
individually sold insurance 
as a separate may 
somewhat impractical because of 
both initial and = continuing 
selection or until dentistry 
automatically 
medical care 


cautioned 
dental 
Co verage pre ve 
anti- 
becomes 
accepted as part of 
insurance. 


FILING HELD CUMBERSOME 


RATE FILING is a complicated, ex- 
pensive and somewhat cumbersome 
Roy C. McCullough, as- 
sistant general counsel of the Lum- 
bermens Mutual Casualty Company, 


pr ICeSS, 


reminded the Mutual Insurance 
Technical Conference in Chicago 
recently. The system is too un- 


wieldy in times when changes in 
experience are occurring rapidly, he 
charged, adding that in most cases 
the whole just takes 
long, apart from any delays that may 
be encountered after the 
actually delivered to the 
department. 


process too 


filing is 
insurance 
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ROBERT E. GROSS 





Portrait by Fabian Bachrach 


34,900 Lockheed Employees 
Regularly Buy LS. Savings Bonds 


“We in the Lockheed Aircraft Corporation family are 
proud of our record of participation in the U.S. Treas- 
ury’s Payroll Savings Plan. 

“It is important... particularly in these times . . . for 
all Americans to support our nation’s programs and 
policies in every way. I know of no better way than the 
regular purchase of Savings Bonds. 

“Our records show Bond-buying employees are sav- 
ing at the weekly rate of $165,000... a yearly total of 
approximately $9,000,000. 

“This thrift, practiced regularly, is a vital keystone 
in building family security. It also makes a significant 
contribution to stabilization of the purchasing power of 
the dollar and the prevention of inflation. 


“Each of our new employees is given the opportunity 
to join his fellow workers in the Payroll Savings Plan. 
We feel this is an important step in insuring America’s 
future security and prosperity.” 

ROBERT E. GROSS, Chief Executive Officer, 
Chairman of the Board, 
Lockheed Aircraft Corporation 

\ simple person-to-person canvass that puts a Payroll 
Savings Application Blank in the hands of every em- 
ployee is all you have to do to install the Payroll Savings 
Plan or build employee participation in your present 
plan. Your State Sales Director is ready to help vou. 
Write today to Savings Bond Division, U.S. Treasury 
Department, Washington 25, D. C. 


The United States Government does not pay for this advertising. The Treasury Department 
thanks, for their patriotic donation, the Advertising Council and 
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AVE ATQUE VALE 


This is an announcement that we make with a great deal of pride, but 
with understandable regret. It involves the change of our name. 


When a business acquires a name, it may at the time be truly 
descriptive. Such was the case when Fire Association of Philadelphia 
was formed. 


But our name was chosen 140 years ago, and it no longer ade- 
quately describes our business. Now we are engaged in many fields 
on a world-wide basis. 


RELIANCE INSURANCE COMPANY is a fitting name which is de- 
scriptive of our every activity. It continues to reflect the integrity and 
service which have brought us a reputation for leadership and 
progressiveness. 


So we say “Hail” to the new... Reliance... but with a tug at 
the heart in parting with the old... Fire Association. As of January 
Ist, 1958, we will be known as Reliance Insurance Company. 


RELIANCE INSURANCE COMPANY 


formerly 


Fire Association of Philadelphia 
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Legal 


Spotlight 











ne HISTORY of the “innocent 
victim” or the “uninsured mo- 
torist”’ coverages is short but popu- 
lar. It really began in January 1954, 
when a few insurance companies 
added the unsatisfied judgment en- 
dorsement to their standard form 
automobile liability policies at a 
premium ranging from $5 to $7.50. 
Most of the endorsements covered 
bodily injury—no property damage, 
and would pay after the claim was 


reduced to judgment. Immediately 
thereafter, some added property 


damage and agreed to pay certain 
classes of claims without obtaining 
judgments. 


N. Y. Change 


In October 1955, came a very sub- 
stantial change in this form of cover- 
age, but solely in New York state. 
The automobile liability insurers of 
that state drafted, and gave without 
charge for a while, the coverage by 
endorsement to their automobile lia- 
bility policies. There were two en- 
dorsement forms. A few insurers 
used the form that assumed the neg- 
ligence of the uninsured motorist. 
The others adopted the form that re- 
quired proof of the liability issue. 
Otherwise the coverage was the 
same, but only for bodily injuries. 
If the insured desired the coverage 
at the next renewal date, the price 
was $2.50 annually for the limited 
form and $4 for the broad form. 
300th forms have now been discon- 
tinued, except for a few insurers 
who are underwriting it nationwide. 

It was in December 1956, that the 
National Bureau of Casualty Under- 
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Uninsured Motorist Claims 


ALBERT L. PLUMMER 
Attorney at Law 
Kansas City, Mo. 


writers and the Mutual Insurance 
Rating Bureau drafted and promul- 
gated an endorsement that could 
only be attached to the family auto- 
mobile policy. It provided coverage 
only for bodily injuries with maxi- 
mum limits being the same as the 
financial responsibility law require- 
ments with a premium range from 
$3 to $12. 


Family Protection 


The National Bureau named it the 
family protection—automobile cov- 
erage and the Mutual Bureau gave 
it the title of family protection 
against uninsured motorists. Since 
then, New York State has permitted 
the coverage to be added to any form 
of an automobile liability policy cov- 
ering automobiles principally gar- 
aged in that state. Also, since May 
1957, in New York state this inno- 
cent victim coverage may be pur- 
chased by individuals who do not 
own automobiles. It is drafted to 
cover the insured and his family. 
The price is $11 in Metropolitan 
New York and $10 up-state. 

Further changes in the uninsured 
motorist coverage is expected. Some 
of them will be to cover property 





| att tor 35: 
. |, Box 
HENRY DIMLING | Phone Bishop 245 
INSURANCE ADJUSTERS | POMONA, CAL. 
%-hour service—companies | 2270 — Ave. 

ae | LY¥coming 9-9023 

Home Office | VENTURA, CAL. 

3605 W. éth Street 304 South Jordan 

Los Angeles §, Calif. 
Dunkirk 8-961! 





Phone 
Miller 3-1527 











damage, give higher limits, separate 
coverage, be available by endorse- 
ment or become an insuring agree- 
ment in the standard and family form 
policies. The tide of progress runs 
high these days in the insurance in- 
dustry. 

For a brief review of the coverage 
under this type of endorsement, | 
shall use the family protection cover- 
age endorsement—Form AL-8589 
printed by the Uniform Printing and 
Supply Company—and drafted by 
the National and Mutual Bureaus. 
| shall assume that it is attached to 
the family automobile liability pol- 
icy; this is done to tie in certain 
declarations and conditions of 
policy with the endorsement. 


the 


Agrees to Pay 


The insurance company agrees to 
pay the insured all sums that he shall 
be legally entitled to recover as dam- 
ages for bodily injury sustained by 
accident arising out of the owner- 
ship, maintenance and use of an 
uninsured automobile. This cover- 
age plans to do for the insured what 
the insurance company of the unin- 
sured motorist would be expected to 
do if the uninsured had liability in- 
surance. The endorsement provides 
that the bodily injury shall be caused 
by accident, whereas the family and 
some other automobile liability pol- 
icy forms requires it to be due to an 
occurrence, 

The persons intended to be cov- 
ered are the named insured or any 
one listed as a named insured in the 
schedule, the spouse and relatives of 


(Continued on the next 


page) 
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Motorist Claims tinued 


either af they ire residents otf his 
household, The term “relatives” is 
not detined in the policy or endorse- 
ment, but it would include relatives 


marriage that reside with 
The 
is without detini 


tion in the endorsement 


by blood o1 
him as a part of this household. 


] 


term “househol 


y*° 
t 


It has been 
eld to be synonymous with “fam 


iy,” or a body of persons who live 
in one house and under one head or 
Managed It has also been held to 
include as members of the same 
household an adult son living with 
aged parents where both maintain 
and manage the same home 

It also covers any other person 


occupying an insured automobile. 


The term “occupying” is detined to 
mean im or upon, entering into or 
thehtinge from. Finally, the cover 


age includes any person with respect 


is entitled to recover 


to damages he 


for care and loss of services to 


vhich the endorsement applies. This 
mecluce the 


} 
would 


claims of a hus 
lue to bodily injury to his wife, 


for a child. 


band ( 
or a parent 
Phe 


Means 


term “imsured automobile” 


one to which the bodily i1- 


jury lability coverage of the policy 
applies, if it is owned by the named 
insured or his spouse of same house 
hold; or is a temporary substitute 
the insured that is 
withdrawn from normal use because 


for automobile 
of its breakdown, repair, servicing, 
loss or destruction ; or is an automo 
bile being operated by 
sured or spouse. 


named in 


It was held in Colorado that the 
insured’s use of his own car instead 
of his employer's due to it having 
no snow chains and out of gasoline 
Was not a temporary substitute, nor 
a breakdown of the emplover’s car, 
(lowa Mutual v Addy—286 Pac. 2d 

622 (1955). An “insured automo- 
bile’ does not include one used as 
a public or livery conveyance, such 
as a taxi-cab, a bus, or a truck used 
for these two purposes ; nor does it 
include an owned or temporary sub- 
is used 
with permission of the named in 
sured or his spouse ; 


stitute automobile unless it 


nor does it in- 
clude the owned automobiles of any 
resident of the 
household, They must be separately 
insured, 


named insured’s 


The term “uninsured automobile” 


means one that has no bodily injury 





IN 19 CITIES 


for meetings, luncheons, 


parties and conventions 


Write, phone, or teletype for full 
details on meeting facilities 
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Albert Pick Hotels 





Outstanding accommodations 


PICK HOTELS CORPORATION 


. 

e 

e Birmingham, Ala Pick-Bankhead 

e Canton, 0 Pick- Belden 
Chicago, II! Pick-Congress 
Cincinnati, O Pick-Fountain Square 
Cleveland, 0 Pick-Carter 
Columbus, O Pick-Fort Hayes 
Dayton, 0 Pick-Miami 
Detroit, Mich Pick-Fort Shelby 

e Evanston, Il Pick-Georgian 

e Flint, Mich Pick-Durant 

e Indianapolis, Ind Pick-Antlers 

e Minneapolis, Minn Pick-Nicollet 

e Pittsburgh, Pa Pick-Roosevelt 

- St. Louis, Mo Pick-Mark Twain 

e Pick-Melbourne 

° South Bend, Ind Pick-Oliver 

~ Toledo, 0 : Pick-Fort Meigs 

e Topeka, Kan Pick-Kansan 

= Washington, DC Pick-Lee House 

e Youngstown, 0 Pick-Ohto 

e 

e 





Albert Pick Motels 


Chattanooga, Tenn 
Colorado Springs, Colo 
Miami Beach, Fla 
Natchez, Miss 
Portsmouth, Va 
Rockford, tll 

Terre Haute, Ind 


Holiday Inn Hotel 
Holiday Inn Hotel 
Albert Pick Hotella 
Holiday Inn Hotel 
Holiday Inn Hotel 
Edge-O -Town Motel 
Holiday Inn Hotel 
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liability coverage by bond or insur- 
ance policy, or a hit-and-run auto- 
mobile as explained in the following 
But) the endorsement 
specifically excludes the following 


paragraph, 


group of vehicles or equipment: 
(1) Any owned automobile of the 
named 


insured or resident of 


his household. 

(2) An automobile owned or oper- 
ated by a self-insurer as defined by 
any motor vehicle financial responsi- 


any 


bility law, motor carrier or similar 
law. (Such as busses of a city pub- 
lic service company, or long haul 
units of a common carrier. ) 

(3) Any automobile owned by the 
United States, or any 
political subdivision of these govern- 
ments or of their 
(This would not apply to automo- 
biles that transport U. S. Mail that 


Canada or 


any agencies. 


are privately owned. ) 

(4) Any land = motor-vehicle or 
trailer operated on rails or of the 
crawler-treads type, or located for 
would cover 
a trailer in transit on the public 
highway. 


use as a residence. It 


(5) Any farm type tractor or equip- 
ment principally designed for use off 
public roads. However, it will cover 
such tractors and equipment if they 
are upon the public highway at time 
of the accident. Such as a golfmo- 
bile, or a land grader, A thorough 
investigation of all the pertinent facts 
is clearly indicated whenever there 
is an issue about the vehicle being 
an “uninsured automobile.” 

A “hit-and-run automobile” means 
one that causes bodily injury by 
physical contact with the insured or 
the automobile that he “occupied” 
at the time of accident, if the follow- 
ing additional conditions exist: 


(1) The identity of the owner or 
operator cannot be made certain. 

(2) The insured or someone for him 
within twenty-four hours after the 
accident reports it to a police, peace 
or judicial officer or to the commis- 
sioner of motor Also, 
within thirty days after the acci- 
dent, makes a statement under oath, 
personally or by 


vehicles. 


representative, 
about the event and that a cause of 
action exists and the identity of the 
wrongdoer or car owner is unascer- 
tainable. 

(3) The “insured 
available for inspection by the in- 
surance company, 


automobile” is 
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The territory covered by the en- 
dorsement is the United States, its 
territories or possessions and Can 
This would Alaska, 
Puerto Rico, and the Hawaiian Is- 
lands. 


ada. include 


The two general exclusions in the 
endorsement provide that the insured 
shall not settle his with the 
wrongdoer or prosecute the claim 
to judgment without the written con- 
sent of the insurance company 


claim 


> and 
that the coverage in the endorsement 
shall not inure, in any way, to the 
benefit of any workmen's compensa- 
tion or disability benefit insurer or 
self-insurer. The insured may get 
his own lawyer and file a suit against 
the wrongdoer, but he may not safely 
settle the case or reduce the action to 
judgment without the written con- 
sent of the insurer, 

The benefits of this endorsement 
not intended 
insured’s workmen's compensation 


was to extend to an 
or disability benefit insurer or his 
employer if a self-insurer. This en- 
dorsement is a contract obligation 
for the benefits of those specifically 
enumerated in it. It is not of the 
so-called third party class of wrong- 
doers as provided in a workmen's 
compensation law. ‘Therefore, no 
lawful recovery would inure to the 
employer or its insurers, The rights 
of subrogation and recoupment of 
the insurer of this endorsement is 
treated in the conditions of it. Ob- 
viously some conflicts of interest will 
arise, 

The condition on policy provistons 
provides that the following condi 
tions in the policy also apply to the 
endorsement: notice, notice of acct 
dent, and 


assistance CO yperation, 


changes, assignment, cancellation 


and declarations, 


Write Proof 


The insured is required to make 
proof of his claim im writing as soon 
as practicable after the accident, giv- 
ing the full particulars of the event 
and injuries. The insured shall sub- 
mit to reasonable medical examina 
tions by identified doctors of the in- 
surer, The right to an autopsy and 
to medical or hospital records is re 
served for the insurer, 

If the insured sues the uninsured 
wrongdoer he agrees to give the in 
surance suit 


company a copy of 


pa] CTS, 
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The coverage applies separately 


to each named insured and residents 
of the same household without oper- 
insurers lia- 
bilitv. The /imit of liability listed in 
the schedule of the policy applicable 


ating to increase the 


to “each person” or “each accident” 
is the limit of the 


pany’s liability for all damages, in- 


insurance com- 


cluding damages for loss of services 
or care, due to bodily injury by ac- 
cident. If an insured makes claim 
under the endorsement and also un 
der the “bodily hability” 


coverage of the policy and thev are 


injury 


paid, then each coverage is reduced 
by the amount paid under the other. 
lull 


agreed to. 


coverage under both is not 

lf the insurance company pays the 
insured $2,000 under the endorse 
ment, then credit is allowed for that 
amount on any recovery or payment 
hability” 
coverage in the policy. The same ex- 


under the “bodily imjury 


ample applies if payment 1s made 
under the policy and claim is also 
prosecuted under the endorsement. 
It also provides that any loss pay 
able under the endorsement for any 
person shall be any 


amount paid or payable under any 


reduced by 
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COMPANY 
MANAGERS 


INSURANCE 
AND 
REINSURANCE 


workmen's compensation law. If the 
coverage under the endorsement is 
$5,000 and amount payable under the 
W. C. claim 1s $3,000, then the mani 
$2,000. This part 
of the agreement does not extend to 


mum recovery Is 


non-occupational disability benefits. 
This is done to avoid trouble about 
who has the subrogation right for all 
or part of recoupment against the 
uninsured motorist. Some problems 
will develop over this agreement. 


Three Conditions 


If other similar insurance 1s avail 
able, the conditions of the endorse 
ment are three-fold. First, claim of 
injury to an insured while “occupy 
The 
coverage is excess, and then only in 
the amount that its limits exceed the 


limits of the other uninsured motor 


ing’ a non-owned automobile 


ist coverage. For example-—insured 
10/20 limits with A company 
He drives a car owned by his neigh 


bor that has 3 


has 


hy in 
surer, He is injured by accident and 
claim is for $12,500. 


10 limits with 


Maximum ex 
cess coverage from -\ 1s $5,000 


~O 400 O € ex 





Motorist Claims—Continued 


n of the “other 
se refers to the in- 
restricted to the 
occupying or be- 


The second porti 

insurance” clau 
again not 

“named insured” 


ng struck by an uninsured automo- 


bile and being a named insured un- 
her uninsured motorist cover. 

and likewise because 
uninsured 
should provide 


over than those re- 


is not intended that 


motorist insurance 
higher limits of « 
quired by a financial responsibility 
liability under unin- 
sured motorist cover is restricted to 


law— overall 
the higher or highest applicable limit, 
with the insured’s uninsured motor- 
ist insurer pro rating on that basis. 

Probably the 


ample of the application of this pro- 


most common ex- 


vision will be a case in which an in- 
sured owns an automobile, covered 
by the family automobile policy, with 
and his 
son or daughter, who lives with him, 
iobile, similarly 


insured, 


uninsured motorist 


cover, 


also owns an 


auton 


insured. ‘The then, is an 


“insured” under his son’s_ policy, 


is the “named insured” un- 


der his own policy. If he 


while he 


is struck 


by an uninsured automobile, this 
provision would apply. 

Third, claim by an insured who 
was hurt while driving one of his 
two automobiles in a collision with 
an uninsured automobile. Both his 
had this endorsement 
with same limits of 10/20 but in- 
sured with different insurance com- 
The claim of $4,000 was 
prorated $2,000 for each insurer. 


automobiles 


panies. 


Who Is Paid 


It is another condition of the en- 
dorsement that payment of loss by 
the insurance company shall be to 
the insured ; or if a minor—to parent 
or guardian; or if insured is de- 
ceased to his surviving spouse, other- 
wise to a person authorized by law 
to receive the payment or to one 
legally entitled to recover damages 
which the payment represents. The 
insurance company reserves the right 
to pay any claim under the endorse- 
ment to a person authorized by law 
to receive it, or to one legally entitled 
to recover damages that the pay- 
ment represents. 





But | thought all 
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_«** Insurance Companies 
"were the same 
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agents and brokers who know 


growing number of 


that PN. ts different, progressive, 
and profitable for producers. 

















PACIFIC NATIONAL 


as Ge é 


PACIFIC NATIONAL FIRE INSURANCE COMPANY 
MANUFACTURERS CASUALTY INSURANCE COMPANY 


San Francisco, Calif. 


Philadelphia, Penn. ¢ Skokie, Ill. ¢ Atlanta, Ga. 


Since the unliquidated claim for 
“bodily injury” is not assignable, the 
endorsement provides for a trust 
agreement to preserve the right of 
action against the uninsured wrong- 
doer. The insured agrees that the 
insurance company shall be entitled 
to a recoupment of any payment 
made under the endorsement through 
any settlement or judgment obtained 
from the wrongdoer responsible for 
the damages ; that the insured-claim- 
ant shall hold such recouped funds 
or all rights of recovery in trust for 
the insurer ; that the insured—claim- 
ant shall do what is proper to secure 
such rights after the loss; that the 
insured—claimant shall prosecute a 
claim or cause of action to judgment 
if so requested by the insurer in 
writing, and in the event of recovery 
the insurance company shall be re- 
imbursed for expenses, costs, attor- 
neys addition to payment 
made under the endorsement; and 
the insured—claimant shall execute 
and deliver to the insurer such in- 
struments and papers that are ap- 
propriate to secure the rights and 
obligations so provided by this con 
dition of the endorsement, 


fees in 


It is a condition of the endorse- 
ment that any disputed claim involv- 
ing the right or amount to recover be 
arbitrated according to the rules of 
the American Arbitration Associa- 
tion. Further, that any award of the 
arbitrators may be entered in any 
court having jurisdiction, The ad- 
ministration of the law by arbitra- 
tion is and always will be popular, 
because it has speed, economy and 
justice in its methods. However, the 
enforcement of this provision in the 
contract will depend upon many 
things. It must harmonize with the 
law of the place where the endorse- 
ment was executed or is to be en- 
forced. 


Must Be Fair 


An arbitration agreement in an 
insurance policy made in Texas was 
enforced in Arkansas where the law 
would have voided the provision 
if it had executed there. 
(Miller v American Insurance Co., 
124 Ked. Supp. 160—1955). The 
award of the arbitrators must be 
made in good faith or their efforts 
may be null and void. They must be 
fair, disinterested and impartial. 


been 
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They should be adequately trained 
or experienced to fulfill the obliga- 
tion. 

The American Arbitration Asso- 
ciation is identified as the manager 
of the arbitration proceedings. The 
\ssociation is a non-profit, member- 
ship corporation, chartered under 
the laws of New York state. It isa 
privately organized and financed in- 
stitution of a scientific and educa- 
tional nature, and is non-partisan 
and non-political. 
plans of operation, One is called the 
A A.A. Arbitration 
Rules. The other one is more ap- 
propriately set up to handle the class 
of arbitrated claims created by this 
endorsement and is named the Acci- 
dent Claims Tribunal Rules of the 
A.A.A. The home office address is 
477 Madison Ave., New York 22, 
N. Y. The Association has branch 
offices in Atlanta, Boston, Charlotte, 
Chicago, Cincinnati, Cleveland, 
Dallas, Detroit, Hartford, Los An- 
geles, Philadelphia, San Francisco, 
and Washington, D. C. They are 
planning to establish sub-offices in 


They have two 


Commercial 


other cities to economically and ex- 
peditiously handle the Arbitration 
demands. 

The drafting of the endorsement 
with this arbitration condition 
created administrative problems for 
the Association. The right and privi 
lege to arbitrate a claim under the 


has 
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Association’s Commercial Arbitra- 
tion Rules is present but expensive. 
The arrangements that 
party pavs 144% of amount claimed 
up to $10,000 with minimum $25 
fee for each amount 
claimed in excess of $10,000 and less 
than $25,000, That means a filing 
fee of $300, with arbitration demand 
on a $10,000 case and $500, for a 
$20,000 claim. This fee is paid in 
addition to 
stenographic record and transcript 

traveling and 
penses of arbitrator and clerk. 

Ina effort 
with the insurance industry and con- 
tinue their speedy, economical and 
satisfactory service to all others, the 
representatives of the Association 
met with the representatives of the 
Association of Casualty and Surety 
Companies, American Mutual AI- 
liance, the National Association of 
Independent Insurers and others to 
find a more economical way to han- 
dle these uninsured motorists cases. 
The Association has concluded an 
arrangement the 
tioned insurance groups to under- 


are each 


one; 1% of 


expenses of witnesses, 


miscellaneous ex- 


sincere to cooperate 


with three men- 
write the expense of setting up the 
administrative personnel and equip- 
ment to handle the arbitrations un- 
der their Accident Claims Tribunal 
Rules. The 
writing this endorsement who par- 
ticipate in the sharing of this ad- 


insurance companies 


ministrative expense may arbitrate 


their claims under this program. 
This annual charge will continue un- 
til the arbitrated 
produce adequate income to main 


tain the project. 


fees from cases 


It is necessary to tell this story so 
that these two plans of operation may 
be known and why some insurance 
companies and their insureds may 
not use the less expensive plan. The 
their insureds entitled 
to use the Accident Claims Tribunal 
service are required to pay a fee of 
$50, when the demand to arbitrate 
is filed. Another $50, is paid for each 
additional day that the case is arbi 
trated. (More than one day is rarely 
needed ). : 


insurers or 


Ixpenses of witnesses, 
stenographic records and transcript 
plus traveling and miscellaneous ex- 
penses of and tribunal 
clerk are also paid by the parties. 
(Arbitrators do not usually charge 
a fee for services of one day or less). 


arbitrator 


The Association has published a 
pamphlet containing general infor- 
mation and specific rules of proce- 
dure with the required personnel in 
the arbitration of a case under either 
of the plans. 

The arbitration of a disputed claim 
under this endorsement may be in- 
itiated by any party to the agreement 
by giving written notice to the other 
party of his intention to arbitrate. 
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are Teque sted by 
Are appointed by 
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the standard 


party mav re 
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of an arbitra 


consideration the 


thdraw or dis 


Phen the 


aro 


trator fixes the time and place for 
each hearing and the tribunal clerk 
mails the notice to the parties at 
least five davs before hearing date 
The case may be adjourned or con 
tinued to another date. 

\t the hearing, the parties may or 
may not be represented by attorneys ; 
the witnesses may or may not testify 
under oath. 
admitted 


rect rds, 


evidence may also be 


by sworn. statements ot 
Qn the day of the hearing 
the clerk prepares the hearing pa 
that is, the Oath of the Arbi 


trator, and minute sheet on which 


pers 


are listed 
and all exhibits that are part of the 


the names of the witnesses 


proot also recorded. The Oath of the 
the 
clerk or other qualified person, and 
then \fter 
\ record 


of the proceedings will be kept. The 


\rbitrator is administered by 


the complaint Is read 
that the evidence is heard. 


arbitrator may or may not require 
the If SO, they 
are filed in triplicate with the clerk, 
one copy for other attorney and one 
for arbitrator, 


submission of briefs. 


\n award is rendered 
within thirty days after the hearing. 
If it is not satisfactorily honored the 
other party may reduce it to judg- 
ment by the required court proced 
ure of the jurisdiction involved. It 
may be contested on many legal 
\ study of 


As- 


for the arbitration of dis 


grounds, as mentioned, 
the pamphlet prepared by the 
sociation 
puted claims is recommended. 

The 


that no action shall le against the 


endorsement finally provides 


surer unless, as a condition prece 
dent thereto, the insured or his rep- 
resentative has fully complied with 
all its terms. 

The 


much 


new; it 1s 


The 


endorsement 1s 


needed coverage, pre- 


mium is very reasonable. Many 
problems will be encountered in the 
handling of claims but these wall be 
solved and the coverage broadened. 
This is another worthy contribution 


of the imsurance industry. 


TERM REVISIONS 


TERM DISCOUNT RULES for burglary, 
liability 
revised in 
\laska by 


Casualt, 


elass and. certain 


general 
coverages have been 
twenty-nine states and 
the National 
Underwriters October 2. 
The 85% of the 
annual rate for each year after the 
first, the same as the revised 


Bureau of 
effective 
new discount is 
rate 
Which has been adopted in a number 
for 


policies. 


of states term inland 


revised 


fire and 
The 


casualty filings were made in_ the 


marine 


same states as have approved. the 
changes in the fire and inland marine 
term policies. The same changes be 
October 9 in 


Delaware, 


came — effective 
Minnesota, 


Oklahoma and Pennsylvania. 


\labama, 


The discount on term fire policies 
was reduced in Delaware and lenn- 
svlvania etfective September 20. In 
the state of Washington fire policies 
will not be written for terms of more 
than three vears. Such a procedure 

the recent 
the National 
Insurance Commis 
will 
the mid-vear meeting. 

The Inland 


Bureau 


was recommended at 


Zone 6 meeting of 
\ssociation of 


sioners and be considered at 


Marine Insurance 


has revised its term = dis 


counts 1n 
26 


\Vvoming, — effective 
and 


September 


and in’ Delaware 
Pennsvlvania, effective 
20. 


\ugust 





Pavroll Audit 


Service 


get-up to get the job done adequately. 


has the ability and 


AUDITS FOR CASUALTY & INLAND MARINE CARRIERS 


PROMPT SERVICE— 


Payroll and other casualty audits 
by representative field auditors 


AGENCY CONTACT ALWAYS 


mB. L. PEARCE COMPANY ses seed 


CHerry 3-8649 CHeErry 3-8640 
Insurance Exchange Bldg. 
DES MOINES 9, IOWA, Home Office 


Audits Since 1920 


IOWA, MINNESOTA, DAKOTAS, NEBRASKA, MISSOURI, 
ILLINOIS, WISCONSIN, INDIANA, MICHIGAN, 
KANSAS, OKLAHOMA, COLORADO, NEW MEXICO 


Underwriting Reports 
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A PRIMARY FACTOR 
in secure and comfortable 
underwriting is RIGHT 
reinsurance. Employers 
provides it in 
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1914 - 1957 





EMPLOYERS REINSURANCE CORPORATION 


KANSAS CITY, MO. 


Insurance Exchange Bldg. 
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SELLING TIPS 


from The HOME OFFICE 


THE RIGHT TIME 


soliciting 1n- 
cessful 


OFTEN 


PHIONI 
terviews are un because 


of poor timing. In the same way 
en visits are made 
If you keep 
track of unsuccessful calls re-exam- 
ine that list ] 7 


and relate the 
your call to the Vpe of 


sales often tail wl 


at inopportune times 


time of 
work done 
by the prospect. Obviously, publish- 
ers with minds on deadlines, lawyers 
cogitating court attendance or brok 
ers intent on the closing markets are 
poor audiences for insurance sales 
talks. Each 


hours and slack times 


business has its critical 
Make it your 
times. 
visits at 
and watch your sales 


discover these 


calls or 


business to 
Make vour pl 
the right time 
oTOW. 


General's Review 
Life Assur. Corp. Ltd. 


COLLECTION METHOD 


IN OUR TOWN some of our assureds 
felt that if 
the street 
about an account 

] 


they would stop me on 


and ‘‘dun’” themselves 
they owed me that 
lege of taking 
more time since they had offered to 
pay. I did not know how much they 
owed. 


this gave them the privi 


This got to be quite a prob- 
lem so I had my secretary type a list 
i letterhead size 


on a single sheet of 


paper, which | placed 
folder. 


p' icket. 


in my leather 
| carry it at all times in my 


AT 1 
Now wien someone men- 


tions owing me an account, all I have 
to do is pull out my leather folder 
and I can quickly tell them how 
much they owe. 

| also found it very handy to have 
a full fountain pen at all times. It 
has now rather 
practice for my customers to stop 


become common 
me on the street and say, “Get out 
your list, check book and fountain 
pen and | will pay you.” This method 
of collecting has been quite effective 
with me. 

Alfred I 


Texas 


Ligon, Marfa, 


A DIME FOR POPCORN 


WovLp you spend $30.18 to enter- 
tain one hundred and five youngsters, 
obtain their parents’ good will and 
gain a considerable amount of pub- 
licity? One agency did exactly that 
with such gratifying results that 
they now plan to make it an annual 
affair, 

Through the paper, the 
agency announced a theater party 
for all children in the county. Each 
youngster applying was given an 
envelope carrying the agency name. 
Inside was a ticket to the movie, a 
dime for popcorn, a balloon and a 
scratch pad. 

Film rental cost $12.50; advertis- 
ing, $7.18; popcorn, $10.50. Admis- 
sion was free, as the theater made 
no charge for showing the film. 


local 
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Hartford Fire Ins. Co. Group 
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NEXT DOOR 


\WHEN DELIVERING a claim check, go 
to the next door address and ask for 
the claimant. Naturally, the one an- 
swering the door will advise that the 
claimant lives next door. Thank the 
man and then ask if he carries in- 
surance similar to the claimant next 
door. 

Florida Hi-Points 


—Reprinted in World News 
World Ins. Co. of Omaha 


ANOTHER MARKET 


\WHEN A FAMILY MOVEs, there’s 
usually a reason behind it. That's 
especially true in a move from one 
community to another, but a move 
within the town can mean 
things, too. Sometimes it will indi- 
cate a rise in income. Or sometimes 
an addition to the family will neces- 
sitate a need for larger quarters. 
Sometimes, too, it’s just the social 
advantages of a better neighborhood. 
These move-ins mean business— 
your office gets news of policyown- 
ers moving into your area from an- 
other part of the state or country. 
‘rom other sources you can get the 
names of new people who might be 
good prospects. Also, some news- 
papers publish lists of new residents. 
—Shenandoah News 


same 


IF YOU WANT MY 
BUSINESS 


Don’? TALK at random. Make plain 
your proposition, whatever it is. 

Tell the truth. Don’t lie, exagger- 
ate or misrepresent. If you do, don’t 
expect me to do business with you. 

Be dependable. If you promise me 
something keep your promise. 

Remember my name and my face. 
Nothing pleases me more than this 
subtle flattery. 

Beware of egotism. Don’t tell me 
about yourself when you are trying 
to sell me something. Get me to talk 
about myself if you can. 

Think success. Radiate confidence 
and optimism and pleasantness, And 
remember that your smile and your 
enthusiasm are contagious; I catch 
them easily, and J don’t mind. 

Be yourself. Don’t make me try to 
guess what kind of person you are. 

—The Lloyd Silberberger Agency 
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Aetna Casualty: Robert J. Reault has 
been appointed general adjuster of fire 
loss dept. for this company and Standard 
Fire. 

Aetna (Fire) Group: Assistant  secre- 
tary F. Sidney Holt, who has directed the 
publicity dept. for 29 years, has retired 
and William H. Doty has been appointed 
manager of the publicity dept. 

Illen F. Davtes, superintendent of 
casualty underwriting, has been trans- 
ferred from Jackson, Miss., to Richmond, 
Va., and casualty underwriter James 3M. 
Sheetz, Jr., moved from Richmond to Bos- 
ton, Mass. 

Promoted to managers: Raymond K. 
Peterson, Hartford claim div., succeeding 
the late C. A. Axford; William G. Thomas, 
planning and methods dept., replacing 
Roger W. Guile, now assistant manager of 
SPAN electronics center under assistant 
secretary Ragnar E. Anderson, who is also 
project director of SPAN; and William H. 
O'Connell, Boston claims div., succeeding 
Thomas E. Steele, retired. 

\ service office has been opened in 
Orlando, Fla., under the supervision of 
special agent Norman R. Reid. 
Agricultural Group: Special agent Calvin 
G. Foster has been appointed to assume 
the duties of Edward C. Jessup, state agent 
in Albanv, N. Y., retired. 

Allstate Insurance: Boyd Christensen has 
been promoted to long range planning 
manager. John F. Shine joins home office 
as a product research manager in con 
sumer relations dept. and Henry T. 
Kramer as reinsurance manager. 
America Fore Group: Demott Belcher, 
secretary of the fire companies of the 
group in charge of general cover dept., 
has retired and is succeeded by secretary 
Henry C. Barkstedt. 

American Casualty: Jolin C. Henning 
has been appointed manager of the loss 
prevention and_ safety engineering dept. 
American Home Agency: TJiiomas N. 
Modica, formerly senior underwriter-fire 
dept. of American Internat’! Undrs. Corp., 
has been elected president succeeding 
Clifford A. Roche. 

American Insurance Group: Albert R. 
Shady has been promoted to engineering 
supervisor of the Nashville branch 
William R. Ohlstrom has been advanced 
to casualty manager and Edmund R. Call 
named claims manager at Seattle. 

P. A. FEchlund has been transferred to 
the head office and promoted to superin 
tendent, casualty div., claim dept. and is 
succeeded as claims manager at Milwaukee 
by Edward A. Gorman. 

Paul C. Cook, Jr., formerly a special 
agent with Fidelity & Deposit, has been 
appointed a special agent-bond dept in 
Boston. 

American Surety: A western fire under- 
writing and loss div. has been established 
in Chicago headed by Willis FE. Robinette 
as supervisor and located at 223 W 
Jackson Blvd. 

Atlantic Cos.: F. 
been appointed 
manager in 


Kenwood Hawley 
assistant 
home office. 


has 
production 
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Atwell, Vogel & Sterling: New 
opened: Seattle, Wash. (Olympic 
Bldg.); Milwaukee, Wis. (108 W. Wells 
St.); Birmingham, Ala. (2217 7th Ave 

and Syracuse, N. Y. (647 S. Warren St.) 
Bonito & Co., Alan H.: J. Russell Car- 
dona, formerly secretary of North British 
& Mercantile, has been appointed vice 
president. 

Boston Group: William C. Woodside has 
been appointed fire underwriting mana- 
ger. Lawrence G. Crosby, Jr., has been 
named assistant fire manager at New 
England regional office and is replaced as 
special agent for southeastern Mass. by 
Thomas H. Lynch. 

James R. Patterson, Jr., has been ap- 
pointed marine supervisor at Kansas City 
regional office 

Baltimore, Md., office is now located at 
5008 York Road. 
Buffalo: Robert WW. 
advanced to 
branch 
Grover. 
John A. MacLean, formerly superinten- 
dent of agencies for National Fire of Hart- 
ford, has been appointed manager of the 
western dept. operation to be established 
in the Chicago area. 

State agent Charles W. Troeger has been 
transferred from southestern territory to 
Indianapolis to be multiple line state 
agent for Indiana, while Charles K. Allen, 
who formerly handled northern Ind. and 
Mich., will now confine activities to 
Michigan only. Fernand Kleinman has 
been named multiple line special agent 
and supervisor of inland marine under- 
writing of Pacific Coast dept. 

Camden Fire: Harry C. Wetekam, Jr., has 
been appointed special agent at Cincin- 
nati, Ohio. 

Celina Mutual Group: Kenneth Leach 
has been assigned as special agent in div. 
#2 at Toledo and Bruce M. Campbell in 
div. #9 at Bucvrus, Ohio. 

Cincinnati Insurance: Warner S. Walker 
and William A. Stoll have been appointed 
state agents for central Ohio and Ken- 
tucky, respectively. 

Combined Insurance: Sales manager ap 
pointed: Paul Stopka, Minneapolis: Darrel 
Kingsley, Columbia, S. §.: Paul R. Boling, 
Indianapolis; Walter McKelvy, Washing 
ton, Pa.: Kenneth W. Halsey, 
Md.: Ernest O. McDonald, 
Ark: Roy R. Williams, 

Rymer C. Clark, Bowling Green, Kv.: 
Tack Sykes, Yakima, Wash.: Paul Engle, 
Seattle. Wash.: Ferris Blumberg. Black- 
foot, Idaho; and Gerald Wright, Toronto, 
Canada. 

Continental Casualty: Robert N 
cher and Lowell R. Haberer have 
appointed managers at Harford 
Indianapolis, respectively 

Daniel P. Kedzie, director of education 
research, has been appointed superinten 
dent of education and training succeeding 
Thomas C. Laughlin, who has been an 
pointed assistant vice president in charge 
of the personnel dept. of this company and 
Continental Assurance 


offices 


Nat'l 


Dinsmore has been 
manager at San Francisco 
replacing the late Ledgar C. 


Baltimore 
Hot Springs 
Monroe, T.a.: 


Flet 
heen 
and 


A claim office has been opened in Little 
Rock, Ark., with Charles H. Ross as 
manager. 

Corroon & Co., R. A.: Robert I 
was elected to the newly-created position 
of executive vice president. 

Craftsman: Albert H. Stoddard has been 
appointed director of the new marketing 
and research div. 

Detroit Ins. Agency: Promoted: N. P. 
Macaddino to account executive, succeed 
ing S. M. Peterson, retired; G. W. Brad 
ley to controller succeeding Mr Macad- 
dino and K. M. Faber to manager of 
accounting dept. replacing Mr. Bradley. 

C. D. Thorsby has been appointed to 
the accounting dept 
Dixie Auto: /. R. Hafner has 
pointed Florida state manager. 
Employers Mutuals of Wausau: Jolin F 
Wilson has been appointed field sales 
manager of Detroit office 
Fireman's Fund Ins.: Marine underwriter 
Eugene A. Wyles has been transferred to 
Baltimore and is succeeded at Philadel- 
phia by Dwight H. Babcock. John G 
Green has been appointed marine special 
agent at Syracuse 
Gay & Taylor: New offices established 
Hendersonville, N. ¢ Everett C. Powell, 
manager; Shetheld Ala—Dave Myrick, 
manager; and Murfreesboro, Tenn 
Robert Morris, manager. 

Great American Ins.: Richard E 
Friedell and J]. H. Abright, Jr., have been 
appointed special agents in east Texas 
and southwest Texas, respectively. Special 
agent Alfred F. Wolfe has been transferred 
to Hartford, Conn., office but will also 
continue to serve western Mass. 

Hartford Accident: Robert L. Fddy has 
been appointed to the newly-created post 
of assistant manager of Buffalo (N.Y.) 
branch. Robert A. Hastings has been 
named bond special agent for North 
Carolina, with James S. Mott succeeding 
him as special agent at Glens Falls, N.Y 

Claims operations — for Springfield 
Northampton (Mass.) area have been con 
solidated and William A. Carey appointed 
to head the new setup as claims manager 
at Springfield 
Hartford Group: James H. Copp has been 
appointed to the newly-created post of 
personnel assistant for the consolidated 
New York City offices, which are now all 
located at 123 William St 
Holland-America: Chester Lowe & Co. 
Little Rock, has just been appointed 
Arkansas state agent 
Home Insurance (N.Y.): 8. &. Myrick has 
been advanced from manager to 
secretary at Jacksonville, Fla 
Industrial Indemnity: !Vi//iam S 
Los Angeles executive special 


Corroon 


been ap 


resident 


Price, 
igent. has 
been appointed resident manager at Long 
Beach replacing William §. Osterholt, 
resigned. 

Drew P. Lawrence has been named fire 
manager at Los Angeles succeeding 
Howard Worth, who named Los 
Angeles div. production manager for all 
lines. 


was 





Field Appointments ntinued 

State 
i leader in 
during his 14 
Scnat has 


Insurist Corp. of America: Former 
Senator Se yr Flal{ 

insurance legislation 
New Yor 
chairman otf th board of this 
{ New York City 


rcneral insurance brokerage 


Vveais 
in the been 
elected 
newlsy-organized firm 4 
In addition to 
the firm will serve as specialists, analysts 
mid counsellors 
International 


formerly vice 


ne all phases of insurance 
Service: / 1. Dillard, 
president-claims manager 
lor Houston Fire & Cas.. has been named 
assistant manager of the home — office 
claims dept 
Kemper Group: /e/in 1. 1» 
appointed director of overseas Operations 
Rudolph bo Lande has named 


Newburgh claim 


i has been 


been 
manager ol the N.Y, 
othice 

Vaiss Gora Bissonnette, R 


named healt! 


V.. has been 
consultant for 
rmens Mutual Cas 
Motorists Ins wmnd) Burton 
Philadelphia 
COM panes 


industrial 
pol cVholders of Lube 
md \merican 
1 Peg 


revional 


ippomted 


manager for bot 


George W. Peterson, formerly president 
ot James S. Kemper & Co Philadelphia, 
has been named president: of James 8. 
kemper & Co., Chicago 

Bruce R. O'Brien, tormerly assistant vice 
president of Reciprocal Ex 
changee’s New has joined the 


\ssociated 
York 
groups fire diy 
Liberty Mutual Ins.: forces! 1. Hartwig 
has been promoted to city manager 
Detroit) for personal sales dept. succeed 
ing Richard 7 transterred to 
Radio City (N.Y.) office 

Markel Service, Inc: 
Philadelphia claims 
promoted to branch manager at 
burg replacing trthur Po Reeher, 
advanced to Philadelphia 
manager succeeding the late C. J. 
nell. 

Marsh & McLennan, Inc.: 
presidents Chicago — office 
Irie Irthur G. Fox, Harvey K. 
Moore, Ralph J. Ruden and Wilson D. 
Sked; New York office Joseph W. Hoag 
lund, Wallace E. Jeffrey, F. Arthur Mayes 
and John M. Regan, Jr. 
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\ppointed — asistant vice — presidents: 
Kenneth kb. Reed; New York 
Edwin J. Berggren and Calvin D. Ferris 
Buttalo Ralph Bolton 

MFA Mutual: 7. 2?. Graham. Jr., tormerls 
branch manager at Houston for Mutual 
Boiler, has been named sales manager. 
Municipal: Howard H. Kluver, tormerly 
secretary of Central Standard Indemnity 
has been appointed director of research 
and development of Municipal Insurance 
Enterprises, which — is with 
Municipal Ins. Co. of 
Mutual of Omaha: \ 
sion, to be headed by Roger MeGargill, 
has been established to disabled 
policyvowners of the company to return to 
a useful and productive life. 

Mutual Service Cos.: Former director of 
field) services C. W. Lehmann has been 
named director of marketing. 1. £. Benson 
will fill the position of director of under 
writing. including both life and casualty 
Ernest Berg has been appointed manage 
of commercial casualty operations. 1. B 
TanTreese, director of 
and Merle Walter, regional sales manager. 
have been named operations managers of 
eastern region and central region, respec 
tively. 

National Farmers Union: Janes M. Tul 
loch has been appointed manager of un 
derwriting and actuarial dept. replacing 
D. kK. Smith, resigned. 

National of Hartford Grovp: [rank 
Lightowler has been appointed assistant 
controller in’ the western dept 

North American Reassurance: Robert I 
Gallagher has been advanced to associate 
actuary. 

Northwestern Mutual: \ 
office has been established at West Los 
Angeles with Robert G. Larson as mana 
ger of the claims div. and Larry T. Adams 
as head of the production unit. 

Pacific Indemnity: Pau! Martin, who was 
superintendent of compensation for ad 
ministrative dept. of Swett & Crawford, 
has joined the home office staff as casualty 
underwriting superintendent. 

Pacific National Group: \f. /.. Canfield 
has been promoted to resident vice presi 
dent in) Dallas, Roger Bridgwater ap 
pointed special agent and Jack A. Crafton 
transferred from Ruston, La.. to Dallas 
as special agent and claims manager. 

James P. Coyle has been elected secre 
tary and will assist vice president W. 7 
Greenway in multiple line organization as 
assistant division manager. as well as 
being in charge of group casualty opera 
tions in eastern div. territory (Phila 
delphia). Raymond T. Nelson has been 
transterred from Philadelphia to home 
office as superintendent of rating and form 
filing dept. 

Warren K. Gibbs and John UV. Goepfert 
have been appointed state agents in 
Kansas-Oklahoma and Ohio, respectively 
W. B. Stone has been named casualty 
supervisor in Kansas City and Richard M 
Sawicki as special agent in Michigan. 
Pearl-Monarch Group: David A. Barry, 
Pacific Coast manager of the Pearl and 
vice president of the Monarch, has retired 
and is succeeded by B. ]. Oswald. 
Pennsylvania Lumbermens: eed Je 
Bourveau, formerly special agent for Lum 
bermens Mutual, has been appointed 
special agent in Ohio and Michigan. 
Phoenix of Hartford Group: Herbert § 
Inderson has been promoted to resident 
secretary and Cook County (IL) manager 
succeeding William H. Potter, Jr., retired 
Lester F. Higgins, Jr... was advanced to 
manager of Cook County inland marine 
dept.. Hugh M. Wilson to manager of 


Chicago 


associated 
America. 
rehabilitation divi 


“assist 


sales operations 


new service 
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casualty and Joseph A. 
of fire dept. 

{ifred S. Barraclough has been ap 
pointed manager of casualty claims div 
and Frank FE. Baker, J) 
ate manage1 

State agent Vincent A. Wenners has 
been appointed to New Hampshire and 
Vermont. Frank Y. Dickehut has been 
promoted to state agent and transferred to 
Houston. 

Named special agents: Charles D. Win 

ter, Jr., southwest Texas succeeding Mi 
Dickehut; Gerald EF.) Thuemler, north 
Texas: and Raymond EF. Manchester, New 
Orleans. 
Phoenix of London Group: 
Bartlett has been advanced to 
of the credit insurance dept 
Paul U. Farley, retired. 

James C. Scotland has been named New 
England manager succeeding Willard § 
Oldrieve, vice president, who has retired 
and Philip M. Wilbert was advanced to 
assistant New England manage 
Retail Credit Co.: Thomas IV 
has been promoted to district 
manager in Newark, N.J., succeeding the 
the late Frank W. Bowles 
Royal-Globe Group: !!. //. Curwen has 
been appointed deputy marine manage 
and also retains title of deputy under 
writer. 

Frank M. Darcy has been named claims 
manager at Detroit. R. &. Diamond has 
been appointed state agent in Dallas 
succeeding George 8. Fletcher, transferred 
to Little Rock, Ark., to handle fire and 
casualty business in that state. B. J 
Brown has been named state agent in 
Austin, Texas, replacing Mr. Diamond 
while Walter Fitch, III, succeeds Mi 
Brown as special agent in Corpus Christi. 
St. Paul Fire & Marine: Robert I 
Sonnee has been appointed special agent 
to assist Hughlette Jackson, recently put 
in charge of business in Kentucky. 
Security-Connecticut Cos.: Jolin IW 
James, manager of Louisville office, has 
been named resident secretary 
Springfield Group: Assistant secretaries 
Kenneth R. Spaulding and James F. Lau 
sing, Jr., were elected secretaries 

Frank W. Spalding has been promoted 
to resident vice president at Chicago suc 
ceeding Magnus FE. Peterson, retired, and 
resident secretary Robert A. Foltz has been 
advanced to resident assistant vice presi 
dent replacing Mr. Spalding. 

Transferred: State agent Charles J] 
Massaro from Minneapolis to Rockford 
Ill.; state agent Ralph T. Warner from 
Des Moines to Milwaukee replacing state 
agent James H. Isings, resigned; 
special agent Melvin FE. Timmons 
Grand Rapids to Minneapolis. 
Standard Accident Group: Robert HH 
Gott has been appointed manager of the 
newly-formed advertising and sales dept. 
Steven S. Bayar has been named associate 
manager at Indianapolis. 

Stewart Claim Service: Marvin D 
Hinchliffe has become associated with this 
Dallas adjusting firm. 
Strudwick Co., A. E.: 
W. H. Kern, H. A. Goetz, ]. C. Kunches 
and D. A. Taylor and secretary J. A 
Birkland have been elected to the board 
of directors. 

Texas Employers Group: 0. I’. McDonald 
has been named to the newly-created posi 
tion of director of market research. 
Traders & General: /dmon W. Blount 
has been named manager at New Orleans. 
Special agent William W. Carter has been 
transferred to Midland, Texas, and Cecil 
B. Bowles has been placed in charge of 
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the Lubbock office and continue as special 
agent in west Texas and Panhandle area. 
Travelers: Dr. William H 
V.D., has been named associate radiologist 
and Dr. Emily E. Jones appointed assistant 
medical director in employee health div., 
both in medical dept 

Claim office supervisors appointed to 
home ofhice of ‘Travelers Ins. Co.: Vernon 
EI. Gery, Worcester, Mass.; Carl F. Morisse, 
St. Louis, Mo.; Williams H. Niver, Long 
Beach, Cal.; and Raymond W. Pettigrew, 
Peoria, Il. 

Calvin R. Yelverton has been appointed 
district adjuster in claim = dept. at 
Raleigh, N. ¢ 

Joseph O. Helms has been named secre 
tary in charge of casualty claim dept 
Assistant secretaries appointed in accident 
dept.: Richard P. ( Frederick A 
Ulrich and Henry W. Walker. 

Weghorn Agency, John C.: Gerry F. 


Johnston has been promoted to head the 


Simmons, 


voley, 


metropolitan and suburban fire dept 
succeeding the late Fmanuel Bochner 
This firm has arranged to provide top 
Hight engineering and appraisal 
to its New York Citv brokers 
Wilson, McBride & Co.: I his firm, form 
erly a partnership, has been incorporated 
under the Ohio laws with the following 
otlicers: Myron H. Wilson, Jr., chairman 
of the board; Donald S. McBride, presi 
dent; Henry P. McIntosh, vice president 
and treasurer; F. FE. Gilner, vice president 
Ruth Hetherington, assistant treasurer 
and Henry L. F. Kreger, secretary. 
Yorkshire Group: Clarence B. Herrick has 
been appointed superintendent of fire 
engineering in Chicago and is succeeded as 
Michigan state agent by Frank H. Dever 
man, special agent 
Zurich-American Group: /. !esley Nel 
son, tormerly training director for Con 
tinental Casualty, has been appointed 
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Field Appointments 


Continued 


director of training 


promoted to 


Elliott Tanz has 
superintendent of 
casualty engineering-eastern dept. 


been 


Fire representatives 
Vckvoy as state 
gan and W. A 


in Iowa 


appointed: J. E. 
agent for western Michi- 
Drewelow as state agent 


assn notes 


American 
association 
for 22 fire 


Foreign Ins. 


which 


Ass'n: This 
acts as foreign dept. 
and casualty member 
companies in 69 countries outside North 


marine 


America, recently entered the 40th year 
of its operation. 


American Internat'l Undrs. Corp.: 
Sidney J. Gregory has been appointed 
senior underwriter-fire dept. succeeding 
Thomas N. Modica, resigned. 


American Mutual Ins. Alliance: Staff 
writers added to public relations dept.: 
Richard Blouin, Donald Edwalds and 
Margaret Reynolds. 

Jack Pumphrey, formerly with Tennes- 
see Farmers Mutual, has been named 
manager of the new southeastern office 
at Atlanta, Ga. (loss prevention specialist, 
Hardware Mutual Cos). 


Ass'n of Mutual Fire Ins. Engineers: 
G. W. Ponton was elected president suc- 
ceeding T. E. Goodell. Other officers 
named: Ist vice president, A. M. Innes 
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(engineer, Midllesex Mutual); 2nd vice 
president, Alan Stevens (manager, fire 
prevention dept., Liberty Mutual Fire); 
secretary-treasurer, C. M. Blaesi (chief en- 
gineer, Indiana Lumbermens); and_ tech- 
nical secretary, H. H. Giddens (supervis- 
ing engineer, Employers Mutuals of 
Wausau). 


Eastern Undrs. Ass'n: Robert H. Rickner 
has been appointed assistant manager suc- 
ceeding Tyra M. Boyd, who recently joined 
the N. Y. Fire Ins. Rating Organization 
as assistant general manager. 


General Adjustment Bureau: Appointed 
branch managers: Richard G. Fuerst at 
New Castle, Pa., succeeding the late John 
H. Hann; and Bernard D. Weaver at 
Wheeling, W. Va., succeeding Raymond B. 
Murphy, resigned. 

The Greenville (S.C.) office has moved 
to 23 Mohawk Drive. 


Insurance Brokers’ Ass'n of Mass.: Offi- 
cers elected: President, J. Lawrence Kelly; 
vice presidents—James Cantor, Samuel O. 
Penni, Jr., and Lawrence B. Shearer; secre- 
tary-treasurer, Douglas W. Haward. 


Insurance Institute of Canada: C. D. 
Trusler (Canadian manager for Commer- 
cial Union-Ocean Group) was elected presi- 
dent succeeding Alex $. Hamilton. Vice 
presidents elected were |W. G. Stott, W. F. 
Spry and C. G. Angas. 


Internat'l Ass'n of Acc. & Health Undrs.: 
Charters for the Lynchburg, Va., and 
Rhode Island associations have been rati- 
fied, making 70 local and 30 state associa- 
tions. 


Mutual Loss Managers Committee: C. R. 
Snyder (central claims dept. manager, 
Northwestern Mutual) was elected chair- 
man succeeding W. G. Coggeshall. Other 
committee members named: M. S. Che- 
nault (vice president, Iowa Hardware 
Mutual), R. H. Feelhaver (claims dept. 
manager, Grain Dealers Mutual), 7. A. 
Getz (manager of property claims, Indiana 
Lumbermens), and W. T. Tower (execu- 
tive vice president, Federal Mutual). 


National Safey Council: Henry J. Hoeffer 
and Ralph Kuhli have been appointed 
staff executives for programs. 


New York Insurance Dept.: Now located 
at 123 William St. 


Society of C.P.C.U.: Officer elected: 
President, Gerald E. Myers (W. A. Alex- 
ander & Co.); vice presidents—Bernard J. 
Daenzer (Security-Conn. Cos.) and Robert 
O. Young (Ins. of N. A.; secretary, Al- 
phonso Ragland (Ragland Ins. Agency); 
and treasurer, R. Maynard Toelle (Amer- 
ican Foreign Ins. Ass’n). 


Society of Ins. Brokers: Officers re- 
elected: President, Phillip W. Rainey; Ist 
vice president, Harry W. Healey; and 2nd 
vice president, Henry Doble. 


Southern New England Adj. Bureau: 
Albert A. Abercrombie has been appointed 
vice president of the bureau's affiliate, 
Bliss & Cole, and will be in charge of 
casualty claims. 


West Virginia 1752 Club: Officers elected: 
President, Wilber B. Ostrosky (Municipal 
Mutual); Ist vice president, Charles EF. 
Booth (Lumbermens Mutual); 2nd_ vice 
president, William E. Rinker (Shelby 
Mutual); and secretary-treasurer, Dwight 
Haddix (Inland Mutual). 
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Resources — Ten-Year Trend: 
assets, capital, surplus-voluntary 
reserves, conditional reserves, 
book value. 


Liabilities — Ten-Year Trend: 
loss reserves, unearned pre- 
miums, total liabilities, liabili- 
ties % of book value. 


Five-Year Net Premiums Earned 
and Written: in dollars and in 
% of book value. 


Ten-Year Per Share Figures: par 
value, book value, invested 
assets, net premium writings, 
yearly market range. 


Ten-Year Earnings Breakdowns— 
Amount and Per Share: net in- 
vestment income, statutory un- 
derwriting, changed unearned 
premium equity. 


Distribution and Five-Year Growth 
of Premium Writings: total and 
by classes of business. 


Five-Year Operating Ratios: loss, 
expense, and combined. 


Cash Dividends Declared—Ten 
Years: amounts. 


Capital Gains or Losses: ten-year 
histories (amount and per share) 
of profit or loss security sales, 
appreciated or depreciated asset 
values, miscellaneous. 


Historical Summary 
Scope and Type of Operation 
Management 


Current Dividend Rate 


Test this outstanding reference work now, while you can. Dis- 
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HIS ARTICLE IS LIMITED to the 

liability of the owner or occu- 
pant of property adjacent to a public 
sidewalk for injuries sustained to 
pedestrians as a result of slipping 
on snow or ice or as the result of 
a defect in or on the public way.* 
The limited this topic 
should be kept in mind so as to 
clearly distinguish it from the 
liability of the owner or occupant 
of property to a licensee or invitee 
for injuries sustained on private 
walks or ways. 


scope of 


A Great Hazard 


No other piece of property 
presents a greater hazard than the 
narrow concrete strip of land which 
is dedicated to the use of any and 
every person who may have occasion 
to come upon it. It is essential that 
the adjuster have a complete under- 
standing of the law involved in these 
types of claims. Not only is it 
necessary to conduct a complete in- 
vestigation but the type of investiga- 
tion that he conducts must be 
directed to encompass the elements 
and circumstances that plaintiff’s 
counsel will undoubtedly attempt to 
prove to bring his case within the 
exceptions to the general rule that 
the abutting owner is not liable to 
defects in the public way. Unless 
the adjuster knows that there are 
many pegs on which a claimant can 
hang his hat to remove himself 
from the rule of no liability, his in- 
vestigation will leave much to be 
desired and will, in many instances, 
lead to disaster. 

* Appreciation is expressed for information 
derived from ‘‘Public Liability Hazards” by Reg- 
inald V. Spell, published by The Rough Notes 
Company and from William E. Mooney’s article 


“Ice and Snow Upon Sidewalk” in the July 1954 
edition of the Insurance Law Journal. 
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LOGIC 


Sidewalk Liability 


In general, the prevailing atti- 
tude of our courts is as follows: 
the abutting owner is not liable to 
pedestrians who sustain injuries by 
slipping on snow or ice on the public 
sidewalk nor is the abutting owner 
liable for injuries suffered by reason 
of a sidewalk being in a dangerous 
condition from ordinary wear and 
tear or the action of the elements. 
“Rain, sleet, snow, dust and heat are 
matters beyond our control and we 
cannot be held liable for the effects.” 
If depressions are caused by foot 
traffic or the walk is chipped, worn 
or otherwise altered solely by reason 
of its use by the public, although the 
condition may be dangerous and 
within the control of the abutting 
owner to repair, no liability attaches 
to him for his failure to repair the 
defect. 

This is the general rule which has 
been affirmed in mostly all jurisdic- 
tions and it certainly is the prevail- 
ing rule in the New England States, 
including New York. 

Injury sustained by falling on ice 
on a sidewalk in front of vacant land 
will not render the person in control 
of the real estate liable where it does 
not appear that the ice resulted from 
artificial collection of water by spout 
or otherwise, although the person 
in control violated a municipal 
ordinance by his failure to remove 
the snow and ice. 235 Mass. 243. 


Is an Injustice 


Negligence creates no cause of 
action unless it expresses or estab- 
lishes a breach of duty. There was 
no duty on the part of the owner 
of the premises to shovel off the 
sidewalk. To hold a property owner 
answerable to dangers for injuries 
received because an effort is made 
to keep the sidewalk clear and 
reduce the pedestrian 
would result in a hardship and in- 


danger to 


justice. No duty exists at Common 
Law to keep the sidewalk free from 
snow and ice. 168 Atlanta 
(N.J.) 

It is important to appreciate and 
realize the liability of the munic- 
ipality for a defective way in order 
to understand: 


570 


1. the why and wherefore of ordi 
nances requiring the abutting owner 
to remove snow and ice; 


2. to consider the advisability of 


inter-pleading the municipality in 
the event suit is brought against the 
abutting owner, and 


3. to take prompt and proper sub 
rogation action against the munic 
ipality as a result of payment to the 
claimant under medical 


coverage. 


payments 


The City's Duty 


It is fundamentally the duty of 
the city to remove snow and _ ice 
from the public sidewalk. A munic 
ipality owes a duty to use ordinary 
care to keep the public ways safe 
for travelers. To impose liability on 
the municipality it 
that the defect is one 
municipality knew or should have 
known and which, in the 
exercise of due care, it should have 
remedied. 


must be shown 


which the 


one 


The liability of the municipality 
varies greatly from jurisdiction to 


jurisdiction. In states the 
municipality may be sued for in- 
juries resulting from negligent 
maintenance of sidewalks; in others 
an action against the city will not 
lie. 


some 


For example, in New York it is 
held that the duty to keep the streets 
in repair is a corporation or 
ministerial one and the municipality 
cannot relieve itself of liability by 
transferring this obligation to an 


' , \ 
(Continued on the next page 





Sidewalk Liability ntinued 

abutting owner. -lowever, in New 
Jersey it is held that the munici 
palitv’s function with respect to 


streets and sidewalks is of a govern- 


mental natur 


e and hence no lability 
exists for imyuries) resulting from 
negligence of its otfices or agents 
through whom such functions are 
performed 

In other states, as in’ Massa 
chusetts, a specihic statute has been 


2 } 1 
passed ny ( co 


islature permitting 
the sovereign to be sued for negli 
the 


Because it 1s 


vence in tailing t side 


KEC]> 


walks in good repai 


an expensive undertaking, cities and 
towns have ided themselves 
with sutticient means to discharge 
this duty. Statutes have been en 
acted to authorize the passage of 


ordinances requ abutters to 
remove snow and ice or be charged 
the be 


with removal or 


penalized for not doing: so. 


Not Liable 


It has been uniformly held, with 


the exception of Nebraska, that a 
property owner is) not hable for 
Injuries to a pedestrian who falls 
on ice or snow under such an 


ordinance 


Phe violation of an ordinance re 


quiring the defendant to remove ice 


from the sidewalk im front ot his 


premises or cover it with sand is not 


evidence of his negligence where it 


does not appear that the ice col 
lected artificially and where the 
evidence shows merely that the ice 
formed by the operation of the 


force of nature to which no wrong 
ful act or omission of the defendant 
contributed. \ the 
defendant 235 


Mass. 243. 


verdict for 


should be directed. 


Caused by Negligence 


The plaintiff's argument is that a 


condition can be caused by negli 
gence as well as by active conduct 
and that the negligence is his failure 
to perform a duty owed to some 
that 


ordinance the defendant 


one: by virtue of the city 
owed him 
(the plaintiff) a duty to remove 
snow or ice and that by his failure 
to do so he may be said to cause the 
the Held: the 
defendant's duty to remove snow 


and ice is one owed to the city and 


defect. in sidewalk. 


the city ordinance cannot cast upon 
the property owner, liability to a 


traveler upon the highway — for 
failure to perform that duty. 164 
\tlanta 661 (Conn. ). 

The rule of no liability, like 


other general rules, has many ex 


ceptions. These are circumstances 


that create liability on the part of 
The adjuster 
must know the exceptions and cover 


The 


the abutting owner. 


investigation. 
that create lability 


them in- his 


circumstances 


and. 
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and varied although they 
classified 


are many 
may be 
follows: 


grouped or as 


the defective 


condition was created by the abutter. 


1. Cases in) which 
In this grouping fall those cases 
the abutter through his 
activity creates a dangerous condi- 
tion. The distinetion lies in the fact 
that the abutter, although he is not 
hiable his failure to 
condition which he did 
if he fails to use due care in either 
to 
travelers or creates a condition that 
did) not formally 
evidence may be produced to. take 


where 


for correct a 


not create, 


attempting to lessen a hazard 


exist, sufficient 
the case to jury. 

The defendant was under no duty 
to remove snow and ice but when he 
attempted to remove the snow he 
should have used precautions not 
only to push snow off the walk but 
provide a margin on the path to 
prevent melting snow from running 
back onto the sidewalk. 111 N.3.L.. 


164, 


Affirmative Acts 
Liability for negligence may be 
predicated only upon the owner's 
affirmative f placing 
upon the sidewalk and may not be 


acts Ot SNOW 
based on his acts in removing such 
ice and snow even though his acts 
may expose or permit ice to form 
74+ N.Y.S. 2nd 462. 

An owner of land abutting on a 


thereafter. 


sidewalk is not liable for injuries 
the 
his 
the 
288 


obstructions on 
the 
responsible 
the 


resulting from 


sidewalk unless owner or 


property 1s for 
creation — of 
Mass. &9. 
A Las opens a 
public way by digging a trench has 
a duty to restore the Way to as good 


obstruction. 


company which 


a condition as it was when it 
320 Mass. 335. 


was 
open. 

An abutting owner may make 
sonable the sidewalk 
reasonable use does not mean that 
he may pre-empt the sidewalk in 
such a way as to constitute a con- 


rea 


use of but 


stant obstruction to pedestrians. 
189 N.Y. Supp. 545. 

If the abutting owner takes up the 
lagging to 
condition and creates a worse condi 
tion he may be liable. 77 N. J. 1. 
514. 


correct a dangerous 
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Z. ¢ which 
accumulation of 
the public 

It is the abutter’s privilege to use 


ases Involve “artificial” 


snow and ice on 


Way. 


his property as he sees fit, however, 


he cannot so construct his property 
so that it interferes with the traveler's 
use of the 
the word 


ina 


public way. The use ot 
“artificial” 
number of 
lability on the a 


has been used 
cases to 
butting owner. 

The abutting owner is not lable for 
an injury sustained upon the 
way by 
falls 
other 
of the 
natural] 


lipose 


public 
pedestrian who lien and 
upon and ice or 


SHOW some 


object because of the failure 


abutting owner to remove 


accumulation of snow and 


ice or to remove an object if he was 
not petinitinaes for its 
the way. He cannot, 
the result of the ere 


presence on 
however, as 
‘ction of buildings 
or the use of his premises, collect 
water in an artificial channel and 
upon the public 
unnatural accumulation 
of ice, thus permitting the placing of 
a dangerous obstacle 


discharge it Wa 


causing an 


in the path of 
Mass. 393. 


sufficient 


travelers. 325 
There was not 
that the defendant's 


CC rnices or 


evidence 
building had 
eaves overhanging the 
street or that part of the roof pro 
jected over the causing ice to 
drip on the public sidewalk. + CCH 
( Mass. ) 


Wwa\ 
353 
Expert Testimony 


testified that gutters 
properly applied around the edges 


An expert 


of the roof and a drain spout drain 
into the 
the cellar 


ing city sewer 
would have 
the water coming off the 
held that there sufficient 
evidence of negligent) precipitation 
and rain to be discharged 
from the roof and apron of the prem 


system in 
taken care of 
root. It 
Was was 
of snow 


sidewalk so that un 
climatic 
artificial accumulations of 
3 CCH 1002 (N.H.) 
individual is not 

injury resulting from a 
ural accumulation of snow 


ises onto the 
der existing conditions it 
formed 
snow and ice. 
\ private 
for an 


hable 
nat- 
and. ice. 
It must be shown that the snow and 
ice was artificially 
Evidence that ice on a sidewalk was 


accumulated. 


caused by water dripping from 
overhanging the 
sidewalk is sufficient to enable the 
plaintiff to get to the The 
maintenance of a with a 


sufti- 


icicles Oona cornice 


jury. 
building 
constructed 


cornice so being 
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3. Cases which involve the 
of a “nuisance,” 


ability. 254 Mass. 
creation 
even though it may 
negligence on the 
the predec title. 

\s in the case ot 


involve part ot 
essor in 
artificial ac- 
cumulations of snow and ice on the 
public way, even though the original 
‘rated = the 


nuisance and the present owner was 


owner may have — cre 


in no way responsible for its original 


construction, he nevertheless can be 
charged with lability for the creation 
nuisance. Although the 
uniform in the 


of a courts 


have not been 


handling of these types of cases, 


some others a 


fact remains that even 


ling it negligence, 
nuisance, the 
though there may be no active negh- 
on the part of the abutter, if 
faulty construction from 
the beginning, the 


gence 
there was 
nuisance origi 
nally created follows the predecessor 


in title 


Engineer's Report 


The cases illustrate that if there is 
any indication that the predecessor 
in title constructed the sidewalk and 
if it appears that there was faulty 
construction, an engineer's report 
should be obtained to determine the 
true nature of the defect 
Phere is no duty resting on the 
premises abutting on a 
to keep the 


owner of 
public 
in repair. 
negligently 


street sidewalk 


| lowever, where one 


constructs a sidewalk, 





the whole 
sance 


nui- 
and does not 


construction is a 
In its inception 


cease to be such under the control 
owners Negligent 
Is to be 


ordinary 


of subsequent 


construction of a sidewalk 


distinguished from 
and tear of the 
for which the 
responsible 


weal 
elements and defects 
owner Is in no 


and 


Wal 
under no 
Phe 
construcuion 
and dan 
which exist because of the 
wear and tear of the 100 
Nopan 156 
+. Cases 


negligence on the par f the 


henet 
obligation to correct. dlistine 
tion is between a faulty 


and its continuance vers 
may 
elements. 
which involve no active 
ibutter 
but 
indicate a special use of a 
walk for the 


abutter. 


or maintenance of a 
which 


nuisance 


side benefit. of the 
abutting owner will 
make special use of a si 
although he 


(dften times, the 
lewalk and 
may actively 


not create 


defect, there may be liability if it 
that he derived a 
special benefit from the use of the 
public way. A 


sidewalk 


can be shown 
special use of a 
with it the re 
sponsibility of keeping the sidewalk 
in a_ reasonably 
263 N.Y. 


It is a 


carries 
sate condition. 
App. Div. 625. 

that in the 
statute, the 
no duty to 
condition a 
ting the 


VCLIN Lal rule 
absence of a landowner 
is under maintain in a 
public 


property. 


safe abut 
how 


rule. An 
hable for the 


street 
There is, 
ever, an 
abutting 


exception to the 
owner is 
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Sidewalk Liability—Continued 
condition of portions of the public 
sidewalk which he has altered or 
constructed for the benefit of his 
property and which served a use 
independent of and apart from the 
ordinary and accustomed use for 
which the sidewalk was designed. A 
property cannot avoid lia- 
bility on the ground that the condi- 
tion was created by his predecessors 
in title. Held: that a plank drive- 
way across the sidewalk area was of 
special benefit to the owner and 
sufficient to predicate liability. 1 
CCH 2nd 454 (Cal.) 

The property owner is bound to 
keep in repair any installation in 
the sidewalk in front of his premises 
which was placed there for the bene- 
fit of the property owner and not 
for the public at large. 2 CCH 2nd 
602 (N.Y.) 


owner 


Notice 


Notice provisions vary greatly 
from jurisdiction to jurisdiction. 
However, one thing is certain—if a 
notice provision is on the books 
it must be complied with as a condi- 
precedent to the commence- 
ment of Failure to give 
notice of a defect in the public way 
within the time limit specified by 


tion 
an action. 


statute will defect any claim for 
injuries. As we cannot possibly 
treat the notice requirements in 


more than one state, let us go over 


the provisions in Massachusetts 
with the understanding that the 
adjuster should adapt himself and 
know the notice requirements if he 
is adjusting a claim in another state. 
General Laws of Massachusetts, 
Chapter 84, Section 18 

Notice of injury: A person so in- 
jured (as the result of defect on 
the public way) shall, within ten 
days hereafter, if such defect or 
want of repair is caused by or con- 
sists in part of snow and ice, or 
both, and in all other cases within 
thirty days thereafter, give to the 
county, city, town or person by law 
obligated to keep said way in repair, 
notice of the name and place of 
residence of the person injured, and 
the time, place, and cause of said 
injury or a damage, and if the said 
county, city, town or person does 
not pay the amount thereof, he may 
recover the same in an action of 
tort if brought within two years 
from the date of such injury or 
damage—” 

Chapter 84 Section 19 

Service of Notice: Such _ notice 
shall be in writing signed by the 
person injured or by someone in 
his behalf, and may be given in the 
case of a county to one of the county 
commissioners, or the county treas- 
urer; in the case of a city to the 
Mayor, the city clerk or treasurer ; 
in the case of a town to one of the 
Selectmen or the town clerk or treas- 
urer, 

Chapter 84 Section 21 
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Notice to owner of private property: 
The preceding sections so far 
as they relate to notices of injury 
resulting from snow or ice shall 
apply to actions against persons 
founded upon the defective condition 
of the premises, or the adjoining 
ways when caused by or consisting 
in part of snow or ice; provided that 
notice within thirty (30) days after 
the injury shall be sufficient - - -” 
Cases: Satutory notice require- 
ments are applicable to snow and ice 
tracked into a store or falling from a 
drinking fountain. 321 Mass 382. 
292 Mass 143. 


Inside a Building 


Notice must be given even if the 
injury occurs inside a building as 
a result of snow tracked into a 
building. 291 Mass. 143. 

If notice is required to be served on 
the Mayor, city clerk or city trea- 
surer a notice to the law depart- 
ment of a city is invalid. 329 Mass. 
488. 

A snow and ice notice which merely 
states that the plaintiff fell on an 
unnatural accumulation of snow and 
ice is utterly deficient as a notice 
and it does not even require a 
counter-notice under the statute. 
307 Mass. 425. 


Check List 


In his approach to claims dealing 
with defective walks or ways, it 
would be well for the adjuster to 
make a check list of the points he 
wants to cover. Patrick Magarick 
in his book “Successful Handling 
of Casualty Claims” has compiled an 
excellent list and it would be pre- 
sumptives on my part to add or 
subtract from it.* 

1. Obtain the exact location of the 
accident. 

2. Obtain complete description of 
the defect or obstruction complained 


of. 


3. Describe the composition of the 
sidewalk (cement, brick, stone, dirt, 
wood or whatever). 

4. Describe general conditions of 
the sidewalk (good, cracked, broken 
and uneven, and so on). 


* Copyright, 1955. Reprinted by permission 
of Prentice-Hall, Inc., Englewood Cliffs, N. J 
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5. Determine the exact location of 
the building line, the private prop- 
erty boundary, and the boundaries 
of adjacent landowners. 


6. Make a complete diagram with 
measurements. 


7. Determine whether the sidewalk 
is privately or publicly owned. 


8. If it is private, is an easement 
involved? Obtain details. 


9. If the municipality is involved, 
see that it is properly notified in 
time. 


10. Determine who or what caused 
the defect, condition, or obstruc- 
tion complained of. 


11. Did insured derive any benefit 
from the act which caused the de- 
fect? Details. 


12. If the condition was dangerous 
was any attempt made to guard or 
barricade it? Describe in detail. 

13. How condition 
the 


did the 
exist 


long 
complained of 
the accident? 


before 


14. Who owned the abutting prop- 
erty when defective condition was 
created ? 


15. Was any attempt made to cor- 
rect the condition? 


16. If so, were the corrections or 
repairs made properly? Obtain de- 
tails of who made the repairs, when 
they were made, and in what man- 
ner. By whom were they ordered? 


17. Who was in control of the abutt- 
ing property at the time of the 
accident ? 


18. Was a building or highway 
department violation placed against 
the abutting owner? Obtain a copy 
of the report. 

19. Were any repairs or correctings 
made in the 
violations ? 


compliance with 


20. Were any warning signs placed 
around the defect or condition ? 


21. Who originally constructed the 
sidewalk ? 

22. Did the defect involve trees or 
tree roots? If so, who planted and 
maintained the trees, and who owns 
them ? 
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23. If cellar doors, coal holes, side- 
walk hoists, gratings, or other items 
of a similar nature are involved in 
the accident: 

(a) Give their exact location and 
make sure that they are within the 
property boundaries. 

(b) Determine whether the object 
or objects are in good condition 
and were properly installed. 

(c) Determine whether their pre- 
sence and installation was in ac- 
cordance with local ordinances. 


24. Snow and ice cases: 


(a) Describe the slope of the side- 
walk. 

(b) Was ice 
water ? 

(c) If so, was it due to a defective 
rain spout, plumbing, or other 
defective part of the building? 

(d) If snow is involved when did 
the last snowfall stop? 


caused by leaking 


(e) Was entire walk covered ? 
what depth? 
(f) Was 


ridged? 


To 


the 


snow smooth or 


g) Was it fluffy or hard packed? 
(h) Did snow cover ice? 

(1) Was there 
the snow or ice? 


any defect under 


(j) Obtain complete weather re- 


port covering the temperatures and 
the amount of precipitation. 


(k) Was an attempt made to clean 
the snow? 


(1) If so, by whom, when, and how ? 
(m) Was it properly cleaned? Was 
it piled so that melting snow would 
dribble onto the sidewalk and create 
an icy hazard if it froze? 

(n) What is the local ordinance 
concerning cleaning off of snow? 
(o) Is a claim being made against 
the city? If not, see that the city 
is put on proper and timely notice. 


ACQUIRES CHICAGO FIRM 


SWETT AND CRAWFORD, Los Angeles 
underwriting managers and general 
agents, have acquired MacGibeny- 
Grupe, Chicago general agency and 
surplus line brokers. The company 
name will be changed to Swett and 
Crawford, Inc. of Illinois. J. R. 
Mulder, formerly of Midwest 
Underwriters of Cleveland, is to be 
installed as vice president and mana- 
ger, William T. Peters and Edwin 
Rose, will continue to serve as vice 
president and secretary and assist- 
ant secretary respectively, and other 
officers and directorate will be the 
same as the parent corporation. 





obituaries 


Parsons: |. Lester IP 
chairman of the 
Crum 


iysons, honorary 


| 


bowed of 


lenly September 


directors ol 
Forstei 
9th a tew hours short of 
birthday. Mh became associated 
with Phe North River Insurance Company 
Incan underwriting capacity in PS92. The 
firm of Crum Forster—ot which Mh 
Parsons was a parines 


died sud 
his erehty-sixth 
Parsons 


founder and was 


organized in TS96O when it acquired the 
New York City agency of the Allemannia 
hire Insurance Company of Pittsburgh 
On incorporation of Crum: X& Forster in 
1907, he became vice president and direc 


tor, subsequently advancing to president 
and chairman oof the board, and at- his 
retirement im fanuary 195th he became 
honorary chairman. Mar. Parsons had also 
progressively tilled the othices of vice presi 
dent, president and chairman of the board 
of the United States Fire Insurance Com 
pany, Phe North River Insurance Com 


pany and Westchester Fire 


Company ind 


Thisurance 
upon his retirement con 
tinued as a director of the 


Lions He was a 


above corpora 
Links 


\ssociation 


member of the 
Drug & Chemical, Down 


and Blind 


blown 


Brook clubs 


Gray: George M. Gray, retired president 


of the Ohio Hardware Miutual Tnsurance 
Company, Coshocton, Ohio, died Septem 
ber 16. at the age of 95. He had been in 


ood health until just previous to the time 

death Min. Grav) organized the 

1902 and had served as) its 
! 


president until his 


ot hus 
company in 
and 


mi 1942 


SCCTCLATS PCLINGE 


micnt 


Warmoth: [lirnest Ro Warmoth,. vice 
dent-underwriting of State 
Automobile Insurance 
meton, Tb. died 


presi 
Mutual 
Bloom 
Psth at the 


harm 
( ompany, 
September 


ave of 57. Mir. Warmoth began his insur 
ance career in T9200 as a rating Inspector 
lor the National Bureau of Casualty and 
Surety Underwriters and served with sev 
eral other insurance organizations belore 


joining State Farm's underwriting depart 
ment in LOSt. He 
writer in) 1937 


vas named chief under 
ind’ was clected vice presi 


dent-underwriting inp 1954 


Buddy: Robert S. Buddy 


retired vice 
president of the Glens Falls Insurance 
Company, died suddenly at his home on 
September 291 A native of Texas, M1 
Buddy began his insurance career in that 
State us a special agent. He became asso 
ciated with the Glens Falls in) 1922) in 
charge of the State of Texas. \ vear late 
he was transterred to the home oflice as 
an assistant secretary. In 1926 he became 
i secretary and in 1929 he was advanced 
to VICE president \ well known figure in 
the fire insurance ficld, Mir. Buddy served 
on many inter-company and industry com 
mittees. During World War IE he was at 
Various times consulted by several branches 
of the Federal government as an expert on 
IMSUPaNCe matters 
Nichols: John W. Nichols, retired local 
secretary of the Queen Insurance Com 


pany, Ltd., died September 22nd at. the 
age of 95.) As local secretary of the com 
pany, Mr. Nichols had had immediate 
supervision of the City of New York and 
suburban fire underwriting. He retired 


in December TOL after tortyv-cieht)> vears 
with the companys Mr. Nichols was a 
former president of the New York Board 


of Fire Underwriters and had been active 
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New 
where he 


ian Ubi York Fire Insurance Exchange 
served as chairman ot the rates 
and rules commiuittee and on his retivement 
resigned aus chairman of the executive 
committee of the exchanye 


Harry Beidler, resident vice 
director and manager of the 
AKiron Branch Otlice of the Buckeye tC nion 
insurance Companies, died suddenly Sep 


Geidier: | 
prre siden 


tember 5th at the age of 69. Mr. Beidle: 
had been with the Buckeye Union since 
january 26, 1931. Prior to that time he 


was with the Metropolitan Lite Insurance 
Company, Liberty Insurance Company and 
in the local agency business. He was 
named branch manager in 1935 and ele- 
vated to resident vice president ten years 
later. In 1951 he was elected to the board 
ol directors of the casualty company. 


Carlier: Harry V. Carlier, assistant secre 
tary of the Northern Assurance Group, 
died October 7th at the age of 65 following 
a Short illness. Mir. Carlier entered the 
insurance industry with the National Lib 
erty in 1924 and in 1929 athhiated himselt 
with the Northern Assurance Group. He 
Was in charge of advertising, personne! 
companies. Mr. 
member otf the Insurance 
Advertising Conference and had served as 
secretary - treasure! vice president 
president of that organization. 


and purchasing tor the 
Carlier was a 


and 


Reiter: Samuel H. Reiter, recently retired 
executive of the American Insurance Com 
pany, died October 4th. Mr. Reiter joined 
the American at its head office in Newark 
in 1912, serving in the accounting depart 
ment and later in the brokerage depart 


ment. In 1923 he became a special agent 
traveling the New Jersey field. He was 
made state agent for New Jersey in 1939 


and in 1949 was appointed field supervisor. 
In 1950) he 
tary of the 
Vcal 


was elected an assistant secre 
company and the following 
secretary. His most recent 
post, before his retirement on August Ist 
ol this vear, was as superintendent in the 
production division of the operations de 
partment at the head office. 


clected 


Page: William W. Page, state agent for 
the St. Paul Companies, with headquarters 
at Grand Rapids, Michigan, died October 
1 ot a heart attack while in the course of 
his duties. He was forty-one at the time 
of his death. Mr. Page joined the St. Paul 
on January 1, 1947, as special agent at 
Grand Rapids, having been associated be 
fore that time with the Fred L. Gray 
\gency in Minneapolis. He was formerly 
the Big Load in the Grand Rapids Puddle 
ot Blue 


Goose 


Brandon: \udrev L. Brandon, district sales 
manager in) Montana for the Combined 
Insurance Company of America, was killed 
ina crash of his single motor airplane 
near Great Falls, Montana, almost seventy 
ir miles from Helena. He was. thirty 
eight vears old. Mr. Brandon had been a 
rancher before joining the Combined sales 
stath in’ 1954. Slightly more than a vear 
later he was made district managet 


Loule: James J. Loula, safety engineer in 
the Davenport, Lowa, office of the Kemper 
Insurance Companies, died September 15th 
at the ave of tortv-six. Mr. Loula joined 
the Kemper organization in’ 1933 and 
served as a Claim adjuster in’ the com 
Chicago, Detroit. Rockford, Il 
Wausau, Wis. offices before transfer 
ring to the safety engineering department 


panies 
and 








in 1945. He moved to the Davenport office 
in 1947 


Spiegelberg: \\ illiam H. Spiegelberg, first 
vice president of the Joseph M. Byrne 
Company, died September 23rd following 
an operation. Mr. Spiegelberg entered the 
insurance business with the agency of 
William Hitchcock, and later served with 
the othce of Willard S. Brown Company 
in New York. In 1906 he became the 
manager of the Jersey City branch office 
of the Joseph M. Byrne Company and last 
vear celebrated his fiftieth vear of service 
with that firm. Mr. Spiegelberg had been 
state national director of the New Jerseys 
Association of Insurance Agents, president 
and secretary-treasurer of the Under- 
writer's Association of Hudson County, 
secretary-treasurer of the state association 
and member of the executive board of the 


State association. In addition, he was aflil 
iated with the former Carteret Club of 
Jersey City, Lompkins Lodge FXAM of 
Staten Island, Deal Golf Club and the 


Jersey City Elks Club 


WHY MAP? 


A wookLer which can prove a help- 
ful guide in determination of com- 
pany underwriting policy, has been 
published by Sanborn Map Com- 
entitled “Why Map?", it 
presents in detail the pro’s and con’s 


pany. 


of “mapping” “carding” 
methods through verbatim repro- 
duction of the report of a manage 


versus 


ment committee of a large insurance 


company group following an ex- 
tensive study on this subject. While 
the report acclaims the superiority 
of mapping from the standpoint of 
both cost and underwriting results. 
it presents answers to problems 
which can prove helpful to manage- 
ment of 


method. 


companies using either 


HISTORY PUBLISHED 
Cuusp & soN has announced the 
publication of a history of the firm 
entitled “If There Were No 
Losses,” written by Thomas Calde- 
cot Chubb. The book takes its title 
from the old insurance proverb, “It 
there were no losses, there would be 
no premiums.” 

While the author is) not con- 
nected with the firm of Chubb & 
Son, he is a grandson of one of the 
founders. A biographer and histo- 
rian by profession, he has been given 
free access to the files of the firm in 
preparation of this volume. 
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How Can We Expand?—from pq. 98 


fine solutions, but depend to a great 
extent upon the fortunate circum- 
stances of having such an agency or 
person both willing, able and con 
genial. 


Most Common 

The third alternative of hiring a 
new person with either potential or 
actual management and sales ability 
is the one most agencies must face. 
This is no simple task. The financial 
risk of hiring a new man is great, 
as we have seen. 

But there is an even greater risk 
involved. Dr. Long points out that 
: blood” must 
have a way to ownership or control 


to expand, the “new 
of the agency. Any prospective em- 
ployee, must, in effect be a future 
partner, Yet, the path of partner- 
ship progress is strewn with the 
wreckage of many a once promising 
combination, destroyed by the ca- 
prices of human nature and mis- 
understanding. 

What 


lished agency give a new man? Two 


incentives can an estab 
are essential: security and oppor- 
tunity. Yet, to give security we must 
go all out and invest a large sum 
of money ina risk of doubtful out- 
come, for which the expected return 
is slight and far distant, and cer- 
tainly not guaranteed. To give op- 
portunity we must give up a portion 
of the ownership and control of the 
business—the very thing we're fight 
ing to retain. 


Any Profit 


The small ageney owner is asked: 
“Why don’t vou go ou and hire a 
solicitor or so and let Ins commis- 
sions pay his expense, and return to 
you a handsome profit ?” 

Why! Because we have no guar 
antee, or indeed, no reasonable hope 
that this profit making producer, or 
his profitable accounts, will stay with 
us long enough for any profit at all, 
Our agency in question, though suc- 
cessful and growing, has about as 
much exclusive guarantee of keep- 
ing its business or employees or com- 
panies as any army private has pri- 
vacy. 


Though it performs a multitude of 


services from writing and_ rating 
policies, keeping books and collect- 
ing, to safety engineering and re 
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search, paying office rent and adver- 
tising, its commission compensation 
is virtually the same as the new 
comer to insurance, operating from 
his own living room, whose com- 
panies write and rate policies, keep 
his hooks, and through ageney-plant 
happy special agents, even sell for 
him. Is this a just arrangement ? 


It’s ridiculous ! 


Study Time Usage 


It would be interesting if our com 
panies would investigate the use of 
an average special agent’s time, and 
actually determine what percentage 
Was spent nursing the new, untried, 
and unlearned, tledgling agent as 
compared to the time spent with the 
established ageney which tries to 
perform a professional service for 
its clients and whose personnel study 
to keep up-to-date on the trends in 
business. .\ light would 


then fall on this much talked about 


our new 


expense ratio, | am sure. Perhaps 
then, company overhead would not 
be charged against each agency as a 
Hat percentage figure, but would be 
gauged realistically, with those who 
perform services for the company 
receiving the benefit they deserve, 
and those who use the company for 
a crutch, paving for the support they 
require 

Phe point | wish to make is simply 
this: If our agenev in question, 
fool 
ish enough to take the substantial 


were either daring enough, or 


financial risk of hiring a new man 
to train as a solicitor, does not this 
heget another risk of loss even 


greater ? 


Might Leave 
What's to keep this man, aftet 
he’s trained and after he’s an estab 
lished producer, from one day leay 
ing, taking his accounts (and per 
haps some of those of his employer ) 
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How Can We Expand?—Continued 
his own office at the 
same pay scale enjoyed by his estab- 
lished trainer and former benefactor ? 

How about 


and opening 


an agreement or cov- 
enant not to compete ? Or how about 
paying this solicitor enough so that 
he won't Just look at the 
agencies in any medium sized town 
in the country. The majority of the 


independent one man agencies got 


leave ? 


their start in another agent’s office. 

There must be some incentive to 
hire a There must be 
some chance of profit, some guar- 
antee of a permanent arrangement, 
some cushion against overwhelming 
personal How 
I wish I knew, for | 
face this very dilemma in my agency 
how, 


new man. 


financial loss. can 


this be done ? 


One thing becomes clear, however, 
a solution to our man-power prob- 
lem will require a greater degree 
of good faith and cooperation be- 
tween agent and company than has 
any problem which has ever faced 
us. It appears obvious that the basic 
concept of compensa- 
tion must be examined with an eve 


commission 


toward some justification of the rate 
paid according to services rendered 
by the agent. 

It appears obvious too that some 
means of easing the financial risk to 
the individual agent must be sought 
through direct company assistance 
to the to enlarge his 
agency, and thus increase his com- 


agent eager 


pany's business. 

But, as follows the night, the day, 
such assistance cannot be sought and 
the agent still remains an independ- 
ent, unchained soul. Just as agents 
must have some reasonable assurance 
of profit 1n expansion, so must com- 


panies expect a return on any invest- 
ment in agency expansion. 

Solution of this problem is vital 
vital to the success of our advertis- 
ing program, vital to the future of 
the American Agency System, and 
vital to the companies we represent. 





MEETINGS 
COMPETITION FOR the huge mass 
market of personal risks, deviation 
filings based on lower acquisition 
costs and the threat of compulsory 
automobile insurance were some of 
the problems examined at the joint 


annual meetings of the National 
Association of Casualty and Surety 
Executives and the National <As- 


sociation of Casualty and Surety 
Agents in White Sulphur Springs 
during October. “The 
the lower-rate specialty companies 
in the field of automobile and dwell- 
ing insurance will certainly be ex- 
tended to other lines unless we take 
aggressive action,”” warned William 
T. Harper, chairman of the board 
and president of Maryland Casualty 
Company, and president of the 
executives association. While he 
urged a reduction in production and 
distribution Mr. 
explained that price appeal must be 
combined with personal salesman- 
ship to be successful. He remarked 
that in certain situations, such as 
where there have been large rate 
increases, agents’ commissions have 
risen disproportionately to the serv- 
ice performed. 


inroads of 


expenses, Harper 


C.F. J. Harrington, executive vice 
president of the agents’ group, dis- 
cussed independent rate filings in 





New York and said that the Super- 
intendent of Insurance’s stand could 
logically result in unilateral manda- 


tory revision of agency contracts. 
He also called for an all-industry 
attack on all phases of the automo- 
bile insurance problem. J. Edward 
Cochran, president of the agents 
association, foresaw an almost in- 
evitable attempt to pass compulsory 
auto insurance on the part of the 
Legislatures of the states presently 
having an unsatisfied judgment act. 
He advocated a joint company-agent 
comnuttee to study the question. He 
noted that where rate increases are 
resisted there is usually an_ effort 
made to reduce acquistion costs. 

At the annual elections the execu- 
tives named Robert Z. Alexander, 
president of The American Insur- 
Company, to succeed Mr. 
Harper while the agents elected 
B. H. Paddock of Detroit as presi- 
dent succeeding Mr. Cochran. 

The American System 
can solve its dilemma by becoming 


ance 


Agency 


professional, establishing — profes- 
sional standards, adopting and en- 
forcing a code of ethics and limiting 
access to the insurance business, 
I. H. E. Otto, CPCU, tormer ime 
structor of insurance at George 
Washington and the University of 
Kansas City, told the annual meeting 
of the Society of Chartered Property 
and Casualty Underwriters. Mr. 
Otto sees an “ineluctable tendency 
for the insurance 
agency to decline to nothing, given 
unlimited the 
business.” 

\ total of 267 persons from 103 
cities and 39 states fulfilled the re- 
quirements for the CPCU designa- 
tion this vear increasing the total of 
eraduates of the Institute to 1957. 


profits of an 


access to insurance 
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and security of our Agents is our most important consideration. For over 100 years 
ours has been an Agency Company—first, last and always! Northern Assurance 


Agents know where they're going! 


The NORTHERN ASSURANCE has provided 
reliable insurance protection for over 120 years. 
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AMERICA FORE Group 
New York, N. Y. 


Heads Claims Division 


Vice president R. Newell Lusby has been placed in 
charge of the claims division countrywide of The Fidel- 
ity and Casualty Company of New 
James D. Spellman, retired. 


York succeeding 


AMERICAN FIDELITY and Casualty 
Company, Inc., Richmond, Virginia 


Passes Dividend 


Directors have decided not to pay the third quarter 
dividend on both the preferred and common stock of 
this company. The company has been on a $1.20 annual 
dividend basis for its common stock. It specializes in 
writing liability and property damage coverages for 
motor buses and tracks on a monthly premium basis. 
For 1956 it reporte1 an underwriting gain of $115,994 
on earned premiums of $28,685,424. 


AMERICAN HOME Assurance Company 
New York, N. Y. 


Employee Stock Purchase Plan 


At a special meeting October 8 stockholders voted 
to increase the authorized common stock of the com- 
pany from 311,032 to 525,000 shares of $5 par value 
stock. It is planned to set aside 25,000 of the additional 
shares to be offered to key personnel under a stock op- 
tion plan free of preemptive rights of outstanding stock. 
The stockholders will also vote on a proposal to amend 
the company’s charter to allow the issuance of par- 
ticipating policies. 


For November, 1957 


CONTINENTAL Casualty Company 
Chicago, Illinois 


Income Protection Plans 


This company is now marketing a new individual 
guaranteed renewable income protection program. One 
of the new plans pays sickness benefits for ten years 
on a non-confining basis and a second pays to age 65 
regardless of the number of years, also on a non-con- 
fining basis. 


DALLAS Insurance Company 
Dallas, Texas 


Capital Stock Purchased 


The entire capital stock of this company has been 
purchased by the United States Fidelity and Guaranty 
Company, Baltimore. W. G. Ordway, chairman of the 
board and one of the principal organizers of the Dallas 
Insurance, is vice president of the Farm and Home Sav 
ings and Loan Association. The company, which began 
business May 15, 1953, wrote fire and extended cov- 
erage lines in Missouri and Texas. Direct premiums 
written amounted to $246,808 and net premiums to 
$113,238 in 1956. 


THE DE SOTO Fire Insurance Company 
Gadsden, Alabama 


GULF AMERICAN Fire and Casualty 
Company, Montgomery, Alabama 


Merger Agreement 


The directors of these two companies have entered 
into an agreement for a merger of the companies sub- 
ject to approval of the stockholders. The Gulf Ameri- 

(Continued on the next page) 
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GULF AMERICAN 


Call Wii me Tile IVIVI. 


g company and operations will 


be conducte ler that name with headquarters in 
\lontgomet De Soto stockholders wall receive Gulf 
American sto in an exchange for their De Soto stock 
mised ol e book value of the stock of each company. 
Phe Alabat Insurance Department has approved the 
CTL lt nticipated that several directors from 
the Gadsden are will be added to the board of the 
(sult \ineri 

Phe Gulf American began business on July 1, 1955 
and by the end of 1956) paid-in capital amounted to 
$380,500 and a like amount had been contributed to 
surplus. The surplus on December 31, 1956 amounted 
to $234,104. During 1956 the company wrote net pre 
niums of $200,708 and sutfered a statutory underwrit 
ing’ loss $109,961 on earned premiums of $105 495. 
he company operates in \labama, Gieorgia and Ken 
tuck, 

Phe De Soto e¢ Insurance Company which began 
MUSINESS J 1. 1954 operates mM the same three states 
nd confined its writings to fire and allied lines, 
nian rin d automobile physical damage covet 
aves. On December 31, 1950 it had capital of $170,000 

da net surplus of S89,808 compared with contribu 
tions to surplus totaling $135,000) since organization. 
Dur 1956 the company sutfered a statutory under 


GLENS FALLS Insurance 


ler Fy Nlaew Yor 


4 NOW ( K 


Heads Department 


Vice president ©. Sherman Willmott has been named 
to head the tidel surety, accident and health depart 
ment succeeding Stanley B. Miller who retired Sep- 
tember 30. Secretary | I) Hlutehinson has been desig 
lated as assis to Mr. Willmott 


Oris CLARK & CoO. 


Be in SUTAKCE 


FACULTATIVE 
TREATY 
> (od 3} 


256 MONTGOMERY STREET 
SAN FRANCISCO 
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HEALTH SERVICE 
Chicago, Illinois 


Incorporated 


New Address 


This organization has moved its home office from 35 
Ikast Wacker Drive to 200 North Michigan Avenue, 


(Chicago 1, Whnois 


HOLLAND-AMERICA Insurance Company 


Kansas City, Missouri 


Official Changes 
New Auto Policy 


Robert Hl. Oppenhemmer has resigned as president 
and a director and George Oppenhemmoer, Sr. as a direc- 
tor of this company. [D. Quint, chairman of the board, 


has also assumed the duties of the presidency. 


He is 
also managing director of the Seven Provinces Insur 
ance Company, Ltd., the Hague, Holland, parent com- 
pany of the Holland-America, 
This company is offering a new 
\utomobile 
hability and property damage coverage provides “total 
liability” “Full replacement 
cost” coverage pays the insured the total amount he 
paid tor the car at the time he bought it, or replaces 


“Family Defender 


Policy” whose “Loss each occurrence” 


protection without limit. 
it with a brand new car if the auto is totally destroved. 


(Other 


erage, $200 personal effects coverage and S10 a day 


features include $25,000 uninsured motorist cov 


$250 maximum car rental in case of theft 


MANSFIELD MUTUAL Fire Insurance 


Company 


RICHLAND-KNOX Mutual Insurance 
Company, Mansfield, Ohio 


Reinsures Business 


The Richland-Knox Mutual Insurance Company re 
100% _ the the Manstield) Mutual 
ire Insurance Company effective October, 1957 and 
has The 
the 
1957 of the Rich- 
land Mutual Insurance Company by the Knox County 
Mutual Insurance Company. As of January 1, 1957 it 
had assets of $1,721,000 and surplus to policyholders 
of $1,199,000. During 1956 it had an underwriting gain 
of about $3,000 and wrote a premium volume of $368,- 
O00. The Mansthield) Mutual, on 1956, 
had assets of $629,677 and a policyholders’ surplus of 
$251,447. For 1956 it reported an underwriting gain 
of $15,193 on earned premiums of $261,064. 


insured business) of 


and liabilities. 
Richland-Knox Mutual Insurance Company 


taken over its entire assets 
Was 


result of the absorption on January 1, 


December 31, 
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NORTH BRITISH Group 
New York, N. Y. 


Merger Planned 
Appointed Deputy General Manager 


Directors of the Central Surety and Insurance Cor 
poration and The Homeland Insurance Company of 
\merica, both of which are members of this group, have 
approved a plan for the merger of The Homeland into 
the Central Surety as of the close of 1957. \fiter the 
merger the capital of the enlarged Central Surety will 
remain at $2 million. As of June 30, 1957, the Central 
Surety reported assets of $20,256,341 and polievholders’ 
surplus of $5,311,884. Comparable figures for the two 
companies combined were $28,328,951 and $9,220,353 
Central Surety, many. of hold 
similar positions in The Homeland, will continue in their 
respective capacities. 


The. officers of whom 


H.G. Moore has been appointed deputy general man 
ager of the London head office of the North British 
and Mercantile Insurance Company, Ltd. to succeed 
G. H. Aitken, who will retire effective November 30 


Mr. Moore will also retain his position as secretary 


OHIO FARMERS Companies 
Le Roy, Ohio 


Officials Elected 
J. C. Hiestand, formerly president, has been elected 


chairman of the board and C. E. 
president, elected president. 


Curtis, executive vice 


PACIFIC Indemnity Company 


Los Angeles, California 
New President 


C. RK. Herda, who was recently made executive vice 
president, has succeeded to the presidency of this com 
pany following the resignation of W. TF. Gaynor. Mr. 
Gaynor retired as underwriting manager of Swett and 


Ss 


Crawford, Pacific Coast underwriting manager of the 


company, in 1950, but in 1951 came out of retirement 
to assume the presidency of the Pacific Indemnity 


PROVIDENCE WASHINGTON Insurance 
Company, Providence, Rhode Island 


Passes Quarterly Dividend 


The board of directors at their meeting September 


18, voted not to declare the quarterly dividend usually 
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paid at this time. The company has been on a $1 a 
vear basis and paid the first two quarterly dividends 


this vear. 


QUAKER CITY Fire and Marine Insurance 


Company, Philadelphia, Pennsylvania 


Changes Title 


rhe name of this company has been changed to the 


Quaker City Insurance Company. Headquarters remain 


at 226 Walnut Street, Philadelphia, Pennsylvania. 


RELIABLE Insurance Company of Dayton 
Dayton, Ohio 


Elected Vice President 

John E. Bull has been elected vice president He will 
continue the supervision of the company's Ohio and 
Indiana operations. 

















SPRINGFIELD Fire and Marine Insurance 
Company, Springfield, Massachusetts 


Employee Stock Purchase Plan 


An employee stock purchase plan has been announced 
by this company. The price of stock to employees will 
be the average price paid by the Trustee for each share 
in any quarterly period. The company will contribute 
20% of the employee’s contribution toward the purchase 
price. [ach full-time employee who has been with the 
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company for six months may authorize the withholding 
of up to 10% of his or her salary in excess of $3,500, to 
be used for the stock purchase. 


TOMPKINS Cooperative Fire Insurance 
Company, Ithaca, New York 


Correction 


It was the Tompkins Cooperative Fire Insurance 
Company, not the Tompkins Cooperative Life Insur- 
ance Company as erroneously reported in our Septem- 
ber issue, which merged with the West Seneca Mutual 
Fire Insurance Association effective June 14. 


TRANS-AMERICA Insurance Company 
Columbus, Ohio 


Official Staff 


Officers of this company, newly formed by the Na- 
tionwide Insurance Companies to merit rate automobile 
drivers, have been announced. Max M. Scarff is chair- 
man of the board and Murray D. Lincoln, president. 
Other Nationwide officers have been named to similar 
positions with the company. 





new directors 


The Aetna Casualty and Surety Company (Hartford, 
Connecticut): James B. Slimmon, senior vice president 
and secretary of the Aetna Life Affiliated Companies. 


Crum & Forster (New York, N. Y.): Bertram L. Thorn- 
hill, vice president in charge of administrative activi- 
ties of the group and a vice president of the principal 
insurance companies of the group. 


Industrial Indemnity Company (San Francisco, Calif.): 
S. D. Bechtel, Jr., executive vice president of Bechtel 
Corporation. 


Lumbermens Mutual Casualty Company, (Chicago, Ill.): 
Thomas R., Jones, president and a director of Daystrom, 
Inc., Murray Hill, New Jersey, has been elected a 
member of the Eastern advisory board. 


The Standard Fire Insurance Company, (Hartford, Con- 
necticut): Morgan B. Brainard, Jr., senior vice presi- 
dent and treasurer of the Aetna Life Affiliated Com- 
panies. 


A. E. Strudwick Company (Chicago, Illinois): Vice presi- 
dents W. H. Kern, H. A. Goetz, J. C. 
D. A. Taylor and secretary J. A. 
company. 


IKKunches and 
Birkland of the 
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Back to Fundamentals—William 0. Bailey ..........0-008: Sept. 121 
Captive Market, A—T. M. Alerander, Sr. ......ccccccccccccec Aug. 18 
Casualty Ratemaking—Bruce IT. McRirney, CPCU .......... Oct. 93 
Constructive Regulation—Joseph A. Navarre ..........4.- Oct. 43 
Examinations of Insurance Companies—Donald F. Campbell. Sept. 27 
In SERRE, Wis. POUNOE. 6 vc ceidas Ketkocwicceesnas Seetccaaninl ov. 18 
Fire Reinsurance—James P. Maltman .......ccccccceccccces July 20 
Brese BPUPOGen, A—NROGCrE J, TORS oon dc cccccccccctcccseses Nov. 29 
Pelee Peemee, “TO —PeOrOe TF. BNGe oicsicccnecccassscsccecess June 103 
How Much More Inflation?—James LL. Athern ............ ..Sept. 20 
Importance of Salvage, The—William RB. Rearden ........../ Aug. 57 
Insurance in the Atomic Age—Charles J. Haugh ........... June 41 
Insurance Leadership—l/on. Robert B. Taylor ...........05. July 35 
Let’s Stop Talking to Ourselves—W. W. Clement ........... June 47 
ee Oe et - E ROD on on ded cc ccncnesesicccnes June 97 
Multiple-Mnultiple Lines—James Roland McPherson . ......: Apr. 63 
Private Atomic Reactors—Peter Robertson 

Te i. os UGe etka sin ih edddekena tebe EE ewdaeaas @ axe kaeees Oct. 20 

EE Bt OOO pee aude Ls a alee yb 8 lula gal eaters mee ee an Nov. 99 
Public Reactions—William J. Hynes .....cccccccceccceccces Sept. 95 
Rates and the Agent—Thomas O. Carlson .........000cceeee July 87 
Reducing Expenses—John A. North .....ccccccccccccccccccs July 73 
SMEs dia DIOUNOE  ccccdscddacecesdencdccaesgse mans Sept. 117 
For November, 1957 


MONTHS 


Responsibilities of an Underwriter 


Herbert P. Stellwagen..Aug. 20 
Responsibility for Rehabilitation—Jerome Pollack .......... June 20 
Safety Responsibility Experience—Joseph P. Kelly .........4 Aug. 72 
Surety’s Salvage and Subrogation—Gibson B. Witherspoon. .Oct. 33 
Teen-Age Driver, The—Thomas M. Stoker ...........cceeees June 18 
Uninsured Motorist, The—Dudley F. Giberson ............ Sept. 18 
Who Left the Door Open?—Fred J. Pabody, CPCU ......... July 88 
OFFICE METHODS 
Around the Office—Guy Fergason (monthly) .............+- Nov. 47 
Automation? You’ve had it for Years—Guy veges nama Sept. 47 
PrGIOUN: CHNGNIIES © i cade ccencecinecscduscatweesve . Nov. 48 
BRGSIGIe TERIUGMAMCS 6 6cic ccc ccccéccsecscccuas Nov. 5S 
PO SON wv cwadenaneanecccacis : 2 .Inlw 448 
Duplication of Forms and Energy—Guy Fergason .......... Oct. 59 
Pee UrOmamene BEMMNIIINOUIID 9 £666.65 basdndcacbiecccexquceaenna Sept. 55 
Filing and Record Preservation—Guy Fergqason ............ Nov. 47 
OE See OO, a WR ONE 6.60503 cer enendecusssaaatceces Oct. 55 
Internal Auditor and Electronics, The—Charles FE. Grody ...June 55 
BG: a cc ceual otancced aun cnesss cad cadnaen weno aaa Aug. 43 
Machine Time Utilization—Shirley LaRue Robinson ........ Sept. 51 
Management Efficiency—@Guy Fergason .............-000e ee Aug. 47 
Modern Aids to Office Efficiency (monthly) ............... Nov. 44 
Office Equipment Directory (monthly) .......... Nov. 64 
One Company’s Approach— Wilfred A. Kraegel, Part es: July 50 
WRUESEE os ccccwandacecn tcuuewanweenedcaener wes .. Aug. 50 
Organization—Its Growth and Develonment—Guy Fergason. June 66 
Poliev Record Production—4. P. Hude .......... Aug. 44 
Punched Card Premium Billing— Wendell L. Johnston ..Nov. 51 
Responsibility Accounting—Earl Soder ..................... June 6: 
Retention of Records—Kellum Johnson =s «ed ecQnee. ae 
Suggestions Are Where You Find Them -Guy Fergason July 43 
SALES & EDUCATION 
Aircraft Insurance—Standard Service .............ceeeee: Sept. 102 
Art in Insurance Advertising—Art Schlosser ............... July 109 
Blanket Crime Policy—American Surety Company ..........¢ July 97 
C.P.C.U. Questions and Answers—American Institute 
Part I—Insurance Principles and Practices .....) May 323, June 141 
Part Il—Insurance Principles and Practices ....July 191, Aug. 77 
Part I11I—General Education .................. Sept. 33, Oct. 114 
EE BEN a ake had cs sedans toe suniedeet weeeedcnatatoos roy. 33 
Grim an ter, A—Thomas M. Stoker od nike ae ama Oct. 141 
How Can We Expand ?—Darid Schenck, CPCU .........-+- Nov. 9% 
ia of People—Fdmund V. Se (aD Reap meme ES Inne 77 
Insurance Sales Manager, The Frank PM ei. cacee acemeees Nov. 20 
New Pachnset—Desete Fi. BW... oes scccecsvcsscunacenscset July 29 
No Competition—Robert F. Fchlin ............. Sl gotg mata alate July 18 
Pointers on Persuasion—James N. Mosel .........2-.200eee 008 June &9 
Quiz of the Month 
eee en eee June 133, July 65 
suilding Construction, Occupancy, Fire 
PEWNOGGMR a vecncr dr ucddol aude aocccns scaunadeccwal Aug. 87, Sept. 129 
Wea Fe SENN ENO 5. a. pcs es chvenucescdndcdaemects Oct. 107 
Inland Marine Contracts ics iad sik hae ‘ Nov. 65 
Realistic Advertising—Alirin F. Bulan ............24-- .. June 123 
Selling Parade (monthly) ...... aie eae ov. 27 
Selling Tips from the Home Oftice (monthly) scaveaadaawa Nov. 124 
Talk Your Way to Success .............. ; errr 
Who’s to Blame?—Kurt Vasen .........ccccccccececcccccecs Sept. 86 
MISCELLANEOUS 
ME NIN 5.6 dak os 5505 2500 dS co ceenekounte Nov. 73 
OCONEE TROND, a sac odcecces ve ccccas Novy. 128 
BOON TRO PRIME io ciad sna cielsd c coaieceos eens Nov. + 
ee, tet. eee Nov 4 
Company Developments Nov. 8 
COE MD Dice ccacderwadeesseak cdvescdaewes Nov s 
Home Office and Field Appointme nts Nov. 125 
Insurance Stock Quotations Nov 5 
Monthly Fire Losses ............. Nov. 73 
ee WU BN a'g Ck oo oon os oso kx ear wnande Nov. 73 
oe ee ei ‘ : By ...Nov. 142 
New Publications ....... -Nov. 12 
CRIN ond 0686 dee eee dada aniwad aksnceadeces Nov. 136 
Rate Changes ....... Sarasa area na eee -Nov. 84 
Re sports on C ompanies’ .Nov. 139 
RATE CHANGES 
Automobile 
Ariz., Ark., Colo., Tll., Ind., Mich., Nev., N. M., D., Ore., 
bc er es (OPO NOUS ois Uclucvicnetwccneemonned en Dacweeue June &6 
CER saan cans bike teavicdneseccdadoscoawe ees -oe-e July 8 
ee eens CM NE ea cas cen deesn weeceoee eee Sept. 41 
DREN cc Je anaee cuca ck dnanuuehacwedaeuaada .-- Oct. 126 
Oe PN 860d oa5 si os cdckcteastedssuecssudesseeteue Oct. 126 
FE Ot CO. 6 cai caicteceadevs.o cu bscouueaaae bessnedaday Oct. 126 
ee Rh SS ON. IG hah 00d k bread aa eae Nov. 84 
MOUINORMN Ae ncet Sat Li eecedowsavasen Coad Novy. 84 
Burgiary 
Countrywide ...... bbcadkwess'sudkensbcaeeekemegeeeenesenwien July 86 
Extended Coverage 
ROR conc dataeentensas Nov. 84 











Fire Marine 

















I eee i oo his Sule slanted June 86 Cargo War RiIske 6.66 ce: ESE TT Tr June 86 
ee rrr Teer shies ewdeees Lnemiaindtaat neon July &6 
Texas .. rere Teer PN rr Workmen’s Compensation 
Glass PGW” DOEBES, VEER 6ib.0ca 8 sisig ss ¥c0¥sie cee éonae eee meosel June 86 
Calif., Conn., Del., Idaho, Ind., Me., N. H., N. C., N. D., - tO eC ate ee a men Sain He epetdedinte ie eae Aug. 98 
Pa, 8: C. - Wik Add OOATuaOas soem eeene eee Aug. 98 CANE. O8la., Pa., Texan. .sa....:.. Aeon ieee Sept. 41 
Liability CESS RRP Oe are nC tees an cla ES Oct. 12¢€ 
ee ee eet Pe er rT. June 86 Rilimoie, ORIGROMR «oc. ccescnccccies Nov. 84 
INSURANCE COMPANIES REPORTED ON (FROM MAY, 1957) 
Aezis Insurance Co., Denver Continental Casualty Co., Chicago Interboro Mutual Indemnity, New York 
(Ce en eer Ore ry Aug. 123 (Provides Cancer Coverage) ..... July 123 (Ilected President) .............. July 124 
Aetna Casualty & Surety Co., Hartford (AS TE ROCCE) oc cccccnscicccd Aug. 123 lowa National Mutual, Cedar Rapids ~ 
(Premium Budget Plan) .... . Aug. 123 (Special Dividend) ............. Sept. 137 (Named General Manager) ...... July 124 
Allied National Insurance Co., Denver (Income Protection Plans) .....Nov. 139 a RRS 
(New Title) ... re eee” Aug. 122 Dallas Insurance Co., Dallas Jefferson Insurance Co. of New York, N.Y. 
Allstate Insurance Co., Skokie (Capital Stock Purchased) ......Nov. 139 (New President) ..............-4 Aug. 124 
(Executive Appointments) ......¢ June 151 The DeSoto Fire Ins. Co., Gadsden Kemper Group, Chicago 
(New Homeowners Coverage) ....July 123 (Merger Agreement) ............Nov. 139 wrmadiata tan, ay > 2» 15 
iaiicibns AGEN EO) Oct. 155 The Deussiat Metual, Mancdela (Intermediate Division Formed) June 153 
America Fore Group, New York (Consolidation Approved) ....... June 151 Liberty Mutual Fire Insurance Co., Boston 
(Executive Appointments) ...... May 157 (New PPOBiGGME)) 6 occcasciccvciewaes June 153 
(Executive Vice President) .....« June 151 Employer's Group, Boston Liberty Mutual Group, Boston 
(Stock TrGhONMl) ooo vcd cv cwnses Sept. 135 (To Enter Life Field) ............ Oct. 155 (I:xecutive Advancements) ...... Sept. 138 
(Six Months Results) ........... Sept. 135 Employers Mutual C asualty “Co., Des Moines London Assurance Group, New York 
(Heads Claim Division) .. Nov. 139 (Elected Chairman) ..... May 157 (Iixecutive Appointments) ...... Sept. 138 
American Aviation & Gen. Ins. Co., Reading Equitable Fire Ins. Co. of ¢ ‘harleston (Named Vice President) ......... Oct. 157 
(Changes Name) .... .....Sept. 135 (Acquired by Boston Insurance) .Sept. 136 Loyalty Group, Newark 
American Bonding Co. of Baltimore, (Stock Exchange) <5... i550. Sept. 135 
Baltimore Farmers Insurance Group, Los Angeles The Lumbermens Mut. Ins. Co., Mansfield 
(To Consolidate Operations) ....Sept. 137 (Named Vice President) ........ July 123 (Reinsures Ohio Mutual) ........4 Aug. 124 
American Casualty Co., Reading Farmers’ Mutual Fire Insurance Co.,, 
(Major Medical Plan) Oct. 155 Berrien County, Buchanan Manitowoe Mutual Fire Insurance Co.,, 
Ame rie in Parmers Mutual Insur: ince Co. (Diam SONG 6s oscrecces catee ck Aug. 124 Manitowoe 
hieage Farmers Mutual Fire Insurance Co. of (Writes Dog Insurance) ......... Oct. 157 
(Ofte ial Elections) ...........-. Oct. 155 Northampton County, Nazareth Manstield Mutual Fire Ins. Co., Manstield 
American Fidelity & Cas. Co. Ine., Richmond SPD | svckeccpeatseacmaedces wed Aug. 125 (Business Reinsured) ...... Nov. 140 
(Passes Dividend) 23:04 OV,. Loe Federal Insurance Co., New York Marquette Casualty Co., New Orleans 
American Health Insurance ¢ ‘orp, Baltimore (Seeks Control of Colonial Life)..June 151 (Iixecutive Appointments) ..... June 154 
(Change of AGQTORE) 2 ssc cicceses Oct. 155 (Tourist Automobile Policy) ....June 151 Medical Surgical Plan of N. J., Newark 
American Home Assurance Co., New York (Colonial Life Acquisition) ......« July 123 (Enrolling Individuals) ........ June 153 
(Employee Stock Purchase Plan) Nov. 139 (Capital Increased) ....cccccsscced Aug. 124 Merchants Mutual Insurance Co., Buffalo 
American Independent Mut. Cas. Co., Phila. CE TONE) onc ccsiscccnvcens Sept. 137 (Special Risk Department) ...... June 154 
(Moves Ilome Office) ............Sept. 1385 CSBOCCK TRCHAMGO) . 6dic.cccc kc cccenee Oct. 156 Mill Owners Mut. Ins. Co., DesMoines 
American Insurance Co., Newark Federated Mut. Impl. & Hdwre., Owatonna (Hew PRGGORES  cecccccccsackscel Aug. 124 
(Adopts Quarterly Dividend (Elected President) ............. June 152 (Blected President) ........2.+. Sept. 138 
Dasis) eee Ce er Aug. 123 Fidelity & Dep. Co. of Maryland, Baltimore Motors Insurance Corp., New York 
American Mercury Insurance Co. » Wash. (To Consolidate Operations) ....Sept. 187 eo eet Aug. 125 
be Me | rr May 157 Fire Assn. Group, Philadelphia The Mut’! F. Ins. Co. of the D. of C. Wash. 
CHOU PEeGMGORt) occceccscenccees Sept. 1385 (Executive Appointment) ....... June 152 (Absorbed by Pa. Lumbermens) .May 158 
American Mutual Liability Insurance Co., (Merger Proposed) ............./ Aug. 124 Mutual Service Insurance Co., St. Paul 
Boston CCOMBOUARTIODY odd cS osccccesves Sept. 187 (Named Vice President) ........ July 125 
(New Officers Elected) ........... Oct. 155 (Change in Group Name) ....... Sept. 137 7 
American Progressive He alth Ins., Mt. (Changes Approved) ......... .- Oct. 156 National Casualty Co., Detroit 
Vernon The Fire & Casualty Insurance Co. of (Expands Accident and Health 
Uy PORE) a onk See sccs ccicnteo July 123 Connecticut, Hartford PACHITCS) cc cceccssccsscessceed Aug. 125 
American Reinsurance Co., New York (Official Changes) .........-....+. 't. 156 (To Reduce Non-renewals) ..... Sept. 138 
(Executive Appointments) ....... May 157 Foremost Insurance Co., Grand Rapids Nationwide Companies, Columbus ane 
American States Ins., Indianapolis (Elected President) ............. May 157 (New Company Formed) .-.......Oct. 15% 
(To Organize Life Company) ....June 151 (New Presigemt) ..0cccccccrccoes f Nazareth Mutual Fire Ins. Co., Nazareth a 
American Surety Co., New York (New Vice President) ... (Merged) ......scccecccssceceeee .. Aug. 125 
(Executive Appointments) ....... June 151 Freystown Mutual Fire, York Nazareth Mutual Insurance Co., Nazareth 
(New Chairman of the Board) ...Aug. 123 (Reinsured) .......--+++---++5005- 52 _ (Companies Merge) ...... peices: $ ts Aug. 125 
(Elected President) ............. Sept. 135 General Exchange Insurance Corp., New England Reinsurance Corp., Boston os 
Animal Insur. Co. of America, New York New York (New Underwriting Agency) ....July 125 
(To Insure Dogs) ...............Sept. 135 (New President) ................d Aug. 125 N. J. Manufacturers Ind. Ins, Co., Trenton 
Argonaut Insurance Co., Menlo Park General Reinsurance C orp., New York : (New President) ......... oseeses Sept. 138 
(Adds Major Medical) ..........3 Sept. 136 (Change of Address) RE eee ee July 124 New York Central Mutual Fire, Edmeston__ 
Argonaut Ins. Exchange, San Francisco Glens Falls Ins. Co., Glens’ Falls _(Merged) ...-......05, teecccense June 156 
(Conversion Approved) .......dune 151 (Heads De »partment) Bere eae Nov. 140 te Printers and Bookbinders Mut. 
Audubon Insurance Co., Baton Rouge Government Employees, Washington, D. C. Ins. Co.. New York : 
(OOS COUMOIINENY coves cu cceeuss May 157 (Increased Dividend) ...........Sept. 137 _ (Official Elections) ....... gosseee Sept. 139 
4 Gulf American Fire & Cas. Co., Montgomery North British Group, New York 
Berrien Mutual Insurance Co., Buchanan (Merger Agreement) ............ Nov. 139 LADPOINUIIORNE). occcissccsanceeeud July 125 
(New Title) .. eas: Aug. 124 (Merger Planned) .............++- Nov. 141 
Bituminous Casualty Corp., Rock Island The Hamilton Mutual, Cincinnati (Appointed Deputy General ; 
Serene July 123 (Consolidation Approved) ......June 151 Manager) |... ........+- veeeeeee Nov, 141 
(icin! Changes) ..ccsccccccccees Oct. 155 Hartford Accident & Indemnity Co., Hartford No. British & Mere. Ins. Co., Ltd., London 
Blue Ridge Insurance Co., Shelby (Group Insurance Plans) ........ June 152 _ (New Chairman) | Cains eee eae May 158 
(Executive Appointments) ...... May 157 (Officers Elected) ........2.+++ July 124 Northeastern Ins. Co. of Hartford, Hartford 
Soston Insurance Co., Boston ; (New Group Plans) 't. 156 (New Administrative Offices) ....Aug. 125 
(Acquires Equitable Fire of S.C.) Sept. 136 Health Service, Inc., ; A 
Bunker Hille Insurance Co., Philadelphia (New Address) ........ at . 140 Ohio Farmers Companies, LeRoy ' 
(Dissolved) .. Oa ty eee Oct. 155 Hearthstone Insurance Co., Boston ? (Officials Elected) ......... Lo . - Nov. 141 
Caledonian-American Ins. Co.. Hartford (New Health Plan) ............ July 124 rhe Ohio Mutual Insurance Co., Salem ‘ 
iabiftarn Weibel. ..... 2... cs. be June 151 Froliand America Ins. Co.. Kansas City (Reinsured by Lumbermens) vee AUK, 124 
Caseade Insurance Co., Tacoma (Official Changes) ..............- Nov. 140 Old Dominion Fire Ins., Roanoke 
(Hew CONE) occeccccccecssns July re (New Auto Polley) ...ccvccsisess Nov. 140 (Business Reinsured) ........... June 155 
(Subsidiary Organized) .........4 Aug. 12 Ilome surance Co., New York ae ee eee wis a! Mal 
Central National Taeurance Co. of Omaha, 7 tow  etanceae es pene: May 157 hee Fire —— Co., New yen ly 125 
Omaha (Vice President and Secretary) ..June 1 Pr: ‘ifle bn a 1 ~ - I Os “Angeles pen oes 
(Executive Appointments) ......Aug. 123 (Increased Capitalization) ...... Sept. 1: hay eer tag iy SACI 1nd , 7 
Central Standard Indemnity Co., Chicago —_ (Increased Stock Authorized) ....Q0et. 157 tine gn ow ty emanates aoe Lit 
(dccident Policies Announced) ...Qct. 155 tocpital Service Plan of N. J., Newark Pacific Insurance Co. of New York, N. Y. 
Citizens Mutual Fire Insurance Co. of ‘ hte Pa ] . 1%2 . omg ’ ‘an 
Northampton County, Nazareth (Enrolling Individuals) ........June 153 (New Title) | ....... one sees vo oee.s July 125 
ihterced) i ae Aug. 125 Houston Fire & asualty, Ft. Worth ie Pacific National Ins. Group, San Francisco 
Coal Oper ators Cc asualty Co., Roe kwood (Reinsures Insurors Indemnity) .July 124 " (Appointments) tee e eens sottgsss July 125 
(New Company) .......+.c.-ee+02 Tuly 123 = 3 Pan American Insurance Co., Houston 
i‘Maves Home Office) ........ . Sept. 136 ICT _ J nsurance Co., Dallas oe (Preferred Stock Issue) cteees ++ July 125 
Gnlantal Gite ast Grance Noo (Findings Forwarded) veseees ... June 153 Paramount Fire Ins. Co., San Francisco 
aGahitral Sousht by Pederal Industrial Indemnity Co.. San Francisco (Elected President) ........ ....dune 154 
Sera cs say * .. June i6t (Inflation Protection Endorse _. Penn Mutual Indemnity Co., Philadelphia 
: ; : i MENt) .... eee een ee seeeeeee eee May 157 (Ordered Dissolved) ............ June 164 
The Colonial Life Insurance Co, of America, (Named General Agent) ........: Aug. 124 Pennsvivania Lumbermens Mutual, Phila. 
Bast Orange -. Inland Empire Ins. Co., Boise (Absorbs Mutual Fire) .........) May 158 
(Stock Exchange) veeeeee es Oct. 156 (North Carolina Payments) ..... Sept. 1388 Phoenix of London Group, New York 
Combined Insurance Co. of America, Chicago Insurance Company of N. A. Cos., Phila. (Establishes Home Department) May 159 
(Capital Increase) ............. Aug. 123 (Deviation Granted) ......... ..May 158 Preferred Risk Insurance Co., Fayetteville 
(Stock Dividend) ........... .. Sept. 126 Insurors Indemnity, Tulsa (Aequires Southwest Casualty) ..Aug. 125 
CPPCC ROME) 6 isckic scence ....Sept. 136 (REEPNOROUS Sncawekansctrnasertes July 124 (Executive Vice President) ...... Oct. 158 
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Providence Washington Ins. Co., Providence Security Insurance Co. of New Haven, rextile Insurance Co., High Vo 





(Passes Quarterty Dividend) -Nov. 141 New Haven (New Officers) Oct. 159 
Prudential of Great Britain Grp., New York (Reorganization) Oet. 15S Time Insurance Co., Milwaukee 
(lected Secretary). ..May 159 Security Mutual Insurance Co. of New York, (To Write Life) Oct. 159 
Quaker City Fire & Marine Ins. Co New York (Appointed Treasurer) Oct. 150 
Philade phi: i (New Title) Oet. 15S Tompkins Coop., Fire Ins. Co., Ithaca 
(Changes Title) Nov. 41 Security Mutual Liability, New York (Merged) ; Sept. 159, Now. 142 
Quaker City Ins. Co., Philadelphia (Now Writing Fire) .... ... dune 155 Trans America Ins. Co., Columbus 
(New Title). ‘+s Nov. 141 (Changes Name) et. 158 (Otficial Staff) Nov. 142 
Service Casualty Co. of New York, New York Travelers Insurance (o.. Harttord 
Queen Insurance Co. of America, New York (Named Vice President) Oct. 158 (Budget Payment Plan) July 126 
(Acquires Old Dominion Service Fire Insurance Co. of New York Tri-State Mutual Grain Dealers Fire 
Business) ............ : ...June 155 New York Insurance Co., Luverne 
(Named Vice President) Oet. 15S (Changes Name) .. re Oct. 159 
The Reinsurance Corp. of New York, N. Y Shelby Mutual tnsurance Co., Shelby Tri-State Mutual Insurance Co., Luverne 
(Increased Dividend) ............: Aug. 125 (Official Elections). eax June 155 (New Title) ‘ Srey Oct. 159 
Reliable Insurance Co, of Dayton, Dayton Southern Home Insurance Co., Greer a United States F. aie G.. Baltimore 
(Elected vice president) Nov. 141 (To Sell Additional Stock) .....Sept. 139 (Executive Appointments) .....-May 159 
Reliance Insurance Group, Philadelphia Southern Mutual Fire, York _ (Buys Fire Co.) Nov. 139 
ae) ee ere Sept. 137 (Reinsures Freystown) sees ecee ce June 152 Valley Forge Insurance Co., Reading 
The Republic Insurance Co., Dallas Southwest American Fire & Casualty Co., GO RED ckackccwadaccceans .. Sept. 135 
(New Chairman of the Board) ..June 155 Houston 
Reserve Insurance Co., Chicago (Placed in Receivership) . Oct. 159 West Bend Mut. Fire Ins. Co., West Bend 
(Stock Dividend Approved) ....June 155 Southwest Casualty Co., F ayetteville (Changes Name) . Aug. 126 
Richland Knox Mutual Ins. Co.. Manstield (Acquired by Prefe rred Risk) ....Ang 125 West Bend Mutual Insurance Co., West Bend 
(Reinsures Business) .. ; Nov. 140 (Executive Vice President) Oct. 158 (New Title) ..... Aug. 126 
Royal-Globe Insurance Group, New York Springtield Fire & Marine Ins. Co West Seneca Mut. Fire Ins. Asso. W. Seneca 
(Appointed Secretary) ..........4 Aug. 125 Springtield (Merged) eceenucce Sept. 139 
(Employee Stock Purehase Plan) Nov. 142 Western Life Insurance Co., Helena 
St. Paul Fire & Marine, St. aul Standard Accident Insurance Co., Detroit (Exchange Completed) Oct. 158 
(Offers to Acquire Western Life) July 125 (To Head Advertising) Aug. 126 Woodstock Mutual Fire Assn., Woodstock 
ry Pg rr a Terms) . oe 5 i State Automobile Ins. Assn., Indianapolis (Merged) «00. .+.e cece ee eee eee es June 154 
Acquisition Voted) .............§ r 3g ‘yecutive Vice Preside > 155 
iE Spee i Compieeay sea ey 158 (Executive N ice President) petat June 155 The Yorkshire Ins. Co. of New York, N. ¥. 
Ee er enerr ron Oct. 158 State Farm Companies, Bloomington - (Resources Increased) ...........4 Aug. 126 
Security-Connecticut Companies, New Haven (Upheld in Suit) . Oct. 159 
(New Vice Presidents) ...... ..May 159 State Farm Mutual Auto., Bloomington a ote Companies, Chicago 
(Management Changes) .........Aug. 126 (New Atte POMee) 2 ccccccccccccd June 156 A & H Program) Oct. 159 





Just Off The Presses! 


THE BUSY EXECUTIVE'S GUIDE .. . A complete statistical history 






of fire and casualty insurance, covering all stock companies and those 
mutuals writing 75% of all mutual business. Through tables and graphs 
it permits an instant grasp of trends over the past 50 years. Its format pee 
P . ‘ . . : Bs AGGREGA 
permits types of comparisons never before possible in the following 
fields: 

1. Fire & Casualty Business 





» Stock Companies 
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American Casualty Co., Reading, Pa. ....... Ree ee ee ee re 31 
American Equity Insurance Group, Miami, Fla 112 
American Fire & Casualty Co., Oriande, Fla + 
American Foreign lusurance Ass’n., New Lork, N.Y 23 
American General Companies, tiouston, Texas . 126 
American Hlealth Insurance Corp., baltimore, Md sy 
American Rewsurance Co., New York, N.Y. 6S 
American Surety Company, New York, N.Y S3 
Anchor Casuaity Co., St. Paul, Minn. 108 
RSeMBTOR G 450K, BG.. DOW ROTK IN. Wi saa cewc cess sckwscaeeee t 
Art Steel Co., Inc., New York, N.Y. . D4 
Atiantic Companies, New York, N.Y. 36 
Bituminous Casualty Corp., Roek Island, Il 102 
Booth, Potter, Seal & ¢ ag CT EE i a a rire 12 
owles, Andrews & Towne, Lichmond, Va 30 
Heurns, Tne rat Seattl WWMM 4 cree acts lan % w.biwidinia abba soa oae 142 
Bushnell & Comy Alexandria, La 130 
tee & (o:. Otis, Sam PreRCiKCG, COU 6 ic bsccinc sweden swoon 140 
( band Co. James O., Durham, N.C 130 
Comboned Insurance Co, of America, Chicago, 1 5 atereletaseanet yy 
‘ mereianl Standard Insurance Cos., Fort Worth, Texas ...... 100 
Commercial Union Ocean Group, New York, N.Y. 3 
Conover & 4 Chase, Chicago, Ill ‘ 30 
Constitutic Insurance Corp w York, XN. OZ 
Continental Casual Co., Chicage, Hl 147 
Corroon & Reynolds Group, New York, N.Y. ..............6- 37 
Cudd & Coan, Ine., Spartanburg, S.C 128 
Dale & Co., Lid., Montreal, Canada 74 
Dimling, Henry, Los Angeles, Calif 117 
Dubuque Fire & Marine Insurance Co., Dubuque, Lowa SS 
Employers’ Group, Boston, Miss 
Liuplovers Insurance Co. of Alabama, Birmingham, Ala 11 
Employers Reinsurance Corp., Kansas City, Mo 125 
Peaterurank fen 410, SAGO, Dio. ss wis occ tlneso.0 s-64.0bcceewewee 61 
Teich ind Deposit Co., Baltimore, Mad 10 
I ociation Insurance Group, Philadelphia, Pa 116 
I Insurance Co., Newark, Os % a 
First Boston Corp., New York, N. ¥ ; 137 
Froguatt & Co., Inc., Joseph, New York, N.Y S6 
Fund Insurance Companies, San Franciseo, Calif 13 
General Accident Group, poneorag coer vy SEE Pee Ce eT Cone 107 
General Insurance Cory Fort Vorth Texas : &8 
Grain Dealers Mutual Insurance Co., Indianapotis, Ind 41 
Granite State Fire Insurance Co., Manchester, N. TH. ........ 90 
Great American Group, New York, By tvevasenewassmena see 101 
Geaone Tnc . W, W., Wew MOCK. Ne WY .. seiic ewsisd chee skwe cess 124 
Hawkeyve-Security Insurance Co., Des Moines, lowa ............ 106 
mal & Co., Jack, San Bernardinge, Cait... .......00.8cisscccsckes 69 
Hitke & Co., Ine., Kurt, Chicago, TH did eb calor bad Sate ereu ees 114 
Hoey, Ellison, Frost, Mezey, Ine., New York, N. Y. ........... 130 
Home Eneurance (o., New Dart: IN. Yeas 60.05.25 cs caoe sare ceiver 9 
Homer Bray Service, Inc Albuquerque, No M. .. naeet 39 
Houston Fire & Casualty Insurance Co., Fort Worth, Texas .... &S 
Howard & Co., Ltd.. Robert. Montreal, Canada ...........ccc0. 130 
Maunter Loon. ie.. WMitmeml. BIS: 6 ics vikci as occ cbwtsdcankcceiees 130 
Indiana Lumbermens Mutual Ins. Co., Indianapolis, Ind. ...... 
Industrial Insuranee Co., Des Moines, Towa ...............0- 106 
Ins. Co. of North America, Philadelphia, Pa S4 & Back Cover 
Inter-Ocean Reinsurance Co., Cedar Rapids, Towa ............ 71 
Kansas City Fire & Marine Ins. Co., Kansas Citv. Mo. ........ Bh 
Kansas City Life Insurance Co., Kansas Citv, Mo. ............ 80 
Kirby, Cogeshall, Steinan Co... Milwaukee, Wis, .............. 2 
Kolob Corporation, Salt Lake City, Utah ................cecc08 130 
London Assurance Group. New York, N.Y. ............-0006- 93 
ERIS ASCO. NOWAK Des oie cise hd ine dia cisienlpanee aoc medi 85 
Manning & Sons, T. A., Dallas, Texas 139 
Mannower, Inec., Milwaukee, Wis. .................. cece cc eeeee 56 
M: ot ee he fe Oe ts a Oe er RA 
Marsh: & Cc A IR TS i. said cw 5.4d aw ered See ORE ee 120 
Marsh ee Mc Lennan, Enec., Chicago, Ti.. .....ccs0 134 





» » 








Maryland Casunity Co., Baltimore, Md. c.cccciscccccccccusiss 
Melling & Bevingtons, Ltd., Montreal, Canada .............ee. 
Monumental Lite Insurance Co., Baltimore, Md. ............+. 
Monrve Calculating Machine Co., Inc., Orange, N. J. .......... 
Mosier Gafe Co.. EAMMREIIOM, GOD cccccccccccccscscccsceseaseces 
Mutual Benetit Health & Accident Ass’n., Omaha, Neb. .......- 
National Cash Register Co., Dayton, Ohio ..............esee0- 
National Union Insurance Cos., Pittsburgh, Pa. .............. 
New Amsterdam Casualty Co., Baltimore, Md. ...........2--6. 
New England Reinsurance Corp., Boston, Mass. ...........++-+ 
New Hampshire Fire Ins. Co., Manchester, N. H. .............. 
New York Life, New York, Ss REE Se PO SRI RE ANG AS 
Norfolk and Dedham Mutual Fire “Ins. C Os ee Mass 
Northern. Assurance Co., Lid., New York, N. ¥.. ....ccccccecccss 
Northwestern Mutual Ins. Co., Seattle, W, cae err Te ee 
Ohio Casualty Insurance Co., Hamilton, Ohio ................ 
Ohio Farmers Companies, LeRoy, Ohio ...............eeeeeees 
Pacitic Employers Insurance Co., Los Angeles, Calif. .......... 
Pacitic National Insurance Group, San Francisco, Calif. ...... 
Pan American Cos., Hotetem, Temes .6ccuccccccsctcccstccctves 
Paull & Son, inc., Alfred, Wheeling, W. V&. .....ccescccscsecs 
Pearce Coe., B. Ta, Dem Bite, BOW acd d cccacecevesiscessesese 
Peerless Tneuramce ©a., Bene, Fi. The nasi caccccénnvcacensecde 
Pennsylvania Lumbe rmens Mutual Ins. Co., Phil: ide Aphi: i, Pa, 
Phoenix of Hartford Connecticut Group, Hartford, Conn. ..... 
Phoenix'of Lontion Group, New York, N.Y. o6scccsc cs cewacved 
Park PiGtGie gee; SORRG, Bilt gs bie vie sack owes coke cu ow taae canto 
Pittsburgher Hotel, Pittsburgh, WWls. Kcsanskas souecutsseasen ues 
Preferred Insurance Co., Grand Rapids, SEL. as ckceskvapeieas 
Providence Washington Insurance Co., Providence, R. 1. ...... 
Recording & Statistical Corp., New York, N. Y. ............00.- 
Redmond and Shaughnessy, Ltd., Montreal, Can: idat 
Reinsurance Agency, Inc., Chicago, Til. .....cscecsscssccescee 
Reliance Insurance Co., Philadelphia, Pa. ..................05 
Rising Paper Co., Homentomic, Maas. «ou... ccccccscccsvesecs 
Ritter General Agency, Denver, Colo. ..... it6 cdsueeekaeeeeees 
Royal-Globe Insurance Group, New York, N. Y. ...........- 
Royal Typewriter Co., Portchester, NM. FY. cicscccccccessesvcss 
Scott ‘Wetzet Co. Balt Take City, Wied oo6ss ccc ccnadcewaseceves 
Security-Connecticut Insurance Group, New Haven, Conn. 


Security National Insurance Co., Dallas, Texas .............. 
Seibels, Bruce & Co., Columbia, S. C 
Sengbush Self-Closing Inkstand Co., 
Shaw-Walker Co., Muskegon, Mich. 


Smith-Corona, Ine., Syracuse, N. Y. 


Wis. 


Milwaukee, 


Southern Insurors, Ine., Fort Smith, Eee ce 
Southwestern Fire & Casualty Co., Dallas, Texas .............. 
Standard Accident Companies, Detroit, Mich. ................ 
SERNGRI TOCRPENES CO., “TOR, TRIG. iaioncn sees nc ccisnseseace 
Standard Safety Products Co., Lansing, Te ee ROR PE 
State Farm Insurance Companies, Bloomington, TIL .......--. 
Stewart, Smith (C anada) Ltd., TB ane Ol, CURE oo cnccscece 
Strudwick Co., A. R Minneapolis, PER .é.nkin ona eee Deewe eee 
Sun Insurance Office, Ltd.. New York, N. Y. ...........-esee08 
Superior Insurance Co., Dallas, Texas ........ccccccsccccscese 
Bwett & Crawford, Thhe., CHING, TH. osc ceccccccccccccsceccves 
Traders & General Insurance Co., Dallas, Texas .......... 


Ine., Montreal, Can 
Conn 


Agencies, 
Hartford, 


Assurance 
+ 


Trans-Canada 
Travelers Insurance 


Tressel & Associates, Harry S., Ciiengo, Bl. 2... i. ccc cc ceuca 
Trinity Universal Insurance Co., Dallas, Texas ................ 
United States Casualty Co., New York, N. Y¥. ...........c000. 
United States Fidelity & Guaranty Co., Baltimore, Md. ........ 
T. S. Fire Insuranee Co., New York PRA: Vos aneae Ean 
U. S. Underwriters, Inc.. Miami, Fla. ...............-.0s0e00- 
Utilities Insurance Co., St. Louis, Mo. ........... 

Western Insurance Agency, Helena, Mont. ................-- 
Weeton ©o,, Beret, TAMOR, BARR. ccc cccviecccusscccnanweces 
Witicox & Co., Inc., Alhert. New York, N.Y. ......ccccsccscces 
Witaon Co.. Léd., A. B.. Toromte, Canada ....cccccccsssccocses 
Wolfe, Coreoran and Linder, New York, N. Y. .............. 
Woodward and Fondiller, Ine., New York, N. Y. ........... 

Woodward, Ryan, Sharp and Davis, New York, N. Y. ..........8 


"The above discriminating list of clients recognize that an advertisement in BEST'S 
INSURANCE NEWS is a mark of distinction as only those insurance companies 
which receive our recommendation are permitted to advertise in its columns.” 


Best’s Fire and Casualty 





News 








and Health 

and Hospitalization Division has accepted more than 
97% of applicants. This record is important to you. 
Applicants in the Substandard Division all have physical 
impairments or medical histories which would 
ormally prevent their obtaining ac« 
and hospitalization insure 


Continental's Substandard Accident < 


Hoant 
agent 


a+ 
and nealtn 


ance. 





; 97% figure means have more sales. You can 
now secure coverage for r clients against loss 
caused by their substandar« tion. A new market 
is created for J luding me prospects who 
vere pre ly un rable 
Substandard ca rk for building prestige 
new clients. Write toda r Substandard 
Sales Kit 
Fred Mc € Superint 


CONTINENTAL CASUALTY COMPANY 


4 
} 


WwW 


VS Mich n A n 
Os. Mi igan Avenue 


Home Office: Chicago, Illinois 


A MEMBER OF THE CONTINENTAL-NATIONAL GROUP 


Continental Assurance Company « National Fire Insurance Company of Hartford 
Transportation Insurance Company 


Transcontinental Insurance Company 











BUCYRUS-ERIE 
MOVES 
THE EARTH 


INA insures Bucyrus-Erie 


BUCYRUS p tut 


This massive 13-story Bucyrus-Erie Model 1650-B shovel gratys 80 tons of rock and earth in a single bite. In 24 hours it will pile up 100,000 tons of overburden. 


This is River Queen at work. The mammoth 
stripping shovel devours earth in 80-ton bites. 
She’s a working colossus, 13 stories high. heavier 
than a destroyer, built with rugged beauty and 
behemoth brawn. A specially made 75-ton der- 
rick and a husky crew of 20 rigged her for work. 
It took 70 railroad cars to transport River Queen 
to the job site. 

River Queen is one of the newest showpieces 
in the catalog of excavators. cranes and shovels 
built by Bueyrus-Erie. Since 1880. this heavy- 
duty power machinery has ripped treasure 
from the earth—coal. iron ore. rock. limestone. 
phosphate. It has dredged canals. built river 
levees, shaped tunnels, leveled terrain for high- 


ways and airports. dug basements for buildings, 
homes. hospitals. churches and schools. INA 
protection—in a specially designed Manufae- 
turers Output Policy—insures the equipment on 
its journey from the plant to the new owner. 

The policyholder gets “extra value’ in the 
experience and resources of INA, in its tailored 
coverages and in the outstanding service pro- 
vided through INA agents. Can you give your 
accounts this “extra value’? Talk with our Serv- 
ice Office people about it. 


Insurance Company of North America « Indemnity Insurance Company 
of North America « Philadelphia Fire & Marine Insurance Company 
Life Insurance Company of North America « Philadelphia 


INSURANCE BY NORTH AMERICA 





